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Take a lett 


To build weapons for the battlefronts and to keep 
the home front moving, millions of letters must be 
typed and forms and reports filled in. Thus carbon 
paper and typewriter ribbons—a government recog- 
nized essential war industry —are helping to “deliver 
the mail” to Hitler in the only language he can 
understand. 

In aircraft plants and arsenals, in factories and 
business offices, Webster products are seeing plenty 
of action... Star Brand Typewriter Ribbons are 
turning out neat, clean letters and reports . . . Multi- 


Kopy Carbon Papers are keeping valuable war 





r to Hitler ! 


records safe and easy to read... Micrometric Carbon 
Paper (the famous product with the white scale) is 
simplifying the work of skilled secretaries at a time 
when every second counts. 

Go after the requirements of the war industries in 
your territory immediately. Offer them your services. 
Show them how they can make their carbon paper 
and typewriter ribbons do a better job in the war. 
Ask our Service Representatives to help you in cover- 
ing this important war assignment. Don’t miss any 
of these opportunities. Many of our dealers write 


us that these activities pay big dividends. 


F.S. WEBSTER COMPANY 


13 Amherst Street, Cambridge, Mass. 





{OFFICE APPLIANCES is 
a news and technical trade 
journal, serving the entire 
industry of office equipment. 
It covers the manufacture 
and distribution of office 
machinery, office devices, of- 
fice furniture, office supplies 
and the complete range of 
commercial stationery. Its 
comprehensive news reports 
of the industry and its valu- 
able special articles upon 
subjects germane to its field 
have given it unusual pres- 
tige. It serves a clientele 
composed of managers and 
agents for the various office 
machines, devices and sup- 
plies, commercial furniture, 
commercial stationery deal- 
ers and many of the largest 
corporations in the United 
States. It also reaches some 
dealers in forty-eight other 
countries who deal in Amer- 
ican office equipment. 


{No person, firm or corpo- 
ration either directly or in- 
directly connected with the 
industry the journal repre- 
sents, has any share in its 
ownership or voice in shap- 
ing its policy, which has in 
view at all times the best in- 
terests of the field it serves. 
It aims to discuss all sub- 
jects fairly, and to furnish 
its readers reliable informa- 
tion concerning the progress 
and development of the of- 
fice appliance industry. It 
will answer any questions 
germane to its field to the 
best of its ability, and it 
asks its readers in all parts 
of the world to aid it with 
inquiries and suggestions to 
which it will give prompt 
and earnest consideration. 
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{SUBSCRIPTION RATES 
in the United States and its 
possessions and Mexico—one 
year, $2.00;two years, $3.00; 
three years, $4.00. Canada— 
one year, $2.50; two years, 
$4.00; three years, $5.50; 
Foreign — one year, $3.00; 
two years, $5.00. Remit- 
tances may be made by 
personal checks, drafts on 
New York or Chicago, Post- 
office of Express Money Or- 
ders, or in American Postage 
Stamps or currency, if sent 
by registered mail. Single 
copies, twenty-five cents. 
{CHANGE OF ADDRESS. 
Subscribers may have their 
mailing addresses changed as 
often as desired. Notice re- 
ceived before the fifteenth 
of the month will permit 
delivery of next issue at 
new address. Both old and 
new addresses must be given. 
{CONTRIBUTIONS are in- 
vited upon any topic of 
interest to this trade. All 
accepted manuscripts will be 
paid for at space rates. Un- 
accepted manuscripts will 
not be returned unless post- 
age is enclosed by the sender. 
Correspondents should give 
their names and addresses, 
which will be withheld from 
publication if requested. 
fADVERTISING RATES 
upon application—only ar- 
ticles of office equipment 
or directly related products 
eligible. 


{Entered as Second-Class 
Matter, July 8, 1905, at the 
Postoffice at Chicago, " 
under Act of March 3, 1879. 
{Office Appliances” is regis- 
tered in the United States Pat- 
ent Office, Washington, D.C. 
{COPYRIGHT. Contents 
covered by Copyright, 1943, 
by the Office Appliance 
Company. 








These advertisements present the products of the leading manufacturers in each division of the industry. Because of the ground 
for honest differences of opinion, the publishers obviously cannot undertake to guarantee transactions between advertisers and 
They do, however. offer their services in resolving any disagreements which result from relations established 
through the journal. 


customers 


A 


Acco Products, Inc...................... 


Ace Fastener Corp. 

Acme Staple Co. 

Acme Visible Records, Inc. 
Adirondack Chair Co............... 
Aigner, G. J., Co. 
Allen, R. C., Business Ma- 
chines, Inc. 

Allen & Co. 

Alma Desk Company... 
Amberg File & Index Co. 
American Hair & Felt Co 
American Passbook Co........... 
Writing Mach. Stores 


Amer. 
Div. 

Ames Supply Co. 

Anderson-Hickey Co., Inc. 


Art Metal Construction Co... 
Art Steel Sales Corp. ..110, 
Artility Metal Products, Inc.. 
Autocopy, Inc. 

B 
Baldwin Carbon Company 
Bankers Box Company...... 
Barkley, C. L. & Co... 
Bates Mfg. Co. 
Bolens Products Co. 


Boorum & Pease Co. 
Boynton and Co. 
Bright Chair Co. 
British Staty. 


Alexander 


Exporter 
Brown, 
Browne-Morse Co. 
Buckeye Ribbon & Carbon Co. 
Business Efficiency Aids. 
Cc 
Central Desk Mfg. Co. 
Clarotype Co., The 
Clemco Desk Mfg. 
Codo Mfg. 
Cole Steel Equipment Co. 
Columbia Rib. & Car. Mfg. Co. 
Columbia Steel Equipment Co. 


Co.... 


Corp. 


Commercial Furniture Co. 
Commonwealth Publishing Co. 
Continental Ink Co. 

Cook, The H. C. Co. oni 
Copy Right Mfg. Corp................. 
Corona Typewriter. Ss 
Corry-Jamestown Mfg. Co..... 
Cotterman, I. D. 

The George F., Co. 


Chair Co. 


Cram, 


Cramer Posture 


D 
Darnell Corp., Ltd. 
Dawn Mfg. Corp. Ltd. 
Stencil Works 
Dennison Mfg. Co...... 
Dick., A. B. Co, 
Dixon, Joseph, Crucible 


Dayton 


Co. => \ i 
Doppelt, Charles, & Co. 
Doten-Dunton Desk Company 
Downey, C. L., Co. 
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Eaton Paper Corp.. 
Ehrlich Upholstery Works.... 
Ellingsworth Mfg. Co. 
Esterbrook Pen Co. 
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171 
208 

76 
141 
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69 
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198 
148 
186 


201 
209 
194 
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F 
Faber, A. W., Inc. ease 
Farber, Louis H. 198 


Frankel Carbon & Ribbon Co.....56 
Friden Calculating Machine Co.191 


Fritz-Cross Co. 174 
Fulton Specialty Co. 198 
G 
General Fireproofing Co. 90, 91 
Gies, Walter G., Co. 206 
Globe-Wernicke Co., The 114 
Graff, Geo. B., Co. 182 

Grand Rapids L. L. Binder 
Co, 202 
Graphic Duplicator Co. 190 
Guide System & Supply Co. 192 
Gunlocke., W. H., Chair Co. 144 
Gunn Furniture Company 146 
H 
Hall-Welter Co. -...209 
Harter Corporation, The 27 
Heyer Corporation, The 213 
Higgins Ink Co., Ince. 200 
High Point Bending & Chair 
Co. 149 
Hoosier Desk Company 126 
I 
Imperial Desk Co. 123 
Imperial Mfg. Co. 68 


Imperial Methods Co. 39 


Indiana Desk Co. 150 
Inkograph Co., Inc. 66, 67 
Ink Specialties Co., Inc. 204 
International Typewriter 
Exchange ... 187 
Inter-State Ribbon & Carb. Co.207 
J 
Jasper Chair Co 92, 93 
Jasper Desk Co., The 108, 109 


Jasper Office Furniture Co...96, 97 


Jasper Seating Co 175 
K 

Keep Prices Down 211 
L 

Leopold Co. 148 

Little, A. P., Inc. 194 

Lyon Metal Products, Inc. 125 


M 


Manifold Supplies Co.. 25, 


Marble, The B. L. Chair Co. 


Marble & Shattuck Chair Co., 


The 
Markilo Co 
Markwell Mfg. Co. 
Martens Type Cleaner Co. 
Master-Craft Corp. Div. S-W 
Meilicke Systems, 
Meilink Steel Safe Co. 
Melind, 
Metal Specialties 
Metalstand Co. 
Meyer & Wenthe, 
Michigan Desk 
Millers Falls 
Mimeograph 
Mittag & Volger, Inc. 
Push Pin Co. 
Co. 
Desk Company 

N 

National Blank Book Co. 
National Desk Co., 


Engraving 


Inc. 


Louis, Co. 
Mfg. 


Inc. 


Paper Co. 


Moore 


Mutschler 
Myrtle 


Bros. 


Ine. 
National Co..... 
National Postal Meter Co. 
Neva-Clog Products, Inc. 
New England Woodworking 
Co. 
New 


Neimann, 


Indiana Chair Co, 
Incorporated 
0 
Old Town Ribbon & Carbon 

Co. 
Olsen, O. C, S., Co. 
Oxford Filing Supply Co. 

P 

Pacific Cb. & 
Parker Pen Co. 
Peerless Key-Imperial Mfg 

Co. 
Peerless Steel Equip. Co. 
Perma-Bilt Equipment Co 
Phillips Process Co., Inc. 
Photo Co. 


Polychrome Corp., The 


Materials 


Co. 94, 


Ribbon Mfg. Co. 





pares advertising copy, 


|THE SERVICE BUREAU 


of Office Appliances is maintained for the exclusive 
use of subscribers and advertisers. In the execution 
of its various commissions this bureau calls upon 
practically every member of the staff. It answers by 
personal letters all inquiries upon matters germane to 
the field, it furnishes special reports upon articles of 
office equipment, supplies names of manufacturers of 
any article wanted, puts man and job together, pre- 
furnishes list of 
agents and dealers in nearly every country, aids for- 
eign dealers in securing U. S. A. lines, and in many 
other ways performs useful service, all without charge. 
Subscribers in every land have made, and are making, 
good use of this bureau; manufacturers in every sec- 
tion of the field have evidence of its proved value. 
Subscribers’ requests for catalogues to bring their files 
up to date, or to replace the file in case of fire or 
other form of destruction, are broadcasted in a bulle- 
tin which is mailed frequently to leading manufac- 
turers, 


desirable 
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Q 
Quality Park Envelope Co,..42, 62 
R 
Rand McNally & Co.. 189 
Rapid Office Devices, Inc. 49 
Red Feather Products, Ltd. 82 
Rex-O-Graph, Ince.. 46 
Rite-Rite Mfg. Co. 206 
Rivet-O Mfg. Co.. 207 
Roberts Numbering Machine 
Co. 204 
Roberts, Weldon, Rubber Co... 209 
Rockwell-Barnes Co... 61 
Royal Metal Mfg. Co., The 212 
Royal Typewriter Co......... 33 
Ss 
St. Johns Table Co. 173 
Shaw-Walker Co. 43, 62 
Sheaffer, W. A., Pen Co. 35 
Sheboygan Chair Company 173 
Sheppard, C. E., Co. 199 
Sikes Co., Inc., The 169 
Sloane, W. & J. 171 
Smith, L. C., & Corona Type- 
Writers, Inc. 27 
Speed Key Mfg. Co... 207 
Speed-O-Print Corp. 195 
Speed Products Co. 44 
Staedtler, J. S., Ine......... ..54 
Standard Dupletg Machine 
Corp. i eae) 
Standard Record Company........206 
Starkey Paper & Supply Co.....207 
Stationers Clearing House 204 
Stationers Loose Leaf Co. 196 
Stein Bros. Mfg. Co. 48 
Storms, H. M., Co..... 196 
Sturgis Posture Chair Co. 161 
= 
Taylor Chair Company, The 122 
Technygraph Co., The 207 
Toledo Metal Furniture Co. 172 
Typosture Chair Co., Inc. 170 
U 
Underwood Elliott Fisher Co. 
Back Cover 
U. S. Typewr. Ribbon Mfg. Co...193 
U. S. War Bonds—Stamps........ 210 
Vv 
Vail Mfg. Co. 65 
Van Dyke Industries 78 
Victor Adding Machine Co. 73 
Victor Safe & Equip. Co.....80, 81 
Vogel-Peterson Co. 172 
Ww 
Wagemaker Co. 175 
Warshaw Mfg. Co... 199 
Waters & Waters Branch 201 
Webster, F. S., Co..... 2 
Weis Mfg. Company... 
99, 100, 101, 102 
Wells Furniture Mfg. Co...........163 
Wells Office Furn. Co. 120, 121 
Wilson Jones Co. 7 
Wonder Lock .207 
Wood Office Furn. 
Institute 151, 152, 157 
x 
X-287 ...206 
Y 
Yawman and Erbe Mfg. Co.......119 
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For the benefit of the subscribers the lines advertised are here classified. Many of the requirements of the modern business office 
are represented. Should subscribers be interested in any article of office equipment not listed here, they are cordially invited to 
communicate with the service bureau, through which the information will be promptly and cheerfully furnished by letter, without 


Adding Machine Parts 


Amer. Writing Mach. Stores Div... 41 


Ames Supply Co . 3 
Adding Machine Rolls & veer 
Rockwell-Barnes Co. . 61 
Adding Machines 
Allen, R. C., Business Machines, 
Ine 3 
Amer. Writing Mach. Stores Div 41 
Friden Calculating Machine Co., 
Ine . 191 
Smith, L. C., & Corona Type- 
writers i 97 
Victor Adding Machine Co 73 


Adding Machines, Rebuilt & Used 
Underwood Elliott Fisher—Back Cover 





Adhesives 
(See Inks, Adhesives, etc.) 

Arch and Clip Board Files 
Globe-Wernicke Co., The 114 
Rockwell-Barnes Co 61 
Shaw-Walker Co 43, 52 
Yawman and Erbe Mfg. Co 119 

Associations, Manufacturers 
Wood Office Furniture Institute 

151, 152, 157 

Atlases, Geographical 
Cram, George F., Co 76 

Bankers Note Cases 
Art Steel Sales Corp 1106, 111 
General Fireproofing Co., The....90, 91 
Globe-Wernicke Co., The 114 
Victor Safe & Equip. Co 80, 81 

Binders, Catalogue and Periodical 
Acco Products Inc ; 50 
Aigner, G. J., Co 181 
Amberg File & Index Co 197 
Grand Rapids L. L. Binder Co 202 
Master-Craft Corp., Div. S-W 43 
National Blank Book Co 79 
Sheppard, The C. E., Co 199 
Wilson Jones Co 17 

Binders, Permanent Storage 
joorum & Pease Co 3) 
Master-Craft Corp Div. S-W 43 
Sheppard, The C. E., Co 199 
Wilson Jones Co 47 

Blank Books 
Boorum & Pease Co . 55 
National Blank Book Co 79 
Rockwell-Barnes Co 61 
Wilson Jones Ce 47 

Blue Print and Plan File Cabinets 
Anderson-Hickey Co 161 
Art Metal Construction Co 107 
Art Steel Sales Corp 110, 111 
trowne-Morse Co 64 
Cole Steel Equipment Co 129 
Columbia Steel Equipment Co 145 
Corry-Jamestown Mfg. Co 171 
General Fireproofing Co., The..90, 91 
Globe-Wernicke Co The 114 
Peerless Steel Equip. Co 174 
Shaw-Walker Co 13, 52 
Yawman and Erbe Mfg. Co 119 

Bond Boxes 
Art Steel Sales Corp 110, 111 
General Fireproofing Co., The....90, 91 
Globe-Wernicke Co The 114 

Book Cases 
Art Metal Construction Co 107 
Browne-Morse Co 64 
Corry-Jamestown Mfg. Corp 171 
General Fireproofing Co., The....90, 91 
Globe-Wernicke Co., The 114 
Gunn Furniture Co } 
Michigan Desk Co 
New England Woodworking Co 
Peerless Steel Equip. Co 
Shaw-Walker Co 3 
Weis Mfg. Co 99, 100, 101, 
Yawman and Erbe Mfg. Co 

Bookkeeping Machines 
Underwood Elliott Fisher—Back (« 

Box Letter Files 
Art Steel Sales Corp 
Cole Steel Equipment Co 129 
Globe-Wernicke Co., The 114 
Rockwell-Barnes Co 61 
Weis Mfg. Co $9, 100, 101, 102 

Brief & Zipper Cases 
Doppelt, Chas., & Co 198 
Master-Craft Corp., Div. S-W 4 
Stationers Loose Leaf Co 19 
Ste jros. Mfg. Co f 48 

Calculating Deviees 
Meilicke Systems, Inc 209 
Rapid Office Devices, Inc 49 
Victor Safe & Equipment Co......80, 81 
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obligation. 
Calculating Machines Clip Boards 
Allen, R. C., Business Machines, (See Arch and Clip Board Files 
Ine =e 1 83 Coin Bags, Trays & Wrappers 
Friden Calculating Machine Co., Art Steel Sales Corp. 110 
Ine 191 Downey, C. L., Co 
Victor Adding Machine Co 73 Copyholders 
Carbon Papers Acco Products Inc 
(See Ribbons and Carbons) Copy Right Mfg. Corp 
Card Index Boxes and Trays Dawn Mfg. Corp., The ; 
Art Metal Construction Co ....107 Wells Office Furniture Co. 120 
Art Steel Sales Corp 110, 111 Costumers 
Boynton and Co 142 Globe-Wernicke Co., The 
Cole Steel Equipment Co ..-129 Peerless Steel Equip. Co ° 
Columbia Steel Equipment Co.........145 Shaw-Walker Co 43 
Corry-Jamestown Mfg. Co 171 Vogel-Peterson Co. 
Farber, Louis H 198 Wells Office Furniture Co......120 
General Fireproofing Co., The....90,. 91 Covers, Leese Leaf 
Globe-Wernicke Co., The 114 Ellingsworth Mfg. Co 
Guide System and Supply Co 192 ‘ 2 . 
Imperial Methods Co 39 Crayons 
New England Woodworking Co 164 Dixon, Jos., Crucible Co. 179 
Peerless Steel Equip. Co 174 Dating Stamps 
Shaw-Walker Co 43, 52 Rates Mfg. Co 
Wagemaker Co 175 Fulton Specialty Co 
Warshaw Mfg. Co 199 Melind, Louis, Co 
Weis Mfg. Co 99, 100, 101, 102 Meyer & Wenthe, Inc 
Wells Office Furniture Co 120, 121 Rivet-O Mfg. Co 
Yawman and Erbe Mfg. Co 119 Desk Lamps 
Cash Boxes Dawn Mfg. Co 
Art Steel Sales Corp 110, 111 Van Dyke Industries 
Cole Steel Equipment Co. 129 
General Fireproofing Co., The....90, 91 age ay yr eee 8 
Casters, Caster Bearings, Slides Wagemaker Co 
Darnell Corp 198 Wilson Jones Co 
Celluloid Envelopes Desk Pen & Ink Sets 
(See Envelopes, Celluloid Sheaffer, W. A., Pen Co 
Chair trons Desk Trays 
Bolens Products Co 147 Aigner, G. J., Co 
Chairs, Folding Art Metal Construction Co 
Adirondack Chair Co. Co 73 Art Steel Sales Corp 110 
Farber. Louis H 198 Boynton and Co. 
Lyon Metal Products, Inc 125 Corry-Jamestown Mfg. Co 
Royal Metal Mfg. Co 212 General Fireproofing Co., The...90 
Chairs, Office Globe-Wernicke Co 7 The 
> ‘ Imperial Methods Co 
Artility Metal Products, Inc ~ Peerless Steel Equip. Co 
Bright Chair (C¢ 172 . , : 2 
Cramer Posture. Chair Co 141 Shaw-Walker Co As 
ig . aes Weis Mfg. Co 99, 100, 101 
Ehrlich Upholstery Works ~ Yawmar and Erbe Mfg. Co 
Fritz-Cross Co 174 
General Fireproofing Co., The...90, 91 Desk Work Distributors 
Gunlocke, The W. H., Chair Co.....144 Art Steel Sales Corp 110 
Harter Corp 1297 Globe-Wernicke Co., The 
Hich Point Bending & Chair Co...149 Lyon Metal Products, Inc 
Jasper Chair Co 92, 93 Victor Safe & Equip. Co 80 
Jasper Seating Co 175 Wilson Jones Co 
Marble, The B. L., Chair Co 131 Desks 
Marble & Shattuck Chair Co 162 Alma Desk Co 
Michigan Desk Co 94, 95 Art Metal Construction Co. 
New Indiana Chair Co 158 Art Steel Sales Corp 110 
Niemann, Ine 124 Browne-Merse Co 
Royal Metal Mf Co 212 Clemeco Desk Mfg. Co 
Shaw-Walker (« 43, 52 Central Desk Mfg. Co 
Sheboygan Chair C¢ 173 Columbia Steel Equipment Co 
Sikes Co., The 169 Commercial Furniture Co 
Sturgis Posture Chair Co 161 Corry-Jamestown Mfg. Co 
Taylor Chair Co., The 122 Doten-Dunton Desk Co 
Toledo Metal Furniture Co. 172 Farber, Louis H 
Wells Office Furniture Co 120, 121 General Fireproofing Co., The r 
Chairs (Posture) Globe-Wernicke Co., The 
Bright Chair Co 172 Gunn Furniture Co 
Cramer Posture Chair Co.. 141 Hoosier Desk Co 
Fritz-Cross Co 174 Imperial Desk Co 
General Fireproofing Co., The..90, 91 Indiana Desk Co. 
Gunlocke, The W. H., Chair Co....144 Jasper Desk Co 108 
Harter Corp 127 Jasper Office Furniture Co %% 
High Point Bending & Chair Co...149 Michigan Desk Co 94 
Jasper Chair Co 92, 93 Myrtle Desk Co 
Jasper Seating (Ce 175 National Desk Co Ine 
Marble, The B. L., Chair Co 131 Olsen, O. C. 8., Co 
Marble & Shattuck Chair Co 162 Peerless Steel Equip. Co 
Metalstand ('« 162 Royal Metal Mfg. Co 
Shaw-Walker Co 43, 52 Shaw-Walker Co 4! 
Sikes Co The 1869 Sloane, W. & J 
Sturgis Posture Chair (« 161 Victor Safe & Equip. Co 80 
Taylor Chair Co.. The 122 Wagemaker Co 
Toledo Metal Furniture Co 72 Wells Furniture Co 
Typosture Chair (« Ine 170 Wells Office Furniture Co 20 
Wells Office Furniture C« 120, 121 Yawman and Erbe Mfg. (« 
Chairs, Tablet Arm Die ating Machine Records 
Jasper Chair Co 92, 92 Standard Record Co 
Jasper Seating Co 175 Duplicating Machines & Supplies 
New Indiana Chair C¢ 158 Amer. Writing Mach. Stores Div 
Check Covers & Passbooks Autocopy, Ine 
American Passbook Co 09 Columbia Rib. & Carb. Mfg. C« 
Check Protectors & Writers Dick, A. B., Co........ : 
Hall-Welter Co >n9 Frankel Carbon & Ribbon Co 
Check Signing Machines Graphic Duplicator Co 
Nat'l Postal Meter Co 189 Heyer Corp., The 
Ink Specialties Co 
Checks, Stamped Metal Manifold Supplies Co. 25 
Dayton Stencil Works 206 Mimeograph 
Meyer & Wenthe, Inc 197 Mittag & Volger, Inc 
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Ribbon & Carbon Co..... 51 
by | eee ne ee 
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Old Town 
Polychrome Corp., 
Red Feather Products, 
Rex-O-Graph, Ine. 

Smith, L. C., & Corona “Tws. 
Speed-O-Print Corp. ... es 
Standard Dupletg Machines Corp... 63 
Starkey Paper & Supply Co... 






Technygraph, The ..... 207 
Victor Safe & Equip. Co... 80, 81 
Duplicating Machines, Used 
traphic Duplicator Co. 1 90 
Envelope Openers and Sealers 
Nat'l Postal Meter Co.......... 189 
Standard Dupletg. Machines Corp... 63 
Envelopes 
Globe-Wernicke Co., The......... 114 
Quality Park Envelope Co... 42, 62 
Writeem Famed: OG... cocscscenscbekauieen 47 
Envelopes, Celluloid 
Markilo Co 208 
Erasers, Rubber 
Dixon, Jos., Crucible Co. 179, 180 
Faber, A. W., Ine. ‘ Fa 
Roberts, Weldon, Rubber Co.. 209 
Eyelets & Eyelet Fasteners 
Bates Mfg. Co 7 
Rivet-O Mfg. Co 207 
File Boxes, Fibre Collapsible 
Bankers Box Co. . 60 
Barkley, C. L., & Co. 58 
Globe-Wernicke Co., The 114 
Guide System & Supply Co. 192 
Oxford Filing Supply Co. 40 
Weis Mfg. Co 99, 100, 101, 102 
File Boxes, Metal 
Art Metal Construction Co. 107 
Art Steel Sales Corp. 110, 111 
Cole Steel Equipment Co. 129 
Corry-Jamestown Mfg. Co 171 
Globe-Wernicke Co., The 114 
Peerless Steel Equip. Co. . 68 
Rockwell-Barnes Co. ..0..00...cn0. 61 
Shaw-Walker Co -- 48, 58 
Weis Mfg. Co 99, 100, 101, 102 
Victor Safe & Equip. Co 80, 81 
Filing Cabinets, Insulated 
Shaw-Walker Co 43, 52 
Victor Safe & Equip. “Co. 80, 81 
Filing Cabinets, Metal 
Anderson-Hickey Co 161 
Art Metal Construction Co. 107 
Art Steel Sales Corp... 110, 111 
Browne-Morse Co. 64 
Cole Steel Equipment Co. 129 
Columbia Steel Equipment Co. 145 
Corry-Jamestown Mfg. Co. 171 
General Fireproofing Co., The....90, 91 
Globe-Wernicke Co., The 114 
Peerless Steel Equip. Co...... 174 
Shaw-Walker Co ..43, 52 
Victor Safe & Equip. Co. 80, 81 
Weis Mfg. Co 99, 100, 101, 102 
Yawman and Erbe Mfg. Co 119 
Filing Cabinets, Wood 
Art Metal Construction Co 107 
Art Steel Sales Corp. 110, 111 
Browne-Morse Co. .. . 64 
Business Efficiency Aids... 175 
General Fireproofing Co., The....90, 91 
Globe-Wernicke Co., The 114 
Imperial Methods Co.. 39 
Indiana Desk Co.. 150 
Michigan Desk Co. : coven 4, 95 
New England Woodworking Co 164 
Peerless Steel Equip. Co................ 174 
Perma-Bilt Equipment Co, 170 
Shaw-Walker Co. 43, 52 
Victor Safe & Equip. Co. 80, 81 
Wagemaker Co ee 75 
Weis Mfg. Co 99, 100, 101, 102 
Wells Office Furniture Co......120, 121 
Yawman and Erbe Mfg. Co ...119 
Filing Supplies 
Acco Products Inc . 50 
Aigner, G. J., Co 181 
Art Metal Construction Co. 107 
tarkley, C. L., & Co 58 
Browne-Morse Co. r 64 
Corry-Jamestown Mfg. Co. 171 
General Fireproofing Co., The...90, 91 
Globe-Wernicke Co., The 114 
Guide System & Supply Co. 192 
Imperial Methods Co. 0.0... 89 
Oxford Filing Supply Co. 40 
Quality Park Envelope Co 42, 62 
Rockwell-Barmes Co. 2020.....0--cccceseonee 61 
Shaw-Walker Co. 43, 52 
Victor Safe & Equip. Co. 80, 81 
Warshaw Mfg. Co 199 
Weis Mfg. Co 99, 100, 101, 102 
Yawman and Erbe Mfg. Co 119 


(Continued on page 6) 
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THE CLASSIFICATIONS 
(Continued from page 5) 

Filing Tables 

Toledo Metal Furniture Co 172 


Finger Pads 
Melind, Louis, Co 
Speed Products Co 44 

Folders (See Filing Supplies) 

Fountain Pens, Mfrs. 


200 


Esterbrook Pen Co 203 
Inkograph Co., Inc 66, 67 
Parker Pen Co 71 
Sheaffer, W. A., Pen Co. 35 
Globes, Geographical 
Cram, The George F., Co 76 
Rand MeNally & Co 189 
Gummed Cloth Rings 
Dennison Mfg. Co 69 
Graff, Geo. B., Co d 182 
Warshaw Mfg. Co 199 
Gummed Tape 
Dennison Mfg. Co 69 
Metal Specialties Mfg. Co 199 
Index Card Signals 
Cook, H. C., Co 193 
Graff, Geo. B., Co 182 
Victor Safe & Equip. Co 80, 81 
Index Tabs 
Aigner, G. J., Co 181 
Barkley, C. L., & Co > 58 
Globe-Wernicke Co., The 114 
juide System & Supply Co 192 
Markilo Co 208 
Master-Craft Corp., Div. S-W 43 
Melind, Louis, Co. 200 
Shaw-Watker Co aoneee43, 52 
Sheppard, The C. E., Co 199 
Speed Products Co. 44 
Victor Safe & Equip. Co ' 80, 81 
Inks, Adhesives, Ete. 
Continental Ink Co 208 
Dennison Mfg. Co 69 
Higgins Ink Co., Ine 200 
Ink Specialties Co. ...204 
Melind, Louis, Co 200 
Parker Pen Co. 71 
Rivet-O Mfg. Co 907 
Sheaffer, W. A., Pen Co 35 
Labels 
Brown, Alexander 202 
Imperial Methods Co. 39 
Oxford Filing Supply Co 40 
Warshaw Mfg. Co 199 
Weis Mfg. Co 99, 100, 101, 102 
Ladders, Library, Store & Vault 
Cotterman, I. D .208 
Leads for Mechanical Pencils 
Dixon, Jos., Crucible Co 179, 180 
Faber, A. W., Ine . 72 
Rite-Rite Mfg. Co. ..206 
Sheaffer, W. A., Pen Co 35 
Leather Goods 
Doppelt, Chas., & Co 198 
Stein Bros. Mfg. Co . 42 
Leather Upholstered Furniture 
Bright Chair Co 72 
Ehrlich Upholstery Works 209 
Gunlocke, The W. H., Chair Co....144 
Jasper Chair Co 92, 93 
New Indiana Chair Co 158 
Niemann, Ince 124 
Letterheads 
National Engraving Co 206 
Letter Trays (See Desk Trays) 
Library Equipment 
Art Metal Construction Co 107 
Art Steel Sales Corp 110, 111 
Corry-Jamestown Mfg. Corp. 171 
General Fireproofing Co., The......90, 91 
Globe-Wernicke Co., The 114 
Peerless Steel Equip. Co 174 
Shaw-Walker Co. . 43, 52 
Yawman and Erbe Mfg. Co 119 
Lockers and Storage Cabinets 
Anderson-Hickey Co 161 
Art Metal Construction Co 107 
Art Steel Sales Corp. 110, 111 
Browne-Morse Co. 64 
Cole Steel Equipment Co 129 
Corry-Jamestown Mfg. Co 171 
General Fireproofing Co., The...90, 91 
Globe-Wernicke Co., The 114 
Lyon Metal Products, Inc 125 
New England Woodworking Co. 164 
Shaw-Walker Co 43, 52 
Yawman and Erbe Mfg. Co 119 
Locks, Drawer, Showease, Etc. 
Wonder Lock 207 
Loose Leaf Books & Systems 
Aigner, G. J., Co 181 
Amberg File & Index Co 197 
Boorum & Pease Co .. 85 
Grand Rapids L. L. Binder Co... 202 
Master-Craft Corp., Div. S-W 43 
National Blank Book Co ‘nen 
Sheppard, The C. E., Co 199 
Wilson Jones Co 47 
Loose Leaf Sheet Covers, Celluloid 
Markilo Co. 208 
Wilson Jones Co 47 


Loose Leaf Metals and Devices 
Grand Rapids L. L. Binder Co.....202 
Sheppard, The C. E., Co. 199 
Wilson Jones Co 47 

Mail Distributors 
Globe-Wernicke Co., The 114 
Victor Safe & Equip. Co 80, 81 

Map Tacks 
Graff, Geo. B., Co 182 
Moore-Push Pin Co 

Maps 
Cram, The George F., Co 76 
Rand McNally & Co 189 

Matched Office Suites 
Art Metal Construction Co. 107 
General Fireproofing Co., The 90, 91 
Globe-Wernicke Co., The 1! 
Leopold Co 143 
Royal Metal Mfg. Co 2 
Shaw-Walker Co 43, 52 
Sloane, W. & J 171 

Memorandum Books 
Bates Mfg. Co 75 
Boprum & Pease Co 5 
Master-Craft Corp Div. S-W 43 
National Blank Book Co 7 
Rockwell-Barnes Co é 
Wilson Jones Co 47 

Mending Tape 
Warshaw Mfg. Co. 199 

Metal Badges, Checks, Tokens, Ete. 
Dayton Stencil Works 206 
Meyer & Wenthe, Inc 97 

Moisteners 
Metal Specialties Mfg. Co 199 
Rivet-O Mfg. Co 207 

Numbering Machines 
Bates Mfg. Co 75 
Melind, Louis, Co. 200 
Roberts Numbering Mach. Co 204 

Office Partitions and Railings 
Globe-Wernicke Co., The 114 

Office Printing Outfits 
Fulton Specialty Co 198 

Pads, Figuring 
Boorum & Pease Co 
National Blank Book Co 79 
Rockwell-Barnes Co. 61 
Wilson Jones Co. 47 

Paper 
Eaton Paper Corp 201 
Millers Falls Paper Co 53 
Rockwell-Barnes Co. 61 

Paper Clamps 
Acco Products Inc 50 
Esterbrook Pen Co 203 

Paper Clips 
Acco Products Ine 50 
Cook, H. C Co. 193 
Graff, Geo. B., Co 182 
Vail Manufacturing Co 65 


Paper Fastening Machines 
Ace Fastener Corp 37 
Acme Staple Co 209 
Bates Mfg. Co 75 
Markwell Mfg. Co 57 
Neva-Clog Products, Inc 31 
Speed Products Co. 44 
Victor Safe & Equip. Co. 80, 8&1 

Paste (See Inks, Adhesives, Etc 


Pencils, Ink 
Inkograph Co., Inc 66, € 
Pencils, Mechanical 
Parker Pen Co 7 
Rite-Rite Mfg. Co 206 
Sheaffer, W. A., Pen Co 35 
Pencils, Wood Cased Lead 
Dixon, Jos., Crucible Co 179, 180 
Faber, A. W., Inc 72 
Staedtler, J. S., Ine 54 
Pen Holders 
Dixon, Jos., Crucible Co 79, 180 


Pens 

Esterbrook Pen Co. 203 
Pins and Pin Containers 

Vail Mfg. Co 65 
Platens, Typewriter 

Amer, Writing Mach. Stores Div 41 

Ames Supply Co. 45 
Presentation Covers 

Amberg File & Index Co 197 

Ellingsworth Mfg. Co 194 

Oxford Filing Supply Co 40 


Price & Sign Markers 
Fulton Specialty Co 198 


Publishers 
British Stationery Exporter 208 


Punches 

Acco Products Ine... 
Bates Mfg. Co. 

Boorum & Pease Co 55 
Globe-Wernicke Co., The 114 
Metal Specialties Mfg. Co 199 
National Blank Book Co. 79 
Wilson Jones Co. 47 


Push Pins 
Moore-Push Pin Co 207 


Ribbons and Carbons 
Allen & Co 
Amer, Writing Mach. Stores Div 41 


Ames Supply Co. : - & 
Baldwin Carbon Co 188 
Buckeye Ribbon & Carbon Co 186 
Cedo Mfg. Co 74 
Columbia R. & C. Mfg. Co 29 
Frankel Carbon & Ribbon Co. 56 
International Typewriter Exchange..187 
Little, A. P., Ine 194 
Manifold Supplies Co 95, 59 
Mittag & Volger. Inc «208 
Old Town Rib. & Carb. Co 51 
Pacific Carb. & Rib. Mfg. Co 77 
Peerless Key-Imperial Mfg. Co. 68 
Phillips Process Co 70 
Royal Typewriter Co., Ine 33 
Storms, H. M., Co 196 
Underwood Elliott Fisher tack Cover 
U. 8S. Typewriter Ribbon Mfg. Co...193 
Waters & Waters Branch ---- 201 
Webster, F. S., Co 2 
Rubber Bands 
Faber, A. W., Inc 72 
Rubber Stamps 
Melind, Louis, C« 200 
Meyer & Wenthe, Inc 197 
Rubber Type 
Fulton Specialty Co 198 
Safes 
Art Metal Construction Co 107 
General Fireproofing Co., The 90, 91 
Globe-Wernicke Co., The 114 
Meilink Steel Safe Co 160 
Shaw-Walker Co 43, 52 
Victor Safe & Equip. Co 80, 81 
Yawman and Erbe Mfg. Co 119 
Scrapbooks 
Globe-Wernicke Co 114 
Weis Mfg. Co 99, 100, 101, 102 
Wilson Jones Co 47 
Secretary Desks 
Art Metal Construction Co 107 
General Fireproofing Co., The......90, 91 
Globe-Wernicke Co., The 114 
Peerless Steel Equip. Co 174 
Shaw-Walker Co 43, 52 
Shelving 
Art Metal Construction Co 107 
Browne-Morse Co. 64 
Corry-Jamestown Mfg. Co 171 
General Fireproofing Co., The 90, 91 
Globe-Wernicke Co me 
Lyon Metal Products, Inc 125 
Shaw-Walker Co 43, 52 


Stamp Affixers 
Standard Dupletg. Machines Corp, 63 


Stamp Pads 
Bates Mfg. Co 75 
Fulton Specialty Co 198 
Melind, Louis, Co 200 
Meyer & Wenthe, Inc ..197 
Phillips Process Co . 70 
Rivet-O Mfg. Co —— | 
Rockwell-Barnes Co 61 
Victor Safe & Equip. Co 80, 81 
Stands for Office Machines 
Ames Supply Co 5 
Anderson-Hickey Co 161 
Art Steel Sales Corp 110, 111 
General Fireproofing Co., The....90, 91 
Globe-Wernicke Co., The 114 
Harter Corp 127 
Metalstand Co. 162 
Peerless Steel Equip. Co 174 
Sturgis Posture Chair Co 161 
Toledo Metal Furniture Co 172 


Wells Office Furniture Co 120, 121 
Staple Extractors 


Ace Fastener Corp 37 
Metal Specialties Mfg. Co 199 
Staples and Stapling Machines 
Ace Fastener Corp 37 
Acme Staple Company 209 
Bates Mfg. Co . 75 
Markwell Mfg. Co a 
Neva-Clog Products, Inc <n 
Speed Products Corp 44 
Vail Manufacturing Co 65 
Stationery 
Stationers Clearing House 204 
Stencils, Brass 
Dayton Stencil Works 206 
Stenographer’ Note Books 
National Blank Book Cx 79 
Rockwell-Barnes Co 61 
Stools 
Harter Corp 127 
Metalstand Co 162 
Toledo Metal Furniture Co 172 
Wells Office Furniture Ce 120, 121 
Storage and Transfer Cases 
Art Metal Construction Co 107 
Art Steel Sales Corp 110, 111 
Barkley, C. L., & Co 58 
Browne-Morse Co 64 
Columbia Steel Equipment Co 145 
Corry-Jamestown Mfg. Co 171 


OFFICE APPLIANCES, 





General Fireproofing Co., The....90, 91 


Globe-Wernicke Co. 114 
Guide System & Supply Co. 192 
Imperial Methods Co.. 39 
Peerless Steel Equip. Co 174 
Rockwell-Barnes Co . 61 
Shaw-Walker Co 43, 52 
Wagemaker Co. 175 
Weis Mfg. Co 99, 100, 101, 102 
Yawman and Erbe Mfg. Co. 119 
Strong Boxes, Fire Protected 
Meilink Steel Safe Co 160 
Tables 
Art Metal Construction Co 107 
Browne-Morse Co. 64 
Corry-Jamestown Mfg. Co 171 
Farber, Louis H. 198 
General Fireproofing Co., The....90, 91 
Globe-Wernicke Co 114 
Lyon Metal Products, Inc oo 125 
Mutsehler Bros. Co. ...174 
Peerless Steel Equip. Co ---174 
St. Johns Table Co. : 173 
Shaw-Walker Co. .. 2 43, 52 
Victor Bafe & Equip. Co. 80, 81 
Wells Furniture Co ea 163 


Wells Office Furniture Co 120, 121 
Tags 

Dennison Mfg 
Telephone Accessories 

Bates Mfg. Co 

Victor Safe & Equip. Co 80, 


Co. 69 


a -3 
~ 


Telephone Stands 
Art Metal Construction Co 107 
Art Steel Sales Corp 116, 111 
General Fireproofing Co., The....90, 91 


Globe-Wernicke Co., The ae | 

Peerless Steel Equip. Co. 174 

Shaw-Walker Co 43, 52 

Yawman and Erbe Mfg. Co hae 
Thumb Tacks 

Graff, Geo. B., Co 182 
Ticket Holders 

Vail Manufacturing Co 65 
Trimming Boards 

Photo Materials Co 205 
Type, Typewriter 

Amer. Writing Mach. Stores Div..... 41 

Ames Supply Co. 5 


Typewriter Cleaning Material 
Amer. Writing Mach. Stores Div..... 41 


Ames Supply Co. . 45 
Clarotype Co. : 1 90 
Gies, Walter G., Co : ...206 
Martens Type Cleaner Co ones 208 
Mittag & Volger, Inc 203 
Red Feather Products, Ltd. . 82 
Rivet-O Mfg. Co. 207 
Webster, F. S., Co se 


Typewriter Cushion Keys 
Amer. Writing Mach. Stores Div..... 41 
Ames Supply Co. 45 


Peerless Key-Imperial Mfg. Co. 68 
Speed Key Mfg. Co 207 
Speed Products Co. 44 
Typewriter Cushion Knobs and Bases 
American Hair & Felt Co 185 


Amer. Writing Mach, Stores Div..... 41 

Ames Supply Co. 45 

Peerless Key-Imperial Mfg. Co 68 
Typewriter Parts and Tools 

Amer. Writing Mach. Stores Div... 41 

Ames Supply Co. 45 
Typewriter Tables 

(See Stands for Off. Mach 


Typewriters, Mfrs. of 
Royal Typewriter Co 
Smith, L. C., & Corona Type- 
writers on 
Underwood Elliott Fisher....Back Cover 
Typewriters, Rebuilt and Used 
Amer. Writing Mach. Stores Div... 41 
International Typewriter Exchange 187 


33 


97 


Visible Systems Equipment 


Acme Visible Records, Inc 83 
Aigner, G. J., Co. 181 
Art Metal Construction Co 107 
Boorum & Pease Co 55 
Globe-Wernicke Co., The 114 
Master-Craft Corp., Div. 3-W 43 
National Blank Book Co 79 
Shaw-Walker Co 43, 52 
Sheppard, The C. E., Co 199 
Stationers Loose Leaf Co 196 
Victor Safe & Equip. Co 80, 81 
Wilson Jones Co. 47 
Yawman and Erbe Mfg. Co 119 
Wardrobe Racks 
New England Woodworking Co.......164 
Vogel-Peterson Co 172 
Waste Baskets 
Art Steel Sales Corp 110, 111 
Cole Stee] Equipment Co.................129 
Corry-Jamestown Mfg. Co. . 171 
General Fireproofing Co., The....90, 91 
Globe-Wernicke Co., The..................114 
Peerless Steel Equip. Co 174 
Shaw-Walker Co 43, 52 
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_ WANTS AND TOR SALT 


The rate for classified advertisements is eight cents a word, minimum charge, $1.60. 


SITUATIONS WANTED 


COMBINATION OFFICE MACHINE salesman and mechanic with fifteen years 
experience five years managing sales, service and supply store, is open for 
Can sell and service all makes typewriters, adding, calculating, 
dictating, cash registers, duplicating machines, and time recorders. Trained 
by manufacturers. Prefers southern city with population of 65,000 or more, 
and opportunity to earn $75.00 a week. Thirty years of age, married, draft 3A. 
Responsible reference. Address J-205, care Office Appliances, Chicago. 


new connection, 


CHICAGO REPRESENTATION WANTED by salesman with seven years’ experience 
in Chicago area following five years with retail stationer. Interested in one 
full time line. Prefers to continue working through dealers. Will handle Chcago 
alone or include surrounding area. Has worked north to Twin Cities, south to 
Louisville. Capable and conscientious producer. Well known among the dealers. 
Address J-202, care Office Appliances, Chicago. 


SALESMAN WITH REMARKABLE RECORD both direct and dealer field, now in 
West, seeks sales agency or other opening. First preference is So. Calif. but 
will consider other location West or South. Good sales producer and a good 
organizer with wide recognition among dealers and manufacturers. References 
confirm all statements. Address J-203, care Office Appliances, Chicago. 


RELEASED from army to accept employment with essential industry. Desire 
connection with large defense plant as purchasing agent or manager of Station- 
ery Department. 20 years experience, 15 years owner of business, 41 years 
old—health good. Reference A 1. Salary in accordance with present condi- 
tions. Address J-201, care Office Appliances, Chicago. 


SALESMEN WANTED 





MIMEOGRAPH SALESMAN: Opportunity to live in California. Permanent con- 
nection. Good salary and bonus. Airmail experience, personal qualifications 
and references. Ward Harris Company, Distributor for A. B. Dick Company, 
519 Market St., San Francisco 5, Calif. 


AAA1 MANUFACTURER of most complete, fine quality line of hectograph and 
spirit duplicating materials, printed forms and supplies, inked ribbons, carbon 
papers, etc., has territory openings for steady, reliable type of salesmen who are 
New exclusive products have created an unusual opportunity for able 
representatives. Permanent post war employment. Opportunity for excellent 
earnings. Salary and expenses paid. See display ad in this magazine. Write 
Old Town Ribbon & Carbon Co., Inc., 750 Pacific Street, Brooklyn, N. Y. 


workers. 


SALESMAN WANTED—By ‘old established manufacturer, to sell extensive line 
of office equipment and supplies to dealers in Ohio and adjacent territory. 
Young or middle aged man with knowledge of business systems and some 
dealer experience preferred. Salary and expenses. Write Box X-290 outlining 
your experience and qualifications, and send photograph. Excellent opportunity 
offering permanent connection for the right man. 





SALESMAN—Leading pencil manufacturer has opportunity for man in C 
and surrounding territory. Openings also available for men covering South 
and Pacific Coast. Complete, well known, nationally advertised line. No ob- 
jection to man carrying other lines in stationery or drawing materials. Excel- 
lent chance to build fine income. Write in full detail about yourself—age, 
experience and photo. Your letter will be held in confidence. Box X-295. 

local or larger territories. A good 


SALESMEN CALLING on office trade for 
St., Milwaukee, Wis. 


sideline. Write Lewis Co., 413 W. State 


HAVE YOU HAD TRAINING IN THE 
COMMERCIAL STATIONERY BUSINESS : 
An ambitious salesman to represent old established stationery concern in large 
Eastern city. Man must be qualified with adequate knowledge to service large 
industrial plants already established with this firm as customers. This is a 
Answer in strict 


confidence. 


permanent position. State full qualifications. i 
Traveling expenses paid for interview. Address X-297, care Office Appliances, 
Chicago. 


SALESMEN:—OLD ESTABLISHED wood office desk manufacturer requires men 
for territories in Middlewest, South and Southwest. Reply in complete detail. 
Address X-296, care Office Appliances, Chicago. 


MECHANICS WANTED r 





————— 


MIMEOGRAPH SERVICE MAN: Opportunity to live in California. Permanent 
connection. Good salary and bonus. Airmail experience, personal qualifications 
and references. Ward Harris Company, Distributor for A. B. Dick Company, 
519 Market St. San Francisco 5, Calif. 


TYPEWRITER MECHANIC—experienced on adding machines also. Permanent 
position with established firm. Good salary. State experience. References 
required. L. H. Crossland Typewriter Co., 553 Main St., El Centro, California. 


WANTED MECHANIC qualified all makes typewriters, Mimeograph, adding 
to take charge modernly equipped daylight shop. Present foreman 


machines, 
East 5th St., Waterloo, Iowa. 


entering army. I. M. Fifield, 225 
ADDING MACHINE MECHANIC, also Typewriter, Addressograph, Multigraph 
Mechanic. Good salary. Pruitt Office Machines, 425 N. LaSalle, Chicago. 
TYPEWRITER MECHANIC (Adding Machine experience preferred) £50.00 per 
week; permanent. Write giving experience and references. Excellent oppor- 
tunity for sincere and honest party. Louisville Typewriter Co., 106 So. 4th St., 
Louisville, Ky. 

TYPEWRITER MECHANIC. preferably one with Adding Machine experience 
too; selling ability desirable. Good Salary. Stockton Typewriter Co., 121 
N. California St., Stockton, Calif. 

SHOP FOREMAN Large Chicago Typewriter 
makes of typewriters, no adding machine 
X-298, care of Office Appliances, Chicago. 


dealer must be familiar with all 
experience necessary. Address 


EXPERIENCED HELP WANTED 


4 LARGE, WELL ESTABLISHED stationery and office supply house in Chicago 
can use the services of experienced men and women in several departments, 
such as purchasing, order filling, pricing, selling, etc. Please state experience 
in detail. Address X-293, care Office Appliances, Chicago. 


MIDWESTERN OFFICE SUPPLY CONCERN has opening for man—purchasing 
and sales ability—must have ten or more years of experience in Stationery 
Business. State experience and references in first letter Office Appliances, 
Box X-288, Chicago 

—= = = - = = = 


EXECUTIVES WANTED 


permanent, for old esteh'ished Chicago 
stationery, books, greeting cards, etc. 
following in closeby new industrial 
State age, draft status, ex- 
Office Appliances, Chicago. 


WANTED—Assistant store manager, 
firm handling commercial and social 
Located in outlying business district with 
sections of the city developed in recent years. 
perience, salary desired. Address X-294, care 


LEADING RETAIL OFFICE furnishings and supply 
nois wants sober, honest, capable and aggressive man o 
over active management Must have a good record of successful experience 
and be financially responsible. Wonderful opportunity for the right man. Write 
full particulars in first letter, stating age, experience training, etc. 
Address X-289, care Office Appliances, Chicago 6 


establishment in Central IIli- 
f proven ability to take 





« 


education 


Knowledge 


and experience gen- 
ompany, Col 


WANTED—MANAGER loose leaf denartment 
Permanent. Diehl Office Equipment ¢ ylumbus, Ohio 


eral line 


OFFICE APPLIANCES, September, 1943 


WANTED——-A MANUFACTURER 


PATENTED card index system incorporating standard filing supply items. 
market only 5 years. Annual sales to Government in six figures, with minimum 
of sales effort. Ideal for company with national sales organization covering 
stationery trade. Write Box X-291, care Office Appliances, Chicago 6. 


_WANTED TO BUY BUSINESS 


WANTED TO BUY——-COMPLETE STATIONERY BUSINESS. Large corporation 
seeking to expand its operations is interested in purchasing a going stationery 
business. If your annual volume is over $200,000.00 and you would inter- 
ested in selling, write X-292, in care of this publication. All replies will be 
held strictly confidential. 


REPRESENTATIVES AVAILABLE 


SALESMAN WHO HAS TRAVELED West Coast territory for five years selling 
stationers leather goods and other lines to commercial stationers, department 
stores, etc., is in a position to give thorough representation to one additional 
line. Has several hundred high-class commercial accounts, also Navy service 
stores and Army and Marine post exchanges. Prefers some type of quality 
merchandise to sell to the same dealers. Will consider anything that offers 
suitable sales possibilities in return for capable and aggressive sales efforts. 
Address J-206, care Office Appliances, Chicago. 

SPECIALTY SALESMAN working Chicago and nearby cities such as Milwaukee, 
Madison, South Bend and others, seeks an additional line to sell either direct to 
user or to dealer. Specializes on duplicator supplies but will consider any 
office product offering suitable sales possibilities. Doing business now with 
large buyers in Chicago metropolitan area. Address J-204, care Office Ap- 
pliances, Chicago. 














CARBON PAPER 


WANTED: DEALERS who are looking for a good looking low cost seller of 
packaged carbon. Try a dozen on a money back basis. Duplico Manufacturing 
Co., New Brunswick, New Jersey. 


FOUNTAIN PEN REPAIRING 














WELTY'S REPAIR ALL MAKES FOUNTAIN PENS, Desk Pens, Pencils, etc. 
Repaired at standard prices. We especially feature ‘‘CONKLIN,’’ SWAN, 


WATERMAN, WAHL, PARKER, WELTY, SHEAFFER, MOORE, etc., but can re- 
pair all other makes. We feature Gold Pen Points and Repairing. Mail all 
makes to QNE place for better service. (Est. 1904). ASK NEW 
WELTY PENS, $1.50 to $10.00 LIST. Welty Pen and Repair Uo., 38 So. 
State St., Chicago. 


SALES LETTERS 
5 For years I have built letters that pull sales. 
You need them more than ever now. Send me your data for new letters, or 
unsuccessful letters for reshaping. Particulars on request. Address H. M. 
Goldthwait, 1659 Broadway, Denver, Colorado. 

; TRADE SCHOOLS 
WEBER TYPEWRITER-MECHANICS SCHOOL, 
study Course. Our students now operating their own business. 
Canton, Ohio. 





LETTERS WILL BUILD SALES: 








A simplified Practical Home- 
Division 2, 





ADDING MACHINE PARTS, TYPE, ETC. 


LARGE STOCKS of new and used Adding and Calculating Machine Parts avail- 
able. Quotations furnished on specific parts upon request. I. A, Dehn, Jr., 
1643 101st Ave., Oakland, Calif. 


FOR SALE AND WANTED TO BUY, USED EQUIPMENT 








ELLIOTT-FISHER, Burroughs, Moon Hopkins, Addin, 
Dictaphones, Ediphones, bought and sold. Chicago 
S. Wells St., Chicago. 

ELLIOTT-FISHER Machines, Adding Machines, Comptometers, Burroughs and 
Monroe Calculators, Typewriters and all office machines bought and sold. 
Teeter-Warsh Co., 849 N. 3rd St., Milwaukee, Wis. 

ELLIOTT-FISHER machines, calculating machines, adding machines—all office 
equipment, bought and sold. W. J. Crowley Company, 434 Caswell Bldg., 
Milwaukee, Wis. P 

BURROUGHS, MOON HOPKINS, Elliott-Fisher Bookkeeping Machines, Comp- 
tometers, all makes calculators bought and sold. Dorrell-Markel, 93 S. 11th, 
Minneapolis, Minn. 

BURROUGHS—Duplexes, Moon Hopkins, Bookkeeping Machines, Kardex. All 
types office machines bought and sold. Fort Pitt Typewriter Co., 644 Liberty 
Ave., Pittsburgh, Pa. 

BURROUGHS, MOON HOPKINS, Elliott-Fisher, Remington Accounting Ma- 
chines, and everything in the office machinery line. State model, serial number 
and we will quote highest cash prices. International Office Appliances, Inc., 
326 Broadway, New York City. 

DICTAPHONES——EDIPHONES——Foremost specialists in rebuilding, sales and 
purchases of dictating equipment. Write for catalog. American Dictating Ma- 
chine Co., 235 Fifth Ave., New York, N. Y 
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We specialize in this field and offer full co-operation to dealers. 


and sold. 
New York City. 


Commercial Card System, 135 Grand St., 
ADDRESSOGRAPHS, Duplicators, Dictaphones, Multigvaphs, Sealers, Folders, 
Typewriters, Adding Machines. Write for FREE Money Making Circular. Pruitt 
Office Machines, 527 Pruitt Bidg., Chicago. 
FOR SALE: 1 Sundstrand model ‘C’ Bookkeer!ag Machine—18”. Front Feed 
carriage with payroll attachment. Serial No. 287802. Burroughs portable add- 
ing machines—8 column hand operated, with 12” carriages. David C. Silvers, 
135 Grand St., New York 13, N. Y. 
75 ACME INSITE CABINETS—8x5, in 14 and 23 drawer units. Equivalent to 
new. Commercial Card System Co., 135 Grand St., New York 13, N. Y. 


KARDEX, ACME, all makes used visible filing equipment. Thousands of recondi- 
tioned cabinets, panels, books, always on hand. Special service and prices to 
dealers for purchase or sale. Get our quotations. Chas. S. Nathan, Inc., 548 
Broadway, New York. 

GUARANTEED REBUILTS, KARDEX, other visible systems, attractively refin- 
ished, thoroughly rebuilt for years of additional service, moderately priced. 
Used equipment also bought and exchanged. Universal Office Equipment Co., 
561 Broadway, New York, N. Y. 

VISIBLE EQUIPMENT bought, sold and exchanged. We specialize in rebuilt 
Kardex, Acme and International Visible Factograph cabinets, as well as other 
Have available credit authorization equipment in one line tube panels, 
2 pocket panels, for reasonable prices. Write and tell us what Visible 
Equipment you need or have for sale. Special prices to Dealers. E. H. Heine- 
man, 4 North Eighth Street, St. Louis, Mo. 

EMPTY SPOOLS WANTED: I will pay $1.00 per hundred for all typewriter and 
adding machine spools. Any condition and will refund postage in addition. 
Checks sent same day merchandise received. Birnbaum, Central Avenue, Far 
Rockaway, New York. 


WANTED TO BUY: 2 new 
and Stingel, 408 West Genesee Ave 


makes, 
and 5x11/2 


x used No. 1 Staats Money Changers. Macdonald 
Saginaw, Michigan. 
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PATENTS 


Copies of patents shown here can be obtained 
from the Commissioner of Patents, Washington, 
D. C., for ten cents each in cash, postoffice 
money orders or certified check. Stamps and 
personal checks not accepted. 





2,324,537. Self-Labeling Visible Index. John T 
Quigley, Los Angeles. Calif. Application February 16, 
1942, Serial No. 431,097. Granted July 20, 1943. 

2,324,662. Steneil Cutting Method and Ribbon. Moe 
I, Aaron, Denver, Colo. Application February 24, 1941, 
Serial No. 380,160. Granted July 20, 1943. 

2,324,751. Sheet Trimming and Handling Device. 
Robert Alonzo Williams, Chicago, and William 8 
Cochran, Evanston, Ill., assignors to Ditto, Incor- 
porated, Chicago, Ill., a corporation of West Virginia. 
Application om 1, 1941, Serial No. 381,270. Granted 
July 20, 194 

2,324,834 ” Method of Making Printed Signatures. 
Irving Gurwick, Long Beach, N. Y. Application Au- 
gust 21, 1941, Serial No. 407,711, Granted July 20, 


2,324,929. Paper Clip. Willis A. Jennings, McKees 
Rocks, Pa. Application February 24, 1942, Serial No. 
482,100. Granted July 20, 1943. 

2,324,957 Calculating Device. William F. Shaw 
Rocky River, Ohio, assignor of one-half to Horace C. 
Mayers, Rocky River. Ohio Application Aueust 7 
1941, Serial No. 405,819. Granted July 20, 1943. 

2,324,966. Combined Memorandum Pad and Con- 
tainer. Erik Westberg, Douglas, N. Dak., assignor of 
one-half to Alex Lind, Williston, N. Dak. Applica 
tion March 7, 1942, Serial No. 433,806. Granted July 
20, 1943 

325,039 Portable Desk. Gustave FE. Chesler, 
Pitisbursh, Pa. Application April 9, 1941, Serial No 

387,619. Granted July 27, 1943 

2,325,063 Strip Serving Machine. Theodore H. 
Krueger, Stratford, Conn., assignor to Better Pack- 
ages Incorporated, a corporation of New York. Appli- 
cation August 19, 1941, Serial No. 407,411 Granted 
July 27, 1943 

25,069. Fountain Pen. Fred P. Moore. Chicago 
Tll., assignor to Eversharp, Inec., Chicago, IIL, a 
corporation of Delaware. Application — 2, 1942, 
Serial No. 432,914. Granted July 27, 

2,325,155. Loose Leaf Binder. Fred D. Wedge, Oak 
Park, Ill., assignor to Wilson Jones Co., Chicago, TIL, 
a corporation of Massachusetts Application May 16, 
1941, Serial No. 393.711. Granted July 27, 1943. 

2,325,185. Telephone Assembly. Blanche H. Kate, 
Minneapolis, Minn Application February 26, 1940, 
Serial No. 320,907. Granted July 27, 1943 

2,325,234 Device for Paper Feed Rollers. José 
Figueira Saboia de Albuquerque, Rio de Janeiro, 
Brazil. Application April 15, 1940, Serial No. 329,805. 
Granted July 27. 19438 

2,325,244. Coin Operated Typewriter Control Appa- 
ratus. Jesse B. Graham, San Diego, Calif., assignor 
of one-half to Stanley Erl Stensrud, San Diego, Calif. 
Application August 3, 1940, Serial No. 350,451 
Granted Pt al 27, 1943. 

2,325,317. Filing Device. Atto N. Hanna, Orange, 
N. J Application September 9, 1941, Serial No. 
410,133. Granted July 27, 1943 

2,325,341. Fastener Driving Machine. Fridolin Pol- 
zer, Norwalk, Conn., assignor to The E. H. Hotchkiss 
Company, Norwalk, Conn., a corporation of Connecticut. 
Application February 18, 1942, Serial No. 431,352. 
Granted July 27, 1943 

2,325,388. Caleulating Machine. Carl M. Friden, 
Oakland, Calif., assignor to Friden Calculating Ma- 
chine Co., Inc., a corporation of California. Applica- 
tion 1d 14, 1939, Serial No. 284,493. Granted July 
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5395.45: Envelope Handling Machine. Albert H 
Williams, p mm N. J., assignor to Inserting and 
Mailing Machine Company, Phillipsburg, N. J., a 
corporation of New Jersey Application October 2, 
1940, Serial No. 359,430. Granted July 27, 1943. 

2.325.466. Loose Leaf Binder. Harold FE. Baugh- 
man, Glendale, Calif., assignor to Aero Publishers, 
Inc., Glendale, Calif Application April 20, 1942, 
Serial No. 439,698. Granted July 27, 19438 

2,225,505 Justifying Mechanism for Typewriters 
and the Like. Andris Goy, Budapest, Hungary; vested 
in the Alien Property Custodian. Application July 18, 
1940. Serial No. 346,228. Granted July 27, 1943 

2.825.550. Fountain Pen. Solomon M. Sager, Chi 
cago, Til. Application June 4, 1942, Serial No. 445,- 
703. Granted July 27, 19438 

2,325,612 Mechanical Shorthand Writing Means. 
Wendell V. Kirkpatrick, San Diego, Calif. Application 
January 21, 1941, Serial No, 375,273. Granted August 
3. eds 
325,641 Accounting and Filing System. Patrick 
E oe Thomson, West Brighton, Staten Island, N. Y., 
assignor to Visible Index Corp., New York, N. Y., a 
corporation of New York. Application May 15, 1942, 
Serial No. 443.147. Granted August 3, 1943 

2,325,896 Drawer Slide. Alfred F. Waller, St 
Charles, Ill, assignor to St. Charles Manufacturing 
Co., St. Charles, Ill., a corporation of Illinois Ap 
plication March 2, 1942, Serial No, 432,999. Granted 
August 3, 1943. 

2,325,938 Binding. Arthur F. Brook, Madison, 
N. J. Application November 7, 1942, Serial No. 464,- 
908. Granted August 3, 1943. 

2,325,962 Typewriter Hood. Milon G. Logan, 
Albrook Field, C. Z. Application December 4, 1941, 
Serial No. 421,662. Granted August 3, 1943 

2,326,029. Filing System. Max Grunt, Summit, N. 
J. Application October 31, 1941, Serial No. 417,396 
Granted August 3, 1943. 

2,326,087 Drawer Compressor. Rudolph Willard, 
Ridgewood, N. J Application June 16, 1942, Serial 
No. 447,223. Granted August 3, 1943 

2,326,108. Autographic Register. Harry J. Waech- 
ter, Mount Healthy, Ohio, assignor to Paul Benning- 
hofen and Fritz G. Diesbach, Hamilton, Ohio, as 
trustees Application February 20, 1941, Serial No. 
379.849. Granted August 10, 1943 

2,826,241. Visible Records Device. Alfred M. Mar- 
tin, Park Ridge, Ill. Application March 10, 1941, 
Serial No. 382,499. Granted August 10, 1943. 

2,326,277. Card index File. Niels Yde Andersen, 
Kenmore, N. Y., assignor to Remington Rand Ine., 
Buffalo, N. Y., a corporation of Delaware. Applica- 
tion December 20, 1940, Serial No. 371,006. Granted 
August 10, 1943 

2,326,291. Typewriting and Like Machine. Elbert 
S. Dodge and John Tobin, Ilion, N. Y., assignors to 
Remingten Rand Inc., Buffalo, N. Y., -a corporation of 
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Delaware Application August 18, 1939, Serial No. W. Potter, Waltham, Mass., assignor to Atlantic Reg- 
290,882. Granted August 10, 1943 ister Company, Waltham, Mass., a corporation of 


2,326,312. Typewriting and Like Machine. Russell Massachusetts. Application September 23, 1942, Serial 
G Thompson, Elmira, N. Y., assignor to Remington No. 459,394. Granted August 17, 43. 


Rand Inc., Buffalo, N. Y., a corporation of Delaware. 
Application July 26, 1940, Serial No, 347,677. DESIGN PATENTS 
Granted August 10, 1943 136,016. Design for a File Fastener. Martin Pol- 


2,326,366 Paper Fastener. Orland A. Krenke, lock, Eastchester, N. Y. Application September 30, 
Martins Ferry, Ohio. Application October 10, 1942, 1942, Serial No. 108,369. Granted July 20, 1943. 


Serial No. 461,591. Granted August 10, 1943 136,017. Design for a File Fastener. Martin Pol- 
2,326,409 Typewriting Machine. Oscar J. Sund- lock, Eastchester, N. Y. Application September 80, 
strand, West Hartford, Conn., assignor to Underwood 1942, Serial No, 108,370. Granted July 20, 1943. 
Elliott Fisher Company, New York, N. Y., a cor- 136,074. Design for a Fountain Pen Section. Bert 
poration of Delaware. Application December 81, 1940, M. Morris, Los Angeles, Calif. Application March 
Serial No. 372,632. Granted August 10, 1943. 13, 1943, Serial No. 109,748. Granted July 27, 1943. 
2,327,000. Trimming Board. Frank M. Lund, Chi- 136,089. Design for a Card Index Cabinet. Harry 
eago, Ill assignor of fifty per cent to Harvey M S. Ray, New York, N. Y., assignor to Visible Index 


Pushker, Chicago, Ill. Application December 1, 1941, Corp., New York, N. Y., a corporation of New York. 
Serial No. 421,125. Granted August 17, 1943 Application April 10, 1943, Serial No. 109,946. 
2,327,172. Pneumatic Actuating Mechanism for Elec- Granted August 8, 1943. 5 

trieally Operated Typewriters. George W. Carlson, 136,160. Design for a Swivel Chair. Charles B. 
Pittsburgh, Pa., assignor to Robert H. McClintic, Fletcher and Peter J. Nordby, Marietta, Ohio, as- 
Pittsburgh, Pa Application January 11, 1940, Serial signors to Marietta Chair Company, Marietta, Ohio, 
. 813,415. Granted August 17, 1948. a corporation of Ohio. Application October 16, 1942, 
2,327,215. Spot Carbon Form ‘Sheet Pack. Charles Serial No. 108,538. Granted August 17, 1943. 
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NEW TRADE LITERATURE 


Amberg File & index Company, Kankakee, Ill., has available for distri- 
bution to interested dealers an attractive new 12-page booklet of photo- 
graphic filing equipment. The new mailing piece is well illustrated and 
attractively printed on good quality buff-colored stock, and measures 
84 x 6 inches in size. Featured items include slide files, negative files, 
negative protectors, movie reel files, albums and record cabinets. 





American Writing Machine Company, Inc., New York 13, N. Y., has 
brought its parts catalog up to date by the publication in August of 
three new loose-leaf sections. Included in the new material are a re- 
vision of the “Table of Contents’ an additional section of L. C. Smith 
parts, and a revision of the Woodstock section. Copies may be obtained 
by authorized typewriter dealers and repairmen by communicating directly 
with the company at the above address. 


Dictaphone Corporation, 420 Lexington Avenue, New York 17, N. Y., 
has published an interesting and attractive 16-page booklet on how your 
Dictaphone can help you get more done during these tense, war-time 
days. Eighteen important uses to which the machine can be put are 
listed and indexed on a leaflet attached to the booklet, which has three 
pages devoted to simple instructions on how to get the most efficient 
performance from the Dictaphone. The concluding pages are devoted to 
a discussion of Dictaphone’s War-time Service Program, together with 
a list of service offices from coast-to-coast and in Canada. Copies may 
be obtained by writing directly to the company at the above address. 


Louis Melind Company, 362 West Chicago Avenue, Chicago 10, IIL, 
reveals the secrets of how to obtain a maximum of output with a min- 
imum of office personnel in a new 16-page pamphlet, ‘101 Office Short 
Cuts,”’ now available to stationers and business executives writing in for 
it on their business letterhead. The booklet also contains tips for the 
production department on how to obtain increased plant efficiency. 








CORPORATION REPORTS AND 
FINANCIAL NOTES 








Dennison Manufacturing Company—For six months: Net sales were 
$8,472,000, against $8,398,000 in the 1942 period. Estimated earnings 
after taxes were $300,000, compared with a revised estimate of $310,000 


for the first half of 1942. (New York Times, August 2) 


The international Business Machines Corporation and its subsidiaries 
earned in the first six months ended with June $17,367,473, before pro- 
viding for United States and Canadian income and excess profits taxes, 
or $5,479,067 more than the $11,888,406 earnings for the corresponding 
period of 1942, Thomas J. Watson, president, reported July 28 to stock- 
holders. 

After providing for estimated taxes, including $9,751,200 estimated 
excess profits taxes after deducting post-war credits of $1,170,400, the 
net profit for the first half of 1943 amounted to $4,953,273, equal to 
$4.76 a share on the 1,039,546 shares outstanding. 

“Our published report for the first six months of 1942 showed a net 
profit of $5,715,106 after estimated United States Federal and Canadian 
taxes,’’ said Mr. Watson, “but, due to additional income and excess 
profits taxes levied after the statement was issued under the Revenue 
Act of 1942, approved October 21, 1942 and applicable to the first six 
months of 1942, it is necessary to make an adjustment of $1,052,100, 
leaving for the first six months of 1942 a revised net profit of $4,663,006 
(New York Times, July 29) 

Pitney-Bowes Postage Meter Company, Stamford, Conn., has received 
several new war contracts, Walter H. Wheeler, president, told stock- 
holders recently. Net profits of the June quarter approximated the 
$94,800, or 10 cents a share, in the like 1942 period, he said. (Chicago 
Sun, August 21.) 


W. A. Sheaffer Pen Company.—Directors of the W. A. Sheaffer Pen 
Company on August 5 declared a regular quarterly dividend of 50 cents 
per share and an extra dividend of 25 cents to be paid August 26 to all 
stock of record at the close of business August 16. 


———@———— 


Sharing Wealth Not Required in Peace Plan 


Peace plans based on trying to make it possible for more people to 
enjoy more blessings does not mean that we shall play Santa Claus to 
the world, says Henry H. Heimann, executive manager-on-leave of the 
National Association of Credit Men, in his Monthly Review of Business 
released August 16. He points out that sharing our wealth with the 
rest of the world would merely make everyone poorer. ‘“‘We must seek 
an after-the-war program which will eliminate Fascism, Nazism and 
dictators and at the same time teach the people of oppressed countries 
how to acquire more necessities and luxuries. We may be called upon 
for some financial help but such assistance should be only secondary 
to the general program for rehabilitating the oppressed country. 

“We cannot be blind to the situations that gave rise to the collapse 
of some of the conquered countries or that permitted the rise of Fascist 
dictators within their borders. Unless these causes are studied and 
sensibly cured, there can be no assurance that a quarter of a century 
from now we may not be right back in this same situation. 

“When I say the situation should be cured, I don’t mean a perfect 
state is to be insured. No one can insure a happy and comfortable way 
of life. The history of the world shows that the only way to build that 
state of life in an enduring fashion is to earn it, not fall heir to it. If 
these ideal conditions were not the rewards of industry, decent living, 
decent thinking, then there would be no solid basis upon which civilization 
might rest.’’ 

In discussing post-war plans, Mr. Heimann pointed to important problems 
which must be solved within our own nation. He mentions two of these 
points especially—the great increase in our plant capacity and the impor- 
tance of working out a procedure for settling war contracts which will 
give American industry an opportunity to start shortly after Victory 
Day on conversion to civil production which in turn will continue a high 
percentage of our present employment ratio. 
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PROTECT YOUR VALUABLE SHOP TOOLS. It 
has been truly said that no workman is better than his 
tools. In these days of priorities it is more important 
than ever that tools be treated with care to avoid loss 
and breakage. Clarence Escher, an enterprising New 
Orleans operator, in this issue gives office machine re- 
pairmen eight important “tips” on the handling of tools. 
His conservation rules appear on page 15. 


* 


STORE-WIDE ADJUSTMENT TO CURRENT 
WARTIME CONDITIONS. Are you _ experiencing 
difficulty in adjusting your store to the abnormal condi- 
tions now prevailing? In an interesting article on page 
11 are recounted the experiences of one ingenious dealer 
in instituting minor changes that proved to be real time- 
savers. Any office outfitter can make the same adjust- 
ments with a minimum of time and trouble. 


* 

WORLD’S LONGEST MERCHANDISE TABLE. 
“Walk-in” sales are doubly important now, says George 
C. Everett, Baton Rouge dealer, in relating on page 16 
how he built up store sales by the installation of a huge 
display table extending through the center of the store. 
Read how “browsing” boosted turnover on some items 
from two to five times. 

* i 


INCOME TAX FILING TIME IS PAST, BUT— 
The old ratios and procedures will have to go, says Fred 
Merish on page 18, in discussing the implications of the 
newly vastly-increased income taxes. In his treatment of 
a paramount subject, Merish predicts that income tax 
estimates will become a very important part of the busi- 
ness budget henceforth. Otherwise, distorted net profits 
may well lead to sudden liquidation. 


* 

TODAY’S DREAMS ARE TOMORROW’S PLANS. 
Paul R. Anders, dean of the school of business admin- 
istration, Fenn College, Cleveland, O., presents an im- 
portant and timely discussion on the future of office 
furniture design. Co-ordination between manufacturers 
of various items of office furniture is badly needed, he 
says, with a generous application of horse-sense. The 
article, on page 115, stresses the importance of modern- 
izing furniture design for the job it has to do. 


* 

WARTIME OFFICE FURNITURE SECTION. 
And, of course, you'll want to see every one of the 96 
pages of the 34th annual office furniture section, starting 
on page 84. Manufacturers’ messages, wartime models, 
dealer merchandising ideas, installation pictures and 
other pertinent material make the September issue a 
mighty handy one to keep for future reference. 

* 

38TH ANNUAL NSA CONVENTION. You're going, 
of course? Then you’ll want a preview of the action- 
packed, three-day program. You'll find it in Charles P. 
Garvin’s report presented on page 20. 
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Store-Wide Adjustments to 
CURRENT WARTIME CONDITIONS 


conditions of war-time, an of- 
fice appliance dealer must fight 
constantly to adjust his store to 
circumstances. He can blunder 
along from week to week or can 
even decide to quit, like a mer- 
chant whose newspaper announce- 
ment I read a few days ago— 

“I find it impossible to get help 
to run an efficient store. I am tired 
of trying to cope with a labor scar- 
city which gets worse and worse. 
So I am closing up my business 
and retiring for the duration. 
From now on out, I intend to run 
my ranch and nothing else.” 

No matter how tough the labor 
situation gets, most dealers are 
going to remain in business. They 
can maintain stores which do nice 
volume and yield _ satisfactory 
profits, and retain their health at 
the same time—provided they be- 
come versatile in their ability to 
adjust methods to new conditions. 

Just as war has created a great 
labor shortage, so has it also put 
forth new conditions under which 
a merchant can successfully re- 
duce his labor load and cost per 
customer. 


Signs Tell the Story 


I visited a few days ago, for the 
first time in a year, the store of 
an office appliance dealer who has 
imagination and ingenuity. What 
caught my eye immediately was 
the large number of explanatory 
card signs about the store. One 
large poster was a complete ex- 
planation of new delivery rules. 


"Sigpanirshaae with the difficult 
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Another poster announced new— 
and shorter—store hours. Another 
stated, “We are at War Now—and 
Short-Handed,” and went on to 
explain that help which customers 
could give, reducing the service 
load on the store, would be appre- 
ciated. 

I also noted a “Credit in War- 
Time” announcement—indicating 
a tightening of terms. 

The office appliance man smiled 
when I commented favorably on 
the posted information. “You get 
the idea,” he rejoined, “those 
announcements save us hours of 
time in personal explanations. 
Every time the customer comes 
into the store he sees them, and 
is constantly being educated to 
the new times in which we are 
living.” 

There are several steps in ad- 
justment revealed here which it 
will pay merchants to use. One is 
written information, used as a 
substitute for the spoken word. 
For many years, a standard office 
appliance store device has been 
the large blackboard on which 
office appliance prices have been 
listed. How much conversation 
this one device saves! But the 
basic principle can be used in 
other ways, with informative an- 
nouncements posted about the 
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premises. And new policies can 
be publicized thoroughly in news- 
paper advertising, and mimeo- 
graphed postcards or letters mailed 
to customers and prospects. 


Store Hours Can Be Shortened 


Office appliance store customers 
traditionally like long store hours, 
but owners must slash labor some- 
where, and shortening the work 
day is one of the simplest plans. 
If a store opens at 7:30, instead 
of 6:30—or 8:00 instead of 7:00— 
customers can accommodate them- 
selves to the new routine. If an 
hour is lopped off the other end 
of the day, customers again can 
adjust their buying habits. 

Restaurants in many places 
have been on a six-day basis. One 
restaurant may be closed Monday, 
another Wednesday, and so on. 
Naturally, a restaurant doesn’t 
like to be closed, inevitably send- 
ing customers to other eating 
places. But with competitors on 
the same basis the condition bal- 
ances up, and individual operators 
are able to control their labor 
problem. 

It may become necessary for 
office appliance stores, in various 
communities, to do this same 
thing. Reduced delivery has al- 
ready occurred widely as a result 
of government control. It is pos- 
sible for stores to continue the 
reduction. 


Self-Service Facilities 
There is an increasing trend 
throughout American retailing to 
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employ the self-service idea, for- 
merly restricted largely to chains. 
The office appliance store can 
adopt it in modified ways. Cer- 
tainly, many small items can be 
so displayed that the customer 
has access to them and is encour- 
aged to pick them up and take 
them to a central checking count- 
er. Have you a friendly self-serve 
chain manager in your town? Cul- 
tivate him—get his suggestions. 
Even limited use of self-service is 
highly important in this period 
when the general adjustment 
problem is so important. 


Wrap to a Minimum 


Throughout the U. S., retailers 
are cutting down on wrapping 
service. Both labor and materials 
are saved. 

Normal location of store depart- 
ments is based on a skillful plan 


to build maximum sales. In a 
period when serving customers, 
rather than building sales, is the 
basic problem, new arrangement 
of stock offers labor saving possi- 
bilities. One merchant told me 
that, with a re-arrangement plan, 
he had cut selling labor at least 
15 per cent. 


Part-Time Workers 


Ordinarily an office appliance 
dealer looking for a new employee 
thinks in terms of a full-time 
worker. But, in many localities, it 
is far easier now to find two part- 
time workers than to locate one 
full-time man. I know of one 
case, in a state which has very 
liberal old-age pension laws, where 
a desperate office appliance dealer 
turned to the pension rolls, and 
succeeded in talking two men in 
their 60’s into working for him, 





each on a part-time basis. There 
is a large reservoir of part-time 
labor of high school age in most 
communities: I know office appli- 
ance stores which already are 
drawing on this supply. I have a 
report of one store which lost its 
full-time employee who handles 
delivery. Now delivery is handled 
by a high-school student in the 
hours which the youth has avail- 
able. Customers understand the 
condition, and do not complain 
because they have to take deliv- 
eries when they can get them. 

In the office appliance trade, as 
in many others, women are going 
to do more and more work as the 
war progresses. Merchants need 
to revise their old notions. 

Gross labor economy can be ac- 
complished by office appliance 
stores by a general trading up in 

(Turn to page 14, please) 





OSEPH S. DUNCAN, one of 

the “elder statesmen” of 
the office equipment industry, 
for many years has had two 
hobbies — the Addressograph 
and boys. The Addressograph 
Company, which he organized 
to manufacture and sell his 
invention, the Addressograph, 
was built upon a solid founda- 
tion. He carries the same care- 
ful planning into his activities 
conducted on behalf of Chi- 
cago boys. The Duncan YMCA 
on the West Side of Chicago, 
a thoroughly modern plant, is 
one of his important benefac- 
tions. Camp Duncan, on a 
lake about 45 miles from Chi- 
cago, maintained for use of 
the YMCA in its work among 
Chicago boys, is another. The 
camp provides carefully pre- 
pared and supervised pro- 
grams for West Side boys. The 
Chicago Boys Club, an organ- 
ization sponsored by business- 
men and operated largely by 
boys trained for the purpose, 
is another organization which 
has benefited substantially 
from Mr. Duncan’s contact. 
Just as the mechanical equip- 
ment he produced has been a 
benefit to business every- 
where, so he personally has 
been a benefactor to Chicago 
lads, particularly the under- 
privileged. 








J. S$. DUNCAN AND ADDRESSOGRAPH ARRIVED 
IN CHICAGO FIFTY YEARS AGO 


July 26 was the fiftieth or 
golden anniversary of an im- 
portant event in Mr. Duncan’s 
career. That event was his 
arrival in Chicago with his 
wife, his mother, his sister, 
and—the first model of his 

















J. S. DUNCAN 


addressing machine, which 
consisted of rubber type on a 
rubber belt. From that simple 
device was evolved the Ad- 
dressograph, which contrib- 
uted convenience and econ- 
omy to business in many 
lands. Five years earlier, in 
1938, Mr. and Mrs. Duncan 
celebrated their golden wed- 
ding anniversary. 


“Take Your Invention to 
Chicago” 


Development work on the 


Addressograph was: done by 
Mr. Duncan in Sioux City, 
Iowa. While casting about for 
a suitable place and means 
for manufacture and distribu- 
tion, a friend suggested, “Why 
not take your invention to 
Chicago where you will have 
a better opportunity to mar- 
ket it?” The idea appealed 
and the suggestion was acted 
upon in 1893, the year the 
World’s Columbian Exposition 
was attracting thousands of 
visitors to Chicago. Mechan- 
ical addressing was a new idea 
and Chicago proved to be an 
ideal center for the production 
and sale of machines that 
made the idea a reality. 
With the late J. B. Hall, Mr. 
Duncan built up one of the 
outstanding institutions in 
the office appliance field. In 
later years he disposed of his 
holdings in the business but 
continued to manifest interest 
in office equipment by attend- 
ance at business shows in New 
York, Chicago and elsewhere. 
Time rests lightly on Mr. 
Duncan’s shoulders. At the 
age of eighty-five he has an 
erect carriage and a brisk 
step, outward expressions of 
the inner man in whom youth 
is perennial because of the 
thoughtful and kindly interest 
he maintains in other folk. 
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Jnaining. and. Retraining. Salesmen — 
AN IMPORTANT AFTER-THE-WAR JOB 


NCE victory is ours, the na- 
O tion will turn from training 
fighting men to training sales- 
men. One of the major post-war 
problems of the stationery busi- 
ness will be that of training and 
retraining sales people in the 
shortest possible time, not only in 
techniques which have proved 
their worth in the pre-war era, 
but also in those gauged to meet 
certain inevitable changes as a 
result of the war. However, the 
most important phase of such a 
program will be speed, combined 
with efficiency and thoroughness. 
This applies not alone to the re- 
tail and wholesale stationery field, 
but likewise to the manufacturing 
end of the business, from paper 
to business machines and office 
equipment. 


Sales Policies Now Being Planned 

Many of the largest selling or- 
ganizations in the nation, among 
them manufacturers and market- 
ers of office appliances and sta- 
tionery, are engaged now in 
building selling policies to fit the 
needs of the future, with respect 
to merchandise, markets and dis- 
tribution. 

Basic principles of salesman- 
ship—retail, wholesale and manu- 
facturing—established before the 
outbreak of the war have been 
condensed and revised in the form 
of a new post-war sales training 
course of the visual type, now 
available to any branch of the 
stationery trade. The material is 
the result of long experience of a 
number of the great retail and 
wholesale sales organizations, to 
which have been added selling 
techniques best adapted to the pe- 
riod immediately following the 
advent of peace. 


Sound Slidefilms Basis of Course 


This course consists of a series 
of five sound slidefilms (film- 
strips), each with a disc record 
and each of which provides a sin- 
gle lesson or session in the new 
salesmanship. With it goes an in- 
structor’s manual. The purpose of 
this series is to more quickly give 
the stationery seller new to the 
business a gencral over-all of sell- 
ing principles, and to give the 
stationery salesman who has been 
in uniform a re-training period 
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before he again turns his atten- 
tion to the customer across the 
desk or the counter from him. 
Principles from 87 different 
lines of business are concentrated 
and condensed into this visual 
series. The five slidefilms com- 








VISUAL PRESENTATION OF 
SELLING PRINCIPLES 


Jam Handy Photos) 
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prise 392 lighted pictures synchro- 
nized with voice on record, not 
only providing picture “patterns” 
of selling methods but also giving 
the salesman suggestions as to 
how he should speak and what he 
should say to get the best results. 

American selling has had many 
years of experience in the use of 
visual sales training, and has 
proved that pictures speed up the 
process, provided they are prop- 
erly integrated with talks and 
demonstrations. This is perhaps 
the first time the stationer has 
had an opportunity to benefit 
from the experience of the na- 
tion’s most successful sales execu- 
tives and organizations in a com- 
pact and condensed form—ready 
made. 

The subjects in the series are: 

1. Getting Them Talking (66 

pictures). 

2. Being Agreeable 

tures). 

3. Getting Together (92 pic- 

tures). 

4. Keeping Your Neck In (72 

pictures). 

5. Telling the Whole Story (65 

pictures). 

It should be borne in mind that 
the subject matter in this visual 
course is basic. It does not deal 
with products or services for sale, 
but with the psychology of selling, 
whether it be a retail stationery 
store, a wholesale dealer or a sta- 
tionery or office appliance manu- 
facturer. The subjects deal with 
people who are the customers, 
and salesmen who must compete 
for their patronage in a selling 
market which will make new de- 
mands on those doing the selling. 


(97 pic- 


Franklin’s Principles Adopted 


This visual education series of 
talking slidefilms dramatizes Ben- 
jamin Franklin’s principles of 
human association as applied to 
the salesmanship of today and of 
the future. Each subject leads off 
with a principle laid down by 
Franklin, then proceeds to tie the 
principles in with the everyday 
selling job of the man in the sta- 
tionery business. The material is 
from the experience gained in 
over 6,000,000 training meetings 
held by nationally-known com- 
panies. 

Phases of this course of special 
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interest to the stationery industry 
are: 

SELLING AT ReETAIL:—Shows how 
to find out just what is in the 
customer’s mind. Students see the 
exact procedure for finding out 
what the individual customer likes 
or dislikes. They are shown how 
to stress the points that will lead 
to sales. 

SELLING AT WHOLESALE: — Here 
planned selling is analyzed to 
show the importance of “balance” 
time—something of vast impor- 
tance in the post-war era—and 
telling the whole story. 

SPEcIALTY SELLING: — Helps the 
stationery or office appliance sales 
manager to answer these ques- 
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FRANELIN’S PHILOSO 
STILL APPLIES TO SELLING 


(Jam Handy Photos) 


tions for new salesmen and sales- 
men undergoing a re-training job: 
“Should prospects be sold the 
smaller model they ask for, even 
though the salesman knows the 
larger model is what they need 
and can afford? When and how 
should salesmen step up the sale? 
Should salesmen make positive 
statements?” 

These are just a few of the 
many situations covered by pic- 
tures and voices. 


New System Is Elastic 


The stationer has the privilege 
of using this system in several 
ways: 

a) As the basis or structure for 

a rapid-fire sales training 
course. 
As the basis of building up 
a system of training, adding 
his own ideas and principles 
to the standard selling tech- 
niques shown in the films. 

c) As an integrated part of any 

system of training he is al- 
ready planning, to speed up 
the selling process through 
the use of the picture screen. 

This visual system offers an op- 
portunity to conduct a five-week 
or five-month course, each subject 
being “the point of the week” (or 
of the month). All material is laid 
out to conform this point. The 


Co 


14 








RETRAINING SALESMEN BY THE SOUND SLIDEFILM METHOD 


(Jam Handy 


pulpose is to make habits quickly 
of these fundamentals. 

Most of those in the stationery 
business know that prior to the 
outbreak of the war there was a 
shortage of basic, visual sales- 
training material. Most large film- 
using selling organizations have 
made their own films for their 
own use. Combining the best of 
such material prepared by 87 large 
and successful organizations brings 
to the stationer not only the bene- 
fits of this past experience, but 
gives him a course streamlined for 
the future. 

Any one who reads Ben Frank- 
lin’s philosophy will discover that 
it applies with almost amazing 
fitness to the selling problems of 
our own times. In fact, these films 
are being widely used in schools 
and colleges to enable students to 
learn to understand people better, 
and therefore do a better job 
when they enter the business 
world. 

The 392 individual pictures dra- 
matize key situations in station- 
ery selling and also. provide 
graphs, charts and exhibits perti- 
nent to the points made.—LSM 

caidas tice 
STORE WIDE ADJUSTMENTS TC 
WARTIME CONDITIONS 
(Continued from page 12) 


quantities bought. Throughout re- 
tailing, small-size buyers can be 
built into regular users of larger 
units. The favoring condition ex- 
ists in the enlarged buying power 
of individuals. Favoring psychol- 
ogy exists in the necessity for re- 
tail efficiency. The office appliance 
store can make the patriotic and 
genuine tie-up—the consumer who 
buys in larger quantities than for- 
merly effects an important labor 
saving, makes it easier for retailers 
to serve the public and part with 
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workers going into military serv- 
ice. 

Why not a general move to es- 
tablish a “minimum sale” basis for 
many office appliance items? If 
the new policy, with an itemized 
schedule is well publicized when 
launched—with explanatory mat- 
ter going to all customers and 
prospects—the plan can be put 
over without difficulty at this time. 
Of course, preferably all local 
members of the trade should join 
in. 

Reducing Store Space 


In retail trades, where there has 
been sharp reduction in merchan- 
dise to be bought, a trend toward 
reduction in store space is appar- 
ent. There is a normal relation- 
ship between square feet of space 
and employees. As number of em- 
ployees goes down, more and more 
stores will cut off sections of prem- 
ises from active use. 


Adding New Lines 


Stores losing lines of merchan- 
dise through operation of the WPB 
are attempting to replace them 
with new merchandise. The re- 
sourcefulness apparent is amazing. 
Another reason for the addition 
of new lines arises from the liqui- 
dation of customary local sources 
of supply. In many communities, 
reduction in the number of retail 
outlets is a very rapid trend; inev- 
itably, it creates opportunities for 
surviving stores to add lines with 
profit to themselves. 

As one surveys the future of 
American retailing in wartime, 
there are many unknown factors. 
The effect of taxation on retail 
business and consuming power are 
two of these. And there are many 
others. Swift changes compel a 
policy of rapid adjustment. 
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DURATION ADVERTISING FOR DEALERS 


OME office appliance dealers 

have declared a moratorium 
on their advertising for the dura- 
tion. They call it foolish to adver- 
tise when they can’t get enough 
stock to meet the demand, par- 
ticularly if located where the de- 
mand is greater than normal. 
They feel that, if they advertise, 
they want ample stock to back up 
the advertising. It’s natural to 
feel that way, but to stop adver- 
tising means a loss of momentum 
that will have to be developed 
again after the war. And don’t 
forget that the dealer who lets up 
on his advertising is going to be 
at a disadvantage later in compe- 
tition with other dealers who have 
kept right at it, hammer and 
tongs. 


Twelve Sound Principles 


Consider the following points 
and see how far you can agree 
with them: 

1. Good advertising, war or no 
war, will never be a waste of 
money any more than it’s a waste 
of money to repair a leaky roof 
when it is not raining. 


By FRANK FARRINGTON 
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2. When short of the merchan- 
dise your customers want, adver- 
tising will help hold their good 
will and keep them from forget- 
ting you and what lines you sell. 

3. As long as your store is open 
you have something to sell and 
unless you want to close it up, you 
must keep people coming to see 
what you have or can possibly get. 

4. With steel out of the picture, 
you need to advertise to let your 
customers know about the wood or 
other substitutes you can furnish. 
Otherwise, they will think there 
is no use trying to get anything 
formerly made of steel. 

5. Don’t join the crowd who 
would have all advertising sus- 
pended for the duration. They are 
more likely to be college profes- 
sors than business men. 

6. If you are looking for quan- 
tities of government-used office 
equipment to be thrown on the 


market after the war, use your 
advertising now to establish the 
responsibility that will make men 
prefer to buy from you when that 
day comes. 

7. No business whose advertis- 
ing has been neglected for a long 
period can be expected to pick up 
with a jump just by starting ad- 
vertising anew. Cease advertising 
and you have a slow climb ahead. 

8. Reduce your advertising 
quantity if you must, but only if 
you can increase your advertising 
quality proportionately. 

9. To advertise today costs 
money today. Not to advertise to- 
day will cost money tomorrow 
when you, perhaps, can ill spare 
it. 

10. It takes salesmen to sell to 
prospects at any time, but it takes 
advertising to make prospects. 

11. Make your advertising for 
substitute products just as frank 
and reliable as it ever was about 
the original goods. 

12. Be sure yours is advertising 
that will cause the thought, “He’s 
got something there,” rather than 
a skeptical shake of the head. 


Jor Added Office Machine Repair Profits — 
PROTECT YOUR VALUABLE SHOP TOOLS! 


OW that revenue from the re- 
pairing and reconditioning of 
office appliances has become ‘im- 
portant business” in the station- 
ery store, it is wise for such dealers 
to exercise a lot of care in ex- 
tracting the maximum profit, ac- 
cording to Clarence Escher, oper- 
ator of the Dameron-Pierson Com- 
pany, New Orleans, La. 


Mr. Escher has operated a suc- 
cessful office appliance repair busi- 
ness for the past two years, going 
into it when shortages in regular 
lines threatened a serious reduc- 
tion in profits. There is a small 
shop in the rear of the store 
equipped to repair typewriters, 
duplicators, adding machines, fans 
—in fact, anything electrical. At 
first the work was done as it ac- 
cumulated; now the volume is so 
large that it is necessary to use 
extra employees. Among the many 
considerations which rule upon 
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profit, he believes, none is more 
important than careful conserva- 
tion of shop tools and materials. 
“We have been caught short on 
tools on several occasions,” he 
said, “when they were needed 
most. We have worked out eight 
basic rules covering the use of 
tools in our shop which I believe 
every dealer in the field should 
observe.” 
Escher’s Tool-Conservation Rules 
1. Keep tools clean. Greasy, 
rusty tools are prone to damage 
and loss, and no employee will 
treat them as well as he will shiny, 
clean ones. Consequently, every 
tool should be immediately wiped 
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clean and dry after use, and re- 
turned to its proper place. 

2. Inspect tools and testing 
equipment. At the New Orleans 
store, every tool is checked for 
condition at the end of each week, 
and repaired if necessary. Elec- 
trical equipment for use on office 
machines frequently need atten- 
tion, and frequent checks prevent 
breakdowns. 

3. Repair tools at once. Mr. 
Escher insists that any tool, even 
a simple screwdriver, be repaired 
when damaged, and put back in 
service. This includes welding 
cracks in wrenches, gauges, and 
so on, as well as new parts in test- 
ing equipment. 

4. Don’t abuse tools. Frequently, 
using inexperienced help, the 
wrong tool will be used for heavy 
work, placing a strain on it which 
isn’t justified. At this store the 
rule is never to expect any tool 
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to do anything other than what it 
was intended, and never use force 
on any type of repair work. 

5. Have a definite place for ev- 
erything. It is bad business when 
a man working on an office ma- 
chine must hunt through assort- 
ed tools and spare parts for the 
particular wrench he _ wants. 
Therefore, Dameron-Pierson keeps 
every tool in a central cabinet 
convenient to everyone, and re- 
quires that all tools be “signed 
out” when used and be returned 
to the proper place at the end of 
the day. 

6. Teach “green” employees how 


to do the job before assigning 
them to it. In larger concerns 
handling a heavy volume of repair 
work, new people are necessary 
under present conditions. Most of 
them are not familiar with tools 
or how to use them, and can do 
more damage than good until they 
are taught how. Injuries to fin- 
gers, to customers’ appliances and 
to the tools themselves can be 
spared in this way. 

7. Put each employee on the 
job he shows most aptitude for, 
and make him responsible for not 
only the work but his tools. One 
man can specialize in working on 
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small machines, and he should be 
left free to do this work without 
borrowing or lending tools for 
other purposes. Departmentaliza- 
tion of the work, or even the shop 
itself, is an economy factor which 
helps show better profits per job. 

8. Lastly, keep a spare set of 
tools for each type of job. In the 
best-managed shop, _ soldering 
irons will burn out, wrenches will 
break, and other equipment will 
become unusable. Thus, rather 
than attempting to substitute an- 
other tool or losing time while a 
new one is located, it is best to 
have an inventory of them. 


MERCHANDISE TABLE DISPLAY 


ECAUSE there are fewer metal, 

paper and processed items 
among office supplies which can 
be sent out to business offices, 
“walk-in” sales in the stationery 
stores have been doubly important, 
according to George C. Everett, 
president of the George C. Everett 
Stationery Company of Baton 
Rouge, La. 

The Everett Company, located 
on Baton Rouge’s main business 
street, has taken a tremendous 
stride in this direction with the 
establishment of the “world’s long- 
est” merchandise table display. 
This huge venture in display and 
“self service’, which has doubled 
traffic into the store during the 
past year, has made it possible to 
stock many items never before 
handled, and built store sales up 
substantially to compensate for 
lowered volume on more staple 
merchandise. 

To set up his huge display table 
arrangement, Mr. Everett had sev- 
eral advantages accruing from the 
shape of the store, which is 90 feet 
long from the front entrance to 
a stair leading to the mezzanine 
business offices. Counters along 
the sides are spaced about 15 feet 
apart, and standard office sup- 
plies, stationery, and desk ac- 
cessories are shown on either wall. 
In the center, with 75 clear feet 
of space available, has been built 
the “world’s longest” display fix- 
ture. 

This is composed of four huge 
specially-built wooden tables nine 
feet wide, on which are overlapped 
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large panels of green blotter paper 
to form a continuous one-color 
strip from table to table. In the 
center is one narrow transverse 
aisle, which is the only separation 
between the large tables. 

Sixty feet of open display space 
thus fills up the entire store cen- 
ter, leaving 312-foot aisles on eith- 
er side down which customers can 
walk. Hundreds of items, includ- 
ing new lines bought specifically 
for the purpose, are thus shown 
where the customer can handle 
them, experiment with mechanical 
items, “browse” for as long as an 
hour and largely “sell himself” 
on whatever appeals to him. All 
merchandise which is_ usually 
slow-moving in glass cases re- 
sponded with a quicker turnover 
when moved to the table, and most 
new items thus introduced have 
“caught on” in less than half the 
time it ordinarily requires. ‘We 
can sell two to five times as many 
desk accessories with this open 
display, for example,” Mr. Ever- 
ett said, “and even more with 
novelty merchandise which de- 
mands plenty of attention.” With 
the city crowded with defense 
workers, all with money to spend, 
and new plants being built right 
and left, the open display theme 
is particularly valuable. 


Dozens of Items Displayed 


The front table shows book ends, 
blotters, globes, index files, nov- 
elties, office novelties, ash trays, 
and so on. On the second section 
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are desk accessories, smoking sets, 
humidors, calendars, paper open- 
ers, paper weights, magnifying 
glasses, pipe racks, postage scales, 
and so on. The third shows books, 
scrapbooks, files, pen holders, 
men’s gift ideas, correspondence 
baskets and ornamental desk pads. 
On the remaining space are games, 
fitted cases, cards, briefcases, pa- 
per goods, decorative goods, small 
leather goods, pads, fans, personal 
files, staplers, clocks, and general 
gift suggestions. Many of the 
items are useful for desks and gifts 
for the businessman, others are 
sold to anybody for any type of 
gifts. There are many odd items, 
such as jewel boxes, which ap- 
peal to women. The whole fix- 
ture is served by an individual 
wrapping desk at the rear where 
any customer may have his selec- 
tion neatly wrapped. The steady 
flow of people who come into the 
store, after seeing this display 
through the wide entrance to the 
Everett Company, do 90 per cent 
of their own shopping, simply by 
moving along the display, picking 
out an item or two, and having 
them wrapped. 

Mr. Everett inventories the ta- 
ble each week, and reorders almost 
daily on some of the merchandise 
—always including a generous 
sprinkling of new items. “We have 
built up the habit among local 
people of coming in to browse over 
the long table,” he summed up, 
“and consequently get a lot of 
business ordinarily not expected 
by a stationery store.’”—RAL 
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ADVERTISING CLINIC FOR DEALERS 
Q Regular Monthly Feature Offering Ideas, Suggestions, Analyses 


Conducted by 
STANLEY MOSS 


T PAYS to advertise—if you ad- 

vertise where it pays. 

What you say, how you Say it 
and when you say it all are highly 
essential factors in successful ad- 
vertising. But none of these is 
more important than where you 
say it. 

There are numerous media for 
an advertiser’s message. They in- 
clude direct mail, newspapers, 
magazines, radio, billboards, sta- 
tion posters and car cards. Can a 
dealer in stationery, office furni- 
ture or office machines use all 
these media profitably? General- 
ly speaking, he cannot. Actually, 
however, there is no hard-and- 
fast rule. In the interests of more 
effective advertising, each dealer 
should examine his own problem, 
merchandising policies, business 
methods, and so forth. He should 
determine in advance exactly 
what he wants his advertising to 
accomplish. These are vital facts 
which will help him select the 
best media for him. 

It would be well to outline here, 
briefly and in a general fashion, 
the advantages and disadvantages 
of these different media. 


Types of Advertising Analyzed 


Direct Mail: Experience has 
proved direct mail to be the best 
advertising medium for the great 
majority of dealers in this field. 
Because you select your own mail- 
ing lists, you can reach exactly 
those companies and individuals 
whom you Know to be your best 
prospects. If your lists are ac- 
curate as to names and addresses, 
direct mail is the surest way to 
eliminate “waste” circulation. It is 
true, of course, that some of your 
mailing pieces will not be opened 
or read, and this might be con- 
strued as “waste.” To what degree 
this occurs, however, depends en- 
tirely on how effective your direct 
mail is—and that means what 
care and ingenuity you use in 
selecting your envelopes, in print- 
ing them, addressing them, and so 
forth. A mailing piece begins with 
the envelope, not with the con- 
tents. Direct mail enables you to 
reach your prospect when he is at 
his desk in his office and more 
likely to be receptive to your mes- 




















(Readers are invited to submit 
samples of recent advertising for 
analysis and report in the Clinic. 
The author was for five years ad- 
vertising manager of Interna- 
tional Office Appliances, Inc. and 
its associated companies in New 
York. He now is serving as adver- 
tising and sales promotion con- 
sultant to several companies in 
the office appliances field.) 





sage, since you are talking to him 
about things which involve the 
office. Moreover, for the average 
dealer, direct mail affords the 
most economical way to tell a 
complete story, and to tell more 
than one story, for that matter. 
Newspapers: Advertising rates 
are based on the total circulation. 
The greater the circulation the 
higher the rate per line. So, al- 
though you want to reach only a 
certain group among the paper’s 
readers, you must pay for the en- 
tire circulation. There is no selec- 
tivity of readers on your part. For 
the most part, too, the “life” of a 
newspaper ad is limited. Direct 
mail, on the other hand, has the 
advantage of much longer useful- 
ness. It can be filed away or kept 
handy. There are many instances 
of orders and inquiries continuing 
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to flow in as a result of mail ad- 
vertising for three and four 
months after the date of mailing. ~ 
Generalizing again, newspaper ad- 
vertising is perfectly suited for 
selling services or products of wide 
appeal to the mass of readers. It’s 
one of the most profitable ways to 
reach a large audience at a rela- 
tively low cost. But unless you fall 
into that classification, newspaper 
space must be used only at such 
times when you have an item of 
general appeal, if you want to get 
the most for your advertising 
dollar. 

Magazines: What has been said 
for newspapers applies as well to 
magazines, since they, too, have a 
general circulation in most in- 
stances. In addition, magazines, 
unlike newspapers, usually cover a 
large territory—an entire state, or 
section of states, or the country. 
That means you are paying for 
circulation pretty far from your 
home base, with less chance to sell 
your merchandise. ji 

Radio: Again, this is a mass cir- 
culation medium, and should be 
employed only when you have 
something of wide public interest. 

Station Posters and Car Cards: 
Although this type of advertising 
reaches the mass market, too, it 
offers certain advantages not to 
be found in the others. Primarily, 
station posters and car cards are 
most effective as reminder adver- 
tising. Because they are seen day 
after day by generally the same 
people, they serve to implant your 
name and services in the con- 
sciousness of these people. Here 
the theory of constant repetition 
reaches its greatest peak. It is, 
additionally, most resuitful when 
it goes hand-in-glove with a con- 
tinuous campaign in other media. 
Station posters and car cards have 
been used, with good results, to 
sell “specials” or to pull people 
into the store. But, basically, they 
are used most often merely to 
pound across a trade or company 
name. 

Billboards: Closely akin to sta- 
tion posters and car cards, Dill- 
boards can be utilized even more 
ingeniously to spread your name 
before the general public—as an 


(Turn to page 19, please) 
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Annual Jncome Jax filing June Js Past — 


BUT 
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P TO now, the office appliance 
retailer has considered his 
income tax only around filing 
time, but because the current rates 
are the stiffest in history and des- 
tined to be high for a long time 
he must consider this impost 
throughout the year the same as 
other expenses. When the rates 
were lower, tax expense did not 
influence operations to a great 
extent. Today it touches every 
element of operation, sales, credits, 
collections, working capital, com- 
parative studies and overhead ex- 
pense ratios. Hence, the dealer 
who does not give consideration to 
tax expense in regard to its effect 
on operations throughout the year 
will find it difficult to do business 
at a profit, even though all oper- 
ating elements are what normally 
would pass as Satisfactory. 


Taxable Profit 


Formerly, the yardstick of man- 
agerial efficiency was reflected in 
the net profit and then the Fed- 
eral tax was deducted. The net 
profit was the thing. If it showed 
a satisfactory return on invest- 
ment and the ratio to sales was 
passable, the dealer considered 
that he had done a good man- 
agerial job. He could figure on 
crediting a substantial part of the 
net profit to net worth because the 
tax of former years took only a 
modest portion. Now it cuts so 
deeply into earnings that he can 
no longer place as much reliance 
in the net profit as a yardstick of 
efficiency because, after the in- 
come tax is deducted, the net will 
be substantially reduced. “Tax- 
able profit” would be a better term 
for the difference between the 
Sales and over-all cost figures. The 
net profit is really what is left 
after the Federal tax is deducted. 


Watch Working Capital Ratio 


And even if the dealer has a sat- 
isfactory portion left after deduc- 
tion of income taxes, he may not 
have the funds to pay unless he 
increases his working capital ratio 
or his cash position is good. We 
have known many cases where the 
net was substantial but the work- 
ing capital below par because too 
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much money had been invested in 
fixed obligations or inventories, 
and accounts receivable were hard 
to liquidate. Merchandise, being 
scarce, can be turned into cash 
with comparative ease today but 
the dealer must bear down hard 
on credits and collections and sell 
for cash only, wherever possible. 
When the tax was low, a dealer 
could let collections run longer 
than wise practise deemed desir- 
able because he had ample funds, 
unharried by a tax lien, or his 
suppliers carried for a time. But 
his suppliers will face the same 
problem of meeting a high tax bill 
promptly and must therefore get 
their collections in faster than be- 
fore, so the dealer will have to put 
the pressure on his credit custom- 
ers, too. In normal times, the 
working capital in this field was 
considered satisfactory if the cur- 
rent assets to current liabilities 
showed a ratio of 2 to 1. Now the 
ratio should be at least 3 to 1 to 
play safe. Uncle Sam wants his 
money on the nose; otherwise, you 
pay penalties. 


Estimate Tax in Advance 


When budgeting operations for 
a forthcoming period, include the 
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tax estimate in your figures. Here- 
tofore, the dealer entered the tax 
when paid, quarterly or annually, 
as a charge against net worth, be- 
cause the Federal tax cannot be 
deducted from income on the tax 
return. The same practice now 
will becloud perspective. Some 
sort of a pay-as-go plan will be- 
come law; hence, the estimating 
of tax at the beginning of the year 
will become a “must.” Therefore, 
the pro-rating of tax monthly is 
an essential to survival today. Use 
the same figure on your budget 
that you give the government un- 
der a pay-as-go estimated basis 
and pro-rate monthly so that you 
get the proper perspective on net 
profit each month. 

Credit men are already revising 
their method of analysis to line up 
with high taxes. The tax that 
must be paid on business opera- 
tions will be considered when de- 
termining the credit risk. The 
dealer should do likewise. When 
granting credit to individuals or 
business concerns in the future, 
consider the fact that the high 
tax payable today may make them 
a less desirable risk than formerly. 
It may be advisable to re-check 
your old credit customers to see if 
high taxes have changed their 
credit status. 

The important carry-over, car- 
ry-back provisions now in the 
Internal Revenue Code demand 
consideration throughout the year 
in connection with operations. For 
example, if you had a loss carry- 
over of $2,400 in 1941, of which 
$600 was absorbed in 1942, leaving 
$1,800 to carry over to 1943, then 
it is up to you in 1943 to see that 
net profit is at least $1,800. If it 
runs less, the unabsorbed portion 
cannot be carried over to the third 
year and you lose credit for the 
difference. This shows clearly that 
you can’t forget your income tax 
throughout the year, now that it is 
so closely entwined with opera- 
tions that you must consider it a 
regular element of operating rou- 
tine. 

Revise Old Procedures 


The dealer cannot place as much 
reliance in old ratios as formerly. 
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For example, if tne average gross 
margin for office appliance estab- 
lishments was shown to be 37 per 
cent in a pre-war year, with 32 
per cent overhead, leaving a net 
profit of five per cent, the same 
ratios would not indicate a five 
per cent return on sales today. 
Tax looms large in the picture 
now and when deducted, there 
may be a loss, or at least a much 
smaller profit. Therefore, com- 
parative studies with previous 
years must include the tax from 
now on. Comparing ratios only 
may prove an unwise procedure. 

Certain expenses, such as adver- 
tising, must be viewed in the light 
of the tax deduction. For example, 
if a dealer’s net taxable income 
under the 1942 rates is $5,000, the 
net cost of $50 worth of advertis- 
ing would be approximately $40. 
If he didn’t spend the $50 for ad- 
vertising, he would have to pay 
the differential as tax. A dealer 
with $15,000 net taxable income 
who spent $500 for advertising 
would get it for about $350. This 
also applies to manufacturers sell- 
ing the office appliance field. Un- 
der the high rates, the cost of 
advertising is greatly reduced. 
Other expenses may be regarded in 
a similar light. Figure the net 
cost of outlay after deducting the 
tax to appraise value received. An 
odd way to figure, you say. Brother, 
you'll have to revise a lot of your 
figures and opinions to ride the 
duration and post-war period. 

Sales volume may also be af- 
fected by tax. The rate increases 
with net taxable income so those 
dealers who go just over the bor- 
derline to a higher tax level may 
show a lower spendable profit 
than those whose volume is 
near the top of a lower bracket. 
Obviously, this will distort the 
basic principle of business, bigger 
earnings with bigger volume. The 
way the tax is levied today, you 
may earn less by increasing vol- 
ume, even though you sell at prof- 
itable prices. This may put a 
damper on sales aggressiveness 
and kill the basic force that keeps 
free enterprise alive. 


Tax System a Hodge-podge 


The income tax law is full of 
Gremlins that discussion never 
clarifies. Amendments have fol- 
lowed amendments willy - nilly, 
court decisions have twisted the 
original intent of legislators, the 
Tax Board of Appeals has handed 
down thousands of rulings inter- 
preted in many different ways, 
even on similar cases. Rules and 
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regulations have been piled on top 
of each other so that the ensemble 
is a hodge-podge of inconsistency, 
to say nothing of indirect taxes 
and other direct levies, Federal 
and state. This is probably the 
reason why there is always so 
much argument anent tax, but like 
Mark Twain’s weather, nobody 
ever does anything about it. Tax 
has grown wild in our economic 
field, creating business erosion and 
destroying instead of cultivating 
income because it is unscientifi- 
cally administered—and the Fran- 
kenstein is getting beyond control. 

Office appliance dealers, as a 
class, have never bothered much 
about the soundness of our income 
tax laws. Up to now, they were 
interested only in the tax they 
had to pay. From now on, the 
wise dealer will acquaint himself 
not only with the tax in dollars, 
but will consider it as it affects his 
internal operations and external 
economic conditions, the latter 
indirectly vital to his well being. 
Many contend that the Federal 
taxation system should be re- 
vamped to provide a percentage 
of restitution to the states. The 
same is true of the excise tax field. 
Preferably there should be one flat 
rate, including income tax, social 
security, Victory tax, unemploy- 


ment insurance and probably 
other Federal levies instead of the 
cumbersome payments and com- 
putations now in effect. 


Study and Analyze Operations 


Of course, this is war and we 
must pay for it. But the rates are 
now so high, the computations so 
complex, inequalities so unfair, in- 
terpretations so vague in many 
cases, and borderline situations so 
variously interpreted that the 
present tax laws defeat their pur- 
pose. Business men are left be- 
wildered and initiative so crippled 
that the ability to pay may be 
considerably lessened and free en- 
terprise destroyed. As we said at 
the beginning, tax must be kept 
in mind throughout the year be- 
cause it is a major expense. You 
must study and analyze your oper- 
ations in relation to the tax rates 
and regulations. Otherwise, you 
may find yourself in a bad way 
regardless of how efficiently you 
manage your business. It is also 
advisable to contact your Wash- 
ington representatives and make 
them understand that you are 
taking a more critical interest in 
the subject so that they will re- 
model the tax laws to eliminate 
the “bugs” that irritate business 
operations and eat away profits. 





ADVERTISING CLINIC FOR DEALERS 


(Continued from page 17) 


adjunct to more direct advertising 
to your prospects. Like the other 
media—newspapers, magazines, 
radio, station posters and car 
cards—billboards imply a certain 
company prestige and _ stability 


Dealer’s Letter Is Revealing 


Pacific Desk Company: A very 
interesting letter from Ted Peirce, 
president of this company, serves 
to point up some of the things 
said in the first part of this 
month’s'Clinic. “There is only one 
form of day in and day out adver- 
tising I consider always effective,” 
says Mr. Peirce, “ ...and that is 
personal contacts.” The Clinic 
agrees wholeheartedly. But, as Mr. 
Peirce knows, a business would be 
seriously handicapped if its prin- 
cipals and sales staff were charged 
with the entire task of contact 
work, especially in larger cities. 
That’s why advertising was born. 
In a sense, advertising is the per- 
sonification of the company dupli- 
cated many times over. Each mail 
piece or ad or billboard serves to 
“contact” prospects. But where a 
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single person may reach only a 
single prospect at a time, an ad- 
vertisement may reach thousands, 
hundreds of thousands, millions. 
Remember, an advertisement is 
not just a single representative 
when it reaches a thousand peo- 
ple. Actually, it is 1000 salesmen 
calling on 1000 prospects. 


Saving Money on Advertising 


Halftone engravings at line-cut 
prices: Photographs and wash 
drawings can be reproduced as 
line-cuts, with a resulting saving 
of many dollars, by having the 
photo or drawing “screened” be- 
fore sending it to the engraver. 
“Screened” prints are called Velox 
prints. They can be used in offset 
printing as line illustrations which 
are far more economical than 
halftone screening. In addition, 
striking contrasts can be effected 
by “whiting” out any portion of 
the dots on the Velox print. Velox 
also can be used to eliminate com- 
bination cuts which are very ex- 
pensive, simply by drawing in the 
line work on the Velox itself. 
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BIG NSA CONVENTION IN PROSPECT 
Means. to Sowa the War economy Botton Will Ba Sought 


HE coming Thirty-Eighth An- 

nual Convention of the Na- 
tional Stationers Association 
scheduled for the Palmer House, 
Chicago, October 4, 5 and 6, is 
going to be a great event loaded 
with “cracker barrel” meetings 
and “brass tacks” discussions. The 
best way to present a vivid outline 
of what is in store for dealers who 
attend is to quote from General 
Convention Chairman Charles P. 
Garvin’s most recent report. Here 
it is: 

“The National convention will 
be a real business meeting that 
can be enjoyed by everyone pres- 
ent. Practically every speaker and 
discussion leader will be an NSA 
member. 

“Some of the things that will 
happen at the Wartime Council— 

“A nationally-known speaker 
will tell of the work under way 
by the Committee on Economic 
Development. This is the big com- 
mittee of business men from every 
part of the country whose mem- 
bers are planning and working out 
means to meet the post-war con- 
ditions. This committee is made 
up of men who are tops in their 
professions. 

“An NSA speaker will talk on 
‘Filing Systems After the War.’ 

“An NSA speaker will discuss 
‘Stationery and Essential Busi- 
ness.’ 

“An NSA speaker will think out 
loud about the things that a sta- 
tioner ought to be thinking about 
at the present time. Our speaker 
has seen the business in two wars 
and his thinking is very much 
worth consideration. 

“An NSA speaker will talk facts 
about the stapling business. 

“A speaker from the Wood Office 
Furniture Institute will talk on 
‘Wood Office Furniture.’ 

“A speaker will tell the latest 
story of what is happening in the 
greeting card business. 

“An NSA _ speaker will have 
heaps of information as he works 
with the NSA Institute of Indus- 
trial Opinion. 

“NSA President E. B. (Dick) 
Healy will tell the 1942-1943 story 
of NSA, and it makes an intriguing 
tale. 

“An NSA speaker will make a 
stirring address on the opening 
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“Cracker Barrel” Ses- 
sions Will Be High 
Lights in Powerful 
Program 


o 


day. This gentleman, in addition 
to being an NSA man, is an offi- 
cer of the Federal Reserve Bank 
and did a fine job in Washington 
as head of the Machine Tool Divi- 
sion of the War Production Board. 
“A long list of other NSA men 
who will participate in the pro- 
gram has been arranged and the 
subjects are under assignment at 
the present time. The program 
itself will not be announced until 
convention time as it is being pre- 
pared to take care of whatever 
condition the business and the 
country is in at the time of the 
convention. 
Looking to the Future 
“For the dealers’ and manufac- 
turers’ sessions, special programs 
are under preparation. They will 
deal to a great extent with what 
is coming rather than what has 
happened. Here are some things 
that will be under discussion at 
the dealers’ meeting: 
“What is the trend of the 
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business at the present time? 

“Where is this trend leading 
us and where will it lead us 
post war? 

“How much stock am I going 
to have on hand when the war 
ends? 

“Am I going to wake up after 
the war and find that I have a 
large stock of substitutes that 
aren’t worth anything? 

“A year ago the subject of the 
day was priorities; today it is 
manpower. 

“What is going to happen to the - 
hundreds of makers who went into 
the manufacture of wood desks 
and what is going to become of 
the product they have on hand 
when the war is over? 

“What about the black markets? 

“Does it pay a dealer to lose 
some business rather than to be- 
come overstocked even in war- 
time? 

“Isn’t this a good time to survey 
the customers of tomorrow? 

“These are just a few of the 
subjects that will be discussed 
and considered at the dealers’ 
sessions by capable people. 
“At the manufacturers’ meeting 

the subject of post-war problems 
will predominate. 

“Herb Walsh, NSA vice-presi- 
dent, field division, will be on the 
program to tell those present how 
things are going with the travel- 
ing men. 


Cracker Barrel Meetings 


“The reason for the title 
‘Cracker Barrel Meetings’ is that 
the program will be dramatized 
around the old idea of people 
gathering around the cracker 
barrel to discuss the problems 
of the day. 

“We are not ready yet to de- 
scribe the presentation of the 
NSA Institute of Industrial 
Opinion. The institute will be 
on the job with information 
gained in the trip around the 
country. This item alone will 
give everyone present much to 
think about. 

“The Market Place is com- 
pletely sold out and we are at 
present adding some new spaces 
where room will permit. The 
Market Place this year, while 
much in the way of commodities 
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will be shown, will do its big- 
gest job in providing a real 
headquarters for many of the 
manufacturers where the deal- 
ers can find them and discuss 
mutual problems. 

“This will be a meeting where 
all the business time will be 
devoted to the less spectacular 
things which are the most im- 
portant to the individual sta- 
tioner. 

“Non-members will be wel- 
come, but of course will not have 
the privilege of the floor. 

“The Ohio, Michigan and In- 
diana Stationers Associations 
will have breakfasts on Tuesday 
morning at seven thirty. 

“NSA’s Thirty-Eighth Annual 
convention will devote itself to 
the subject of how the business 
may best ‘Serve the Services,’ 
‘Serve the Country’ and ‘Serve 
the Business,’ so that it may do 
these things in an even better 
way. 

“The stationery business has 
proven itself to be one of the 
most essential businesses and 
services in the country and this 
War Council will help to make 
it possible for the stationer to 


keep on marching. Manpower, 
commodities, trends, postwar, 
inventories, The Institute of In- 
dustrial Opinion, Cracker Bar- 
rel meetings, industrial philoso- 
phy and a thousand and one 
other things that the average 
business man must think of 
these days and keep on thinking 
about as we go into post-war 
days, will be on the agenda. 

“What to do when the war ends 
and particularly if it ends sud- 
denly. 

“Avoiding postwar business 
blackouts; that’s what NSA is try- 
ing to do as it goes into its 1943 
War Council and Market Place. 

“Hotels are crowded these days. 
It’s not too early to make reserva- 
tions.” 


THE CLEGG TROPHY 


A few years ago William C. 
Clegg of The Clegg Company, San 
Antonio, Tex., and former presi- 
dent of NSA, became convinced 
that there were a number of good 
merchandising ideas being put to 
use by dealers in various parts of 
the country, ideas that could be 
adapted effectively by other deal- 
ers if they knew about them. To 


bring the ideas out into the open, 
Mr. Clegg offered a cup to be 
awarded at the NSA convention 
each year. The results have been 
gratifying. 

This year, for obvious reasons, 
the Clegg Trophy will go to the 
stationers using the best method 
to promote business in wartime. 
The idea may be related to ad- 
vertising, coping with the man- 
power shortage, keeping contact 
with old customers, or any other 
activity that is solving the prob- 
lems of wartime merchandising. 
The only requirements are that 
complete details be sent to NSA 
headquarters, Investment Build- 
ing, Washington, D. C., and the 
dealer must be present at the an- 
nual convention in October. The 
following committee has been ap- 
pointed to select the winner and 
award the cup: Omar Boyd, Sta- 
tioners Corporation, Los Angeles, 
Cal.; Tom Stagg, Hoskins Com- 
pany, Philadelphia, Pa.; Woodson 
Waddy, Everett Waddy Company, 
Richmond, Va.; Clif Wilson, Wil- 
son Stationery & Printing Com- 
pany, Houston, Tex., and Conrad 
Netzhammer, Northwestern Fur- 
niture Company, Milwaukee, Wis. 


Fabruc and Ink Qualities of 
STANDARD TYPEWRITER RIBBON LINES 


N AN article in the July issue 

titled, “War Platens vs. Type- 
writer Ribbon Wear,” E. W. Staats 
of New York City stated that 
“competent ribbon cloth authori- 
ties tell us that fabrics going into 
the manufacture of typewriter 
ribbons today have from 15 per 
cent up to 40 per cent less wear- 
ing strength than the same fabrics 
had two years ago. Likewise, the 
dyes, oils and colors used in the 
manufacture of ribbon inks are 
less efficient than they have been 
in the past. The combination of 
these two important items can 
only add up to decidedly less wear 
from present-day ribbons.” 

Manufacturers of standard 
brands of typewriter ribbons dis- 
agree with these statements. They 
assert that there has been no 
lowering of quality in their rib- 
bons during the war period. The 
case of these manufacturers is 
clearly presented by George Link, 
Jr., counsel for The Carbon Paper 


& Inked Ribbon Association. His 
comments are as follows: 


Link Reports on Ribbons 


“T have read with interest the 
article on typewriter ribbon wear 
in your July issue on page 110, 
containing a broad statement that 
the typewriter ribbons of today 
have from 15 to 40 per cent less 
wearing strength than the same 
fabric had two years ago. 

“Most inked ribbon manufac- 
turers have set up rigid standards 
for all grades of ribbons. Their 
laboratories test the ribbon cloth 
received by them. Among other 
tests is the well-known cutting 
test, which consists of holding the 
ribbon in one spot and striking it 
a predetermined number of blows 
with the type face. A survey of 
our manufacturers shows that 
there has not been any let-down 
in the cutting or tensile strength 
of the ribbons manufactured and 
sold by them. 
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“The Government and some 
other users of inked ribbons are 
using a lower quality ribbon than 
they did prior to the war. By 
way of illustration, the Govern- 
ment has lowered the specification 
on typewriter ribbons from a 300 
count to a 272 count. Of course, 
if an inferior ribbon is purchased, 
the user cannot expect the same 
results that would be obtained 
from a quality ribbon. To secure 
a quality result, it is essential to 
use a quality product. 

“The platens or cylinders used 
on typewriters in all types of busi- 
ness machines are getting harder, 
and will increase in hardness for 
the duration. This is true of the 
pre-war platen or cylinder and 
the synthetic platen or cylinder. 
Tests have been conducted which 
lead to the conclusion that the 
present platen or cylinder is in- 
ferior to the pre-Pearl Harbor 
cylinder or platen. Many users of 
new platens or cylinders are ask- 
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ing for the return and substitution 
of the old one in their place and 
stead. Obviously, the old platens 
or cylinders are pitted and worn. 
Naturally the use of a pitted, worn 
or extremely hard platen or cyl- 
inder has a tendency to destroy 
a ribbon prematurely. 

“There are many other wear 
factors due to improper operation 
of the ribbon feeding mechanism 
on the machine. Sometimes this 
causes the ribbon to be kept in 
one spot for a considerable period 
of time, resulting in that partic- 
ular spot of the ribbon wearing 
out prematurely. Another cause 
for premature wear can be traced 
to a vibrator that is not correctly 
adjusted. The vibrator is that part 
of the typewriter which controls 


the upward and downward move- 
ment of the ribbon at the printing 
point. If the vibrator throws the 
ribbon too high or causes it to 
drop too low, the type face will 
strike on the upper or lower edge 
of the ribbon, cutting the fabric 
and causing it to ravel. Another 
cause for the cutting of a ribbon 
can be traced to a sharp type 
face; that is, a type face that has 
not been properly stoned down. 
“Quality typewriter ribbons not 
in the slightest degree inferior to 
quality ribbons sold prior to Pear] 
Harbor can still be secured.” 
Supporting Mr. Link’s assertions, 
F. D. Foster, president of the 
Manifold Supplies Company, says 
that his company “is today manu- 
facturing typewriter ribbons with 


every bit of quality which was 
present in 1940.” 
Anent dyes, oils and colors being 


less efficient, Mr. Foster com- 
ments, “I believe that the chem- 
ical companies supplying our in- 
dustry would refute that state- 
ment. While it is true that some 
substitutions have been made, in 
many cases these war-imposed 
substitutions have proved even 
more advantageous than the orig- 
inal ingredients involved in the 
formula construction.” 

Quality in any product is a 
precious ingredient. The old-line, 
established manufacturers of type- 
writer ribbons have found it worth 
while to maintain their high 
standards despite the difficulties 
imposed by war conditions. 


RETAILERS WAR PROGRAM FOR SEPTEMBER 
DOUBLE-BARRELED DRIVE TO SHORTEN WAR 





ETAILERS the nation over will go “all out” in Sep- 

tember in a two-pronged effort to help bring the 
war in Europe to a hasty conclusion. The War Cam- 
paigns Committee of the Central Council of National 
Retail Associations has outlined two major plans of 
attack for September—active participation in the $15,- 
000,000,000 Third War Loan Drive with the retailer’s 
goal set at $1,000,000,000, and a salute to Labor, 
Womanpower and the Nutrition Program for a stronger 
America. 


Employee Sales Quota Set at $200 


A goal of 15 billions, the greatest amount ever set 
for any financial program in the history of the world, 
has been announced for the Third War Loan Drive 
to be launched September 9. 

The retailing industry will shoulder a big share of 
this tremendous load in an all out drive to sell more 
than a billion dollars worth of “E’’ bonds and stamps 
through extra effort on the part of all retail employees. 

More than 5,000,000 retail workers will be called upon 
to’ sell at least $200 worth of bonds each during the 
three-week period in one of the most highly concen- 
trated and intensively organized drives of its kind 
ever attempted. 

To assure attainment of the almost fabulous goal, 
members of the Retailers War Campaigns Committee 
have been working continuously with officials of the 
U. S. Treasury to see that every possible angle of ex- 
tending the sale of bonds through retail outlets is 
exploited to the fullest. 

The tone of the entire campaign is one of grim seri- 
ousness and is calculated to get direct action from the 
millions who will be in contact with their retail stores 
during the month of September. 

The major slogan is “Back the Attack with War 
Bonds.” 

In connection with the gigantic drive Treasury offi- 
cials asked the Calendar to point out to retailers two 
other important considerations: 

1. Bond and Stamp sales made outside the store by 
any store employee go to the store’s official total if 
cleared through the store’s bond sale account in the 
regular manner. This procedure will allow most em- 
employees extra opportunity to reach their $200 quota. 

2. Emphasis ought to be placed on the sale of bonds 
of higher denominations. All retailers will recognize 
the economies in higher unit sales. Mere paper work 
in connection with the 15 billion total is so stupendous 
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that all retailers will be doing themselves and the 
cause a real service by selling higher denomination 
bonds and fewer units where possible. 

Retailing’s drive for a total of one billion in “E” 
Bond and Stamp sales will be based on the four- 
pronged attack of the four “peak” days—Attack Day, 
September 9; American Heroes Day, September 16, 
Axis Pay-Day, September 23; and Sacrifice Day, Sep- 
tember 30. Selling efforts will be peaked on successive 
Thursdays around each of these four stirring appeals. 
Retail merchants have been asked by the national 
committee of merchant representatives to devote at 
least 10 per cent of their total advertising budgets for 
September to the advertising and promotion of the 
sale of bonds to the public. Complete ads, ready for 
dealer use, have been prepared in two- and five-column 
widths and in full-page size in mat form and are 
available without charge from the Western Newspaper 
Union, 210 South Des Plaines Street, Chicago, Ill. Pro- 
motional ideas may be obtained in abundance by writ- 
ing for the Official September Calendar, Retailers War 
Program, available at the publication offices at 3609 
West Arthington Street, Chicago, Il. 


Other Drives Set for September 


The “Salute to Labor” program starts September 1, 
a week when all America pays homage to the men 
behind the men behind the guns. But for loyal labor, 
the stalwarts who build strength and sinew into 
American matériel and ordnance, American aviators 
could not take wing against the Axis, American fight- 
ers would be empty-handed abroad. 

The Nutrition and Womanpower programs will both 
be inaugurated September 20. Keynote of the Nutri- 
tion program will be emphasis on better breakfasts 
and lunches to eliminate mid-morning fatigue and 
sustain strength on the home front, where Americans 
are working harder than ever before. 

The September Womanpower program will be built 
around the necessity of convincing millions of Ameri- 
can women of the importance of taking paying war 
jobs to help win the war sooner. The goal toward 
which all advertising plans are pointed is to get 
women to register for employment with their local 
United States Employment Office. 

Advertising hints and suggestions for all the above 
programs are furnished in the Retailers War Program 


for September. 
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through the Mimeograph keyhole 






What are your children going to “take” in school this 
fall? Especially if this is their final year. 






There is increasing emphasis that every student, boy or 
girl, take at least one or two “practical-at-once”’ subjects— 
something that puts extra skill in the hands of business, 
factory or branches of the service. 

A girl is a better WAC or WAVE or private secretary if 
she can type, if she knows shorthand, if she can operate a 
Mimeograph duplicator. A boy can help in the growing 
man power pinch if he has such extra skills. 

A. B. Dick Company, in daily contact with the man power 
needs of American industry, recommends a short course in 
Mimeograph duplication if your son or daughter is enrolled 

in one of the many schools which teach it... A. B. Dick 
Company, Chicago. The Mimeograph Company, Ltd., Toronto. 















KY A; - Peas 
- - ” 


cy Mimeograph 
duplicator 


~~ 
MIMEOGRAPH is the trade-mark of A. B. Dick Company, Chicago, registered in the U. 





The Mimeograph duplicator is a 
trusty means of communication 
among our armed forces (just as 
it was in World War I). Back 
home it is saving man-hours 
and speeding up production 
in the great Battle of Building. 





[ 





S. Patent Office. 
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New Paper Conservation Order — Business 
Machine Production Declared Essential 


NEW WPB CONSERVATION ORDER DESIGNED TO 
SAVE QUARTER-MILLION TONS OF PAPER 

The manufacture of a number of paper articles was 
forbidden and restriction in the tonnage permitted for 
many other converted paper products was ordered by 
the War Production Board on July 31. 

It was estimated by the WPB Pulp and Paper Divi- 
sion that amended Conservation Order M-241l-a, which 
literally affects all use of paper and is far more in- 
clusive in its scope than any other paper conversion 
order, will save between 250,000 and 300,000 tons of 
paper, which can be better utilized in meeting the 
present exacting war requirements and certain civilian 
needs for paper and paper products. 

Four lists forming a part of the order specifically 
name a great many paper products which may be 
manufactured up to varied percentages of the 1942 
rate of operation. These percentages range from a 
high of 110 per cent to a low of 80 per cent. However, 
there is also a list of products the production of which 
is unlimited, those articles being ones which are either 
direct war products or highly essential to the civilian 
economy. 

Office and stationery supplies included in the unre- 
stricted civilian list include adding and business ma- 
chine rolls, carbon paper, tabulating cards, and com- 
mercial and industrial tags. Other office and station- 
ery products affected fall in the group which may now 
be manufactured at a rate of 100 per cent of 1942 
production and include envelopes, stationery and tab- 
lets. Mailing tubes, which are included in the fourth 
list, may be manufactured after August 1 to an amount 
not to exceed 80 per cent of the quantity produced 
in 1942. 

The manufacture of all other articles not listed in 
the amended order, or not otherwise excluded, may 
continue until October 1, as long as paper is not 
used at a rate greater than during the first six months 
of 1943. During the final quarter of 1943, however, 
manufacturers may utilize only 70 per cent of the ton- 
nage of paper in producing these articles as was con- 
sumed in the last quarter of 1942. 


ie) 
WMC CLARIFIES ESSENTIALITY STATUS OF 
BUSINESS MACHINE PRODUCTION WORKERS 
Nathaniel G. Burleigh, Director of the Service Equip- 
ment Division of the War Production Board on August 
5 made public a statement from the War Manpower 
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Commission clarifying the essentiality status of work- 
ers engaged in the production of business and office 
machines and time recording machines. 

Following is the statement provided Mr. Burleigh 
at his request by the War Manpower Commission: 

“*This is to advise you that the Essential Activities 
Committee of the War Manpower Commission has 
recently interpreted the production of office and busi- 
ness machines and time recording machines to be 
encompassed within Group No. 15, Production of In- 
dustrial and Agricultural Equipment, which is included 
in its List and Index of Essential Activities. Copies 
of the List and Index have been forwarded to all 
offices of the United States Employment Services and 
to all War Manpower Commission area, state, and 
regional offices for use in connection with placement 
and stabilization policies and programs’.” 

“This means,” Mr. Burleigh said, “that workers en- 
gaged in production of this type of machinery are 
now subject to the War Manpower Commission’s recent 
order regulating the transfer of workers and limiting 
their shifting to other essential activities at higher 
wages unless such shifts are within the terms of an 
employment stabilization program. 

“Finally, the United States Employment Service will 
use the list as a guide to determine which plants 
should have priority on available manpower. 

“With this information, manufacturers of office ma- 
chinery should see their way clear towards putting 
their manpower problems on a stable basis. With 
office machinery playing so vital a part in the overall 
war effort, it is important that every manufacturer 
study these regulations carefully so that war plants, 
the government, and the armed services may be as- 
sured of the availability of machinery they may need 
in the future.” 

o 


CANADIAN ORDER A-394 SETS UP STRICT CON- 
TROL OVER USED TYPEWRITER MARKET 


Under Order A-394 of the Wartime Prices and Trade 
Board prices are set for the sale and rental of used 
typewriters, and for servicing them. Every standard 
model now has a specific maximum price according 
to the age indicated by its serial number and accord- 
ing to whether it is rebuilt, reconditioned or simply 
used. Make, model designation and width of carriage 
also are taken into consideration. Schedules attached 

(Turn to page 46, please) 


OFFICE APPLIANCES, September, 1943 





‘an 


 _— ee V2 ee CULT 


“The LINE 
that can’t 
be matched’ 










ORDERS 


in the armed forces as in industry 





require speedy duplication 


PANAMA-BEAVER 
CARBON PRODUCTS 
for Spirit and Gelatin Duplicators 











produce more, Cleaner and better 





copies ... because they contain 






finer ingredients 







Ask your 


Panama - Beaver 
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Coast-to- Coast Distributors 
cwWHo y) 


——A —— 
Identified Ink and Fabric Products Which 
Meet all Possible Office Conditions 
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EDITORIAL 


The Special Wartime Office Furniture Section 


@@ A SIGNIFICANT commentary on the strength and vigor of the 
office furniture industry is the Thirty-Fourth Annual Special Office 
Furniture Section on pages 84 to 178. Ninety-five pages of text and 
illustration attesting to the enterprise and initiative of producers and 
dealers in this division of the field. 

Steel has gone to war so completely that virtually none is left for the 
manufacture of office furniture, except in instances of direct orders 
from the Army and Navy. Wood, too, is serving on the military fronts, 
but the available supply is sufficient to fill war needs and leave enough 
for most civilian requirements, including office furniture. Metal fabri- 
cators in the industry have converted to war production in steel and 
have turned to wood for the manufacture of their office furniture lines. 
Wood line companies have stepped forward both in production and 
design to meet the greatly increased demand for desks, chairs, tables 
and accessory items. The industry as a whole has met the challenge 
of the times with a fine record of achievement. 

This journal has referred frequently to the influence of office furni- 
ture in the expansion of the commercial stationery business. Indeed, 
furniture, machines and systems are the factors by which the expansion 
was made. The enterprise of dealers in including these factors has 
elevated the business, extended its boundary lines, increased its volume 
and established its present high prestige. Furniture, as the size and 
character of the special section indicates, continues its contribution to 
the advance of the commercial stationer. 
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The OCR Production Program 


@©¢ EARLY in August Arthur D. Whiteside, 
vice-chairman of the War Production Board an- 
nounced that the Office of Civilian Require- 
ments had developed a tentative program for 
the production of essential consumer goods nec- 
essary for the efficient functioning of the 
civilian economy. Of the nine operating poli- 
cies enunciated by OCR, the following are of 
special significance to the office equipment in- 
dustry: 

“Supplies for civilians will be considered to 
be at the minimum essential level for any prod- 
uct or service when further reduction would 
impair civilian health, morale or working effi- 
ciency or the national economic structure be- 
yond what is justified by the prospective gain to 
the war through release of resources. 

“Adequate repair parts, replacement parts 
and labor must be made available to maintain 


existing essential equipment in the hands of 
civilians in operating condition. 

“Damage to the basic economic and social 
structure will be avoided to the extent consistent 
to the prosecution of the war and the satisfac- 
tion of essential civilian requirements. Small 
business concerns will be utilized to the fullest 
extent practicable in the production and dis- 
tribution of civilian goods and services.” 

The “working efficiency” of the civilian busi- 
nessman certainly is dependent upon the utili- 
ties supplied by this industry. Without them 
the entire commercial system would bog down. 
The “damage to the basic economic and social 
structure” would be incalculable. 

Composed largely of “small business con- 
cerns,” the office equipment industry serves both 
the war and civilian economies. It qualifies for 
the status essential by its contribution to the 
working efficiency of office people everywhere on 
the home front. 


WERE AND THLRE 


FORMER HORDER MAN RE- 
PORTS ON WARTIME LONDON 

F. P. Seymour, vice-president of 
Horder's, Inc., recently received the 
following highly informative letter 


in England: 


Dear Mr. Seymour: 
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from Ted Goldberg, former sales 
man for the Horder organization day pass, inc 
and now serving in the U. S. Army 


| had my first visit to London ts sooner thar 
expected, and while | was only there on a two 

uding traveling time, | got ar 7 
and. saw plenty S+. James Palace and + 


changing of the guard and what a sight + was 


Pvt. Theo. Goldbera =n though the troops were in battle dress 
APO 305, New York, N. Y nstead of plumes and feathers. Westminster 
Abbey, Parliament, Scotland Yard, The Thames, 
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Any job a woman takes which 
releases a man is a war job.”’ 


APPLIANCES, 


September, 1943 


Good for you, Mrs. Jones. . . and 
good for all your family! You’ re good 
Americans! 

Back before she got married, twenty- 
odd years ago, Mrs. Jones was a crack 
stenographer and typist; and she’s 
still mighty good. So with Army and 
Navy and war factories draining the 
young folks from office work, she 
heard the call. She’s back at a type- 
writer—back at a good old LC Smith 
—and honestly getting a kick out of it. 

It isn’t easy. . . for her or for her 
family. But it’s truly patriotic... and 
it’s smart. She’s doing work she knows 
how to do...using a skill already 
acquired... and putting the surplus 
income into additional War Bonds. 

Mrs. Jones, we salute you! And 
we hope thousands of sister secretaries 
will follow in your footsteps! 


L C SMITH & CORONA TYPEWRITERS INC 
Syracuse 1, New York 


SMITH-CORONA 


Typewriters 
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fhe Tower of London, 10 Downing St.—only to 
mention a few of e spots | visited. 

Social life in London is at a high pitch. The 
a ¢ day or night seems to make no difference, 
ex that rtation ceases at midnight and 





then ) either have to battle for a squeaky taxi 


r walk because | was staying at a 
Red Cr lub beyond Hyde Park | managed tc 
yet in bef Big Ben struck. 

In w t the Red Cross, the over 


seas soldier w i be virtually without a home 
leave I b they are doing here is just 
short t w jertul. There are about six big 
Clubs her l Jon and they all house fror 
300 to 5 pass or turloug We aet 
ng, and a lavish outlay of 
rta and programs, enough to keep 
5 busy for a month And these ubs are 
) by Ar w with British volun 
5 ir 
i was kept busy during my short stay 


f ng Mr. Guildford 
te Pe was in. but he was out 
f » tew s. t word with his secretary 
snd she was pleased to hear from me She was 
sorry | couldn't stop by, but | assured her I'd 
os dete 
mplete experier 
f 3¢ 3 A.M. | ture r and 
we tveryone does “ 
Bee yone and please tell E. Y 
’ tter very, very much—pa 
tr sev 3 ent aacvertise 
N keeprr h with ft 
’ at 4500 


Ted Goldberg 


Ted is obviously enjoying himself 
and his letter retlects not a trace 
of nostalgia. If all ‘the boys’’ sta- 
tioned overseas possess the same 
high degree of morale as Private 
Goldberg, the Army’'ll be eating 
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Christmas dinner in Berlin. 





COLORADO LAW STEPS INTO 
INTERNATIONAL PICTURE 


Richard Law, Salida, Colo., office 
appliance dealer, is justifiably proud 
of his two sons actively engaged in 
helping rid the world of “Japanazi- 
ism.'' Charles Law is a Navy machin- 
ist serving on a seaplane tender 
"somewhere in the Pacific.” Richard, 
Jr. is also a machinist, and is working 
on the plane production front with 
Douglas at Santa Monica, Calif.— 


RRV 





RELIANCE WELCOMES HOME 
EAGLE-EYED TAIL GUNNER 


There are a lot of safer spots for 


Axis planes than in the sights of 
Staff Sergeant George Petrogallo's 
lethal machine quns, for two have 
already been shot down and one 
damaged by him, according to offi- 
cial records. George, a Mount Ver- 
non, N. Y., resident and a former 
employee of the Reliance Pencil 
Corporation of that city, recently 
returned home, a veteran of 50 raids 
over enemy territory. 

He did not escape unscathed, 
however, but was wounded over 
Catania, Sicily, July 13. For his 
awarded the 
Purple Heart and the Ajirmen's 


neroic work ne was 
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Medal with two silver and one bronze 
oak clusters. He also wears African 
and English campaign ribbons with 





S/SGT. GEORGE PETROGALLO 


two stars. After his complete recov 
ery, George will become a gunnery 
instructor at an American post, giv 
ing recruits the benefit of his battle 
experience. 





UTAH STATIONER TOSSES HAT 
INTO OGDEN POLITICAL RING 
Kent S. Bramwell, president of 
Bramwell-Pingree Company, Inc., of- 
fice outfitters of Ogden, Utah, has 
announced his candidacy for mayor 
of Utah's second largest city in the 
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AT GYPSY’S 1943 ICE CREAM PARTY.—Top, “Mysterious” Lawrence fascinates 


fall elections. Bramwell, who is also 
an active Junior Chamber of Com- 
merce figure, seeks support on a 
program of progressive and efficient 
government. 

Possibilities for community devel- 
»oment are ample, says Mr. Bram- 
well, in citing the concentration of 
war industries and services in the 
Ogden area. Included among these 
are an arsenal, an air depot and a 
quartermaster supply depot.—MK4J 





THE LIPNERS IN FOR REPAIRS 

William C. Lipner, middle western 
representative of Koh-l-Noor Pencil 
Company, with headquarters in Chi- 
cago, and Mrs. Lipner both entered 
the Highland Park Hospital, High- 
land Park, Ill., for surgical attention 
August 4. Neither was in serious 
condition, but Mr. Lipner, bothered 
with a budding hernia, determined 
to get rid of it before its nuisance 
value increased. Mrs. Lipner de- 
cided that it would be a good time 
for her to have a correction made. 
Both expected to be up and around 
shortly after the middle of the 
month. 
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his young audience with a Punch and Judy show. Center row, left to right, 
the flag pledge, raising “Old Glory” and the mystifying sleight-of-hand perform- 
ance. Below, “Mysterious” Lawrence entertains his enthusiastic listeners with 
a banjo and harmonica duet. (See August issue for details of the party.) 
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; FOR THE GENERAL @ 

S When she was a little school girl, they gave . 

a her stars for excellence. Today, as General 

ii Office Girl, she rates a good many more, 

* through her quick, quality reproduction of 

rn office and production forms with COLUM- 

. BIA READY MASTER. 

d 
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THEN A COUPLE OF HUNDRED COPIES 
IN A COUPLE OF SECONDS 


1. Ready-Master is quickly typed. Matched spirit carbon 


and special paper unit eliminates realigning, collating. 


no 


Carbon is removed (white unprinted margin prevents 
soiled fingertips). 

3. Master is put in the machine. Out come BRILLIANT, 
CLEAN, ERROR-FREE COPIES. 


USED FOR PRODUCING ALL TYPES OF PRODUCTION 
AND SYSTEMS FORMS ON SPIRIT CARBON AND 
DIRECT PROCESS DUPLICATORS. Write us for prices 


and particulars. 


Visit Our Booth at the National Convention, Chicago 


COLUMBIA 
READY-MASTER 


a product of 
COLUMBIA RIBBON & CARBON MANUFACTURING CO., Inc. 
Main Office & Factory—Glen Cove, L. I., N. Y. 


New York Sales and Export 58-64 West 40th St. 
Kansas City, Mo., Dwight Bldg. 
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MANIFOLD ANNOUNCES TWO-COLOR, SINGLE-RUN 
HECTOGRAPH REPRODUCTION 

A radically new feature with important wartime 
possibilities—two-color hectograph reproduction in a 
single run—has recently been announced by Manifold 
Supplies Company, Brooklyn, N. Y., manufacturers of 
the Panama-Beaver line of hectographic materials, 
carbon papers and ribbons. The process, which ap- 
plies to any spirit or liquid duplicator, does not re- 
quire any extra attachment, or add to the time, effort 
or skill required of the operator. 

The outstanding feature of this new patented proc- 
ess lies in its ability to present two sharply contrast- 
ing colors thus separating the constant materials of 
the familiar basic form from the variables of any 
particular form or order to be brought to the atten- 
tion of the reader. 

Full data’ and samples may be obtained from Mani- 
fold Supplies Company, 188 Third Avenue, Brooklyn 
oe ee 
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RAPID OFFICE DEVICES INTRODUCES NEW 
MECHANICAL PAYROLL TAX INDEX 

Utility, beauty and simplicity are admirably com- 
bined in the new Payroll Tax Index, a mechanical 
appliance for rapidly determining withholding tax 
amounts. The new device, recently placed on the 
market by Rapid Office Devices, Inc., 135 South La 
Salle Street, Chicago, Ill., assures a reduction of time 
consumed in payroll calculation to a fraction of that 
normally required for such work. The large diameter 
drum exposes over 20 payroll lines on the two-color 
chart for fast selection, while the six-inch dials insure 
smooth, accurate indexing. Interchangeable charts 
for the various payroll periods are provided, with the 
change from one chart to another requiring but a 
few seconds. Any code to family status exemptions 
may be inserted in the celluloid index strip. 

The Payroll Tax Index is streamlined in design, with 
a walnut finished cabinet and lacquered chart printed 





THE NEW PAYROLL TAX INDEX 


in red or black on buff colored stock. Unusually com- 
pact, it occupies but a small desk area. Complete 
details may be obtained by addressing Rapid Office 
Devices, Inc., 135 South La Salle Street, Chicago, Ill. 
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NEW BOTTLE AND “RUBBERLESS” SPREADER 
ADOPTED FOR CARTER’S MUCILAGE 
Some time ago, when it became evident that the use 
of rubber spreaders for mucilage would have to be 
discontinued, The Carter’s Ink Company began search- 
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DEVICES AND SUPPLIES aN | 


ing for a suitable substitute. But the search involved 
more than the spreader, for the shape and size of the 
bottle and viscosity of the mucilage were also im- 
portant factors. Furthermore a cap which wouldn’t 
stick had to be devised. 

After testing various shaped bottles with different 
sized mouths, the present container for “Araban” mu- 
cilage was adopted with a spreader which worked even 
better than the old one. Carter’s “Araban,” which sets 
in 35 seconds, is available in all sizes from the new 
1144 ounce spreaders to gallon lots. 

Complete information on this fast-selling product 
and prices on various sizes may be obtained from the 
makers at Cambridge, Mass. 
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EXACT WITHHOLDING TAXES COMPUTED 
INSTANTLY WITH NEW, SIMPLE CHART 
An extremely simple and accurate one-page chart 
for the instantaneous figuring of “withholding taxes” 
on the nearest dollar of wage (nearest 10 cents of tax) 





FINGERTIP WITHHOLDING TAX CHART 


has been published by Rand McNally & Company, 
Chicago. Called the “Rand McNally Fingertip With- 
holding Tax Chart,” it will, according to the publishers, 
permit a payroll clerk to determine “withholding 
taxes” almost as fast as the tax can be written down, 
and faster than the tax can be determined, on either 
the exact or bracket basis. Any code already in use 
can be applied to the chart without change. It not 
only saves time and labor in the payroll department, 
but enables the employer to withhold the exact tax, 
to the nearest 10 cents. 

There are three Fingertip Charts, one for each pop- 
ular payroll period: weekly, biweekly, and semi- 
monthly. Each chart consists of a heavy, substantial 
board, size 842 x 14 inches, on one side of which are 
printed columns of large legible figures representing 
wages and taxes. There is a column of wage figures 
for every possible family status exemption up to a 
married man with ten dependents claiming all exemp- 
tions, and a single column of taxes. 

A guide card that operates like a T-square is slid 
up and down the chart with the left hand. The oper- 
ator merely finds the gross wage (to the nearest dollar) 
in the proper exemption column with the guide and 
then reads the exact withholding tax on that wage 
in the one tax column. The right hand remains free 
for writing. 

Information on Fingertip Withholding Tax Charts 
may be obtained from Rand McNally & Company, 
536 S. Clark Street, Chicago 5, IIl. 

September, 1943 
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MODEL J-30 STAPLING PLIER $3.85 
Model J-30 is light in weight, yet rugged. Requires but little 
space and can be put into desk drawer or pocket when not 
in use. Indispensable for vertical filing or for attaching ma- 
terial to a permanent card. Uses DJ340 NEVA-CLOG Staples 





MODEL B-100 STAPLING PLIER $5.25 


For heavy duty and for fastening of tough materials, this 
machine uses a broad flat staple. Fastens such materials as 
fibre, softwood baskets, veneer wood, leather and belting. 
Used for sealing heavy paper or cloth bags, packages of 
corrugated board, and similar difficult operations. Powerful 
leverage, durable, fool-proof. Staples used: NEVA-CLOG B-% 








MODEL S-100 STAPLING PLIER $4.75 
A rugged, powerful Stapling Machine with 4 to 1 leverage. 
Particularly designed for production work and hard usage, 


} 


but can be used for any stapling operation within its capac- 


ity. Clog-proof so that ive constant production 


t will g 
Uses NEVA-CLOG A-1000 or L-10U0 Staples 
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CHAMPIONS 


true champion is the fellow 
who, when winning never gives up or relaxes 
until he has won, or when losing fights all the 
harder for that break in the other fellow’'s 


vigilance. 


The daily news is encouraging to everybody 
—We are winning but haven't won. Those of 
us in business and at home must prove we are 
champions by working and fighting harder— 
following through that start that has been made 
—never relaxing for a moment, or the enemy 


might sneak over a blow to the solar plexis. 


Neva-Clog has done its bit—Now its doing 
its best. 


Buy and Buy Bonds for Bye and Bye. 


“Fasten Things Together” 
with Neva-Clog Stapling Pliers 


* 


P.S. Deliveries are being made on Neva-Clog 
Stapling Pliers and Staples. Write for information per- 


taining to priority requirements and delivery schedules. 


NEVA<LOG PRODUCTS, Inc. 


BRIDGEPORT, CONN. 
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STARKEY INTRODUCES NEW TYPE CLEANER 

The Starkey Paper & Supply Company, 720 Dela- 
ware Street, Kansas City, Mo., has recently marketed 
a new type and platen cleaner, “NEATYPE,” which 
sells at a money-saving low price. The new fluid is 
completely non-inflammable, and can even be used to 
extinguish small wastebasket fires. It is said to 





NEATYPE TYPE CLEANER 


clean type, platens and feeds rolls and not injure 
hands, fine fabrics or fingernail polish. The 4-ounce 
bottle is equipped with a specially-made curved brush 
attached to the cap, greatly simplifying the applica- 
tion of the fluid to surfaces to be cleaned. 

Complete information, quantity prices and discounts 
may be obtained by writing to the manufacturer at 


the above address. 
ee ee eee 


NEW DELBRIDGE SIMPLIFIED PAY-AS-YOU-GO 
TAX CHART CUTS PAYROLL DEPARTMENT WORK 


The new Pay-As-You-Go Tax has, in many Cases, 
added a considerable burden to the already over- 
strained facilities of office and factory payroll depart- 
ments. In order to cut this additional work to a min- 
imum, Delbridge Calculating Systems, Inc., St. Louis 
Mo., has prepared a 100-page Simplified Pay-As-You- 





FOR INSTANT 
CALCULATION 


DELBRIDGE SIMPLIFIED TAX CHART 





Go Tax Chart showing accurate deductions for any 
employee by either the exact computation or the 
“bracketed” basis. 

By using the new chart all the numerous variables 
in the new tax bill—payroll period, family status, 
number of dependents, and 3 per cent or 20 per cent 
deduction are all instantly indicated and calculated. 
A simplified code system for employees, designating 
their exemption status for any payroll period—weekly, 
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biweekly, semimonthly, monthly, daily, and so on, is 
included with the chart. The tables are printed in 
large, easily read type on 8'% x 11 inch durable ledger 
paper. and the book is tabbed for instant reference to 
any of its eight sections. 

Complete information on the new item, Stock No. 
A 528, which retails for $5, may be obtained by address- 
ing the publisher, Delbridge Calculating Systems, Inc., 
at St. Louis, Mo. 


— = eee! 


LOUIS MELIND COMPANY OFFERS VALUABLE 
CARTOONING COURSE TO YOUNG ARTISTS 

In a new promotional plan of the Louis Melind 
Company, 362 West Chicago Avenue, Chicago, II1., 
makers of ink and marking equipment, a valuable 
cartooning course prepared by a famous artist, Nick 
Nichols, is offered aspiring young cartoonists for the 
nominal sum of 25 cents and a Justrite Drawing Ink 
box top. Mr. Nichols is now Dean of Cartooning at 
the American Academy of Art. 

The same instruction offered in the course has 
trained such well-known cartoonists as Rick Yeager 
(Buck Rogers), Jack Ryan (Streamer Kelly), Ken 
Ernst (Apple Mary), Jim McMenemy (Draftie), Mort 
Greene and scores of others. 

Advertising insertions will coincide with the open- 
ing of school. A score of juvenile magazines, includ- 





NICK NICHOLS WITH SAMPLE LESSONS 
FROM HIS NEW CARTOONING COURSE 


ing The American Girl, Open Road for Boys, Child 
Life and Young Catholic Messenger, as well as art 
and popular scientific magazines, will be used. Plans 
also call for radio and direct mail promotion of the 
course. Dealers will be provided with store tie-up 


material. 
——-e 8 — 


EATON VARIES USUAL WARTIME SLOGAN 


“Buy U. S. War Bonds” is unquestionably the most 
widely employed wartime slogan in advertising. Many 
advertisers, however, have adopted wartime slogans 
created to arouse some patriotic action directly in 
their own particular “sphere of influence.” 

One of these is the Eaton Paper Corporation, whose 
fall and winter advertising includes the message: 
“LIGHTEN THE AIRMAIL LOAD—USE EATON’S 
LIGHTWEIGHT PAPERS.” This slogan has been de- 
signed into the signature plate for the company’s 
social and typewriter-paper advertising. 

Always having paid close attention to Post Office 
figures for trends influencing its business, Eaton has 
been deeply concerned with the wartime predicament 
of the U. S. Air Mail Service. Surveys show that many 
business firms as well as individuals are using more 
than their “fair share” of plane space and carrying- 
capacity through the use of ordinary-weight station- 
ery, rather than lightweight stationery especially de- 
signed for air mail use. 

Pioneers in the manufacture of lightweight papers 
(Eaton forebears made their first lightweight papers 
for use on the Pony Express), Eaton has also pioneered 
in demonstrating to the public the efficiency and econ- 
omy of using special papers for this special mail 
handling. This, however, is the first time a slogan of 
this sort has been made part of the company’s signa- 
ture in advertising. 
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Ever hear of Vulcan-izing 


an accountant ? 





F  Senanieaet these days, are busier than 
blonde hostesses at dances for service 
men. And buying more office supplies than 


ever before—particularly carbon paper! 


Busy people aren’t easy to see and sell— 
unless you can help them solve their 
problems. But that, of course, is where 


Roytype dealers shine! 


Accountants have a problem. As they usu- 
ally compress a vast amount of work into 
corporate balance sheets or brief statistical 
surveys, it’s a combination of pride and 
smart sales psychology for them to present 
these reports with impressive dignity. For 
this purpose they favor crisp bond papers— 
not only for originals but for carbon copies. 


Sell the Vulcan Special 


That’s where you come in—to assure them 
of distinguished-appearing carbon copies... 
sharp, clear, and clean when they use the 
handsome, high-grade bond papers that they 
prefer. Back your assurance with Vulcan 
Accountancy Special ...for this exceptional 
Roytype product was especially designed to 
serve this courtly practice of the accounting 


profession. 


Accountants, in case you’re overlooking 
them, use a lot of carbon paper. And when 
Vulcan helps dress their brain children, it 
not only makes satisfied customers, it creates 
that pleasant kind of repeat business that 
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holds doors open wide for many other profit- 
able sales. 


Complete line of Roytype 
Carbon Papers 

The Roytype line is so complete it includes 
a carbon paper to suit every typing requirce- 
ment ... and one that meets every com- 
petitive price range. Nationally advertised 
Roytype Carbon Papers are the best pro- 
moted of all carbon papers! 


Complete line of Roytype Ribbons 
Offer your discriminating customers another 
important help in producing quality work. 
Recommend Roytype finest-quality type- 
writer ribbons! Roytype Ribbons—like Roy- 
type Carbon Papers—are made by the Royal 
Typewriter Company to match the name 
and fame of Royal, the ‘“World’s No. 1 
Typewriter!”’ 


If you are interested in becoming a Roy- 
type dealer, there are openings available in 
many important centers. Write us today for 
full information. 





Roytype Division 


ROYAL 
TYPEWRITER COMPANY 
2 Park Avenue, New York 16 
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Representatives of office equipment concerns abroad, visiting the United States, are cordially invited to make the offices 
of this journal their headquarters. The staff at the main office, 600 W. Jackson Blvd., Chicago, and the staff at 
the branch in charge of G. C. Wheeler at 1023 Pershing Square Bldg., Pershing Square, 42nd St. and Park Ave., New 
York, will be happy to be of any possible service. While the facilities at New York are not so many as at Chicago, 


LONDON NOTES AND NEWS 
By Mrs. S. S. Elliott 


Assistant Secretary, Office Appliance Trades Association of Great Britain and Ireland, 
4 St. Bride Street, London, E. C. 4 


London, July 23, 1943 


During the past 30 years there has been much diver- 
sity of opinion as to what legally is a “book.” It is 
defined by the dictionary as ‘a number of sheets of 
paper bound or stitched together.” Learned counsel 
has ruled that any arrangement which makes a single 
whole out of a number of sheets by holding the sheets 
together in due order is fitly called a “book.” The 
query did not arise before the influx of loose-leaf 
books, the definition of a book being accepted as a 
number of sheets stitched or glued together, the par- 
ticular arrangement varying in different periods, and 
according to the needs of commerce and learning and 
their desire to record their activities entailed in the 
accruing of financial gain or knowledge. 


Books Originally Called Manuscripts 


In the very early days, long before the vogue of 
printing, such documents were designated manuscripts, 
“books” being a much later title. 

The definition of a book has been news from time 
to time, especially when men of eminence refused to 
admit loose-leaf books as evidence in a court of law. 
No book, whatever its definition, is acceptable as evi- 
dence in British courts of law. They being simply 
allowed to be produced by a witness to refresh his 
memory and for the convenience of the court. 

The definition of a book within the meaning of the 
Companies Act and its repercussion on the use of 
loose-leaf books has sorely occupied the minds of the 
office appliance industry. 

It has insisted that an Act of Parliament render a 
legal definition. Modern commerce uses loose-leaf 
systems, whether in sheet or card. In fact, modern 
business methods and machines would not be possible 
without the employment of loose-leaf books or card 
systems. Modern office practice adopted by the major- 
ity of leading financial, industrial and commercial 
concerns involves the use of loose-leaf or card systems 
for all books of record and account. 

Some precise definition of the various types of book 
or record which appear to fall within the meaning of 
the term “book” in the various Acts of Parliament is 
long overdue. The government of Australia has offi- 
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cially described loose-leaf minute books as being quite 
satisfactory from a legal point of view. 

At the present juncture a new committee on com- 
pany law has been appointed by the Board of Trade 
under Mr. Justice Cohen, and the industry is urging 
that it consider this subject of a legal definition of a 
“book.” 

There is one American member of the Committee 
—Professor A. L. Goodhart., K.C..—professor of juris- 
prudence at Oxford and editor of the Law Quarterly 
Review. The professor also presides over the American 
Outpost and is a member of the American Chamber 
of Commerce in London. 

The factory of one concern in the industry recently 
had a remarkable escape from damage, when a lone 
raider dispersed bombs in its locality. Its 3,000 em- 
ployees had a few minutes previously walked out 
through the entrance where a bomb fell. Although the 
principal offices were damaged by blast there was no 
hold-up on production. The factory premises were 
untouched, proving the efficiency of the blast walls 
provided. 

A tribute to the London telephone service . . . within 
two hours after the bombing all telephones were in 
full working order.—SSE 


* * 


Bridgebuilders’ Program Features Typewriters 


On August 5, Orrice APPLIANCES received a cable 
from Albert Edward Lowe of Lowe’s Typewriter Com- 
pany, London, England, informing us of an important 
typewriter broadcast to be aired from BBC, London, 
on that date. Mr. Lowe is one of the outstanding fig- 
ures of the British typewriter field, is a past president 
oi the Typewriter Trades Federation and has been 
a member of the Council from the date of its forma- 
tion. The program “Bridgebuilders” is a series of inter- 
esting discussions on various topics and is designed to 
foster closer co-operation and fellowship between the 
great English-speaking nations on opposite sides of 
the Atlantic. The August 5 broadcast, which was de- 
voted to a resumé of what has transpired in the type- 


(Turn to page 49, please) 
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SHEAFFER'S VOYAGER 
CAN BE MAILED OVERSEAS 


WITHOUT REQUESTS 
FROM SERVICEMEN! 


From September 15 to October 15, for Army personnel, and up to November 15 for Naval 
personnel, post offices will accept Christmas parcels for members of the Armed Forces 
serving outside the United States without requests from addressees—and guarantee delivery 
in time for Christmas! 





NOW is the time to display Sheaffer's Voyager in your windows and on your counters. 
Make it a point to get your share of the increased Voyager business that will inevitably 
result from the Government's special Christmas ruling. The Voyager is an ideal gift for 
servicemen abroad who must write V-Mail to the folks at home if they want fast, sure 
mail service. Suggest the gift that brings back the letters! 


W. A. SHEAFFER PEN COMPANY, FORT MADISON, IOWA 


SHEAFFER'S 
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MEETINGS—CONVENTIONS— DINNERS 





ADDRESSOGRAPH-MULTIGRAPH FETES CREW OF 
FLYING FORTRESS “MEMPHIS BELLE” 

In a gigantic rally, the first event of its kind ever 
sponsored by Addressograph-Multigraph Corporation, 
Major Robert K. Morgan and the crew of the “Mem- 
phis Belle” were accorded the laurels they so nobly 
deserved on July 8 at Cleveland, Ohio. It was a real 
homecoming for Major Morgan, who had worked at 
A-M for nine months when he was learning to service 
Multigraph equipment. He was personally known to 
hundreds of his friends and buddies of the production 
line, who were glad to see him come back a hero. And 
hero he was, along with every man of his crew, for the 
famous B-17 “Memphis Belle” had made 25 devastating 
trips into German-held territory, blasted enemy in- 
stallations with 60 tons of bombs, knocked down eight 
German planes and scored “probables” on seven more. 

The speakers’ platform for the occasion, 96 by 24 
feet, was occupied by 204 people representing both la- 
bor and management. Every effort was made to ac- 
commodate representatives from labor, management, 
government and outside at the luncheon held in the 
plant dining room. A resolution, voted by acclamation, 
was presented the fliers at the rally. 

An attractive number of the A-M News, the Mem- 
phis Belle Rally Edition, in which scores of interesting 
“shots” taken at the rally appear, has been prepared 
by the company in commemoration of the event. 
——? 2 
RANDAZZO HONORED BY KANSAS CITY DEALERS 

More than 40 office machine dealers of Kansas City 
and their families joined together on the evening of 
July 17 to pay high honor to Robert Randazzo for his 
splendid work as president of the Kansas City Office 
Machine Dealers Association and to extend their con- 
gratulations on his election as regional vice-president 
of NOMDA. 

The meeting took the form of a party held on the 
grounds of the John Sizemore home in Kansas City. 
Mr. Sizemore is a newly-elected director of NOMDA 
and for years has been prominent in typewriter and 








office machine work in Kansas City. During the eve- 
ning he presented Mr. Randazzo with a gold wrist 
watch, suitably inscribed, on behalf of the entire group 
of his fellow dealers. Chairman of the Board Irwin 
Vincent and Secretary Turner made a special trip to 
Kansas City for the occasion. 

The guest of honor has been called into the armed 
forces and left Kansas City for active duty August 12. 
Now past the age limit for active combat service, it is 
expected that he will soon be back aiding his brother 
in the operation of the General Typewriter Company 
of Kansas City. 


« a 
DENVER TYPEWRITER DEALERS ORGANIZE 

The independent dealers in Denver met at a dinner 
at the Oxford Hotel on Monday evening, August 2, for 
the purpose of forming a local association. 

Immediately following dinner, the meeting came to 
order with Cecil E. Brown. a director of the national 
association, acting as chairman. After a general dis- 
cussion on the possibilities and general purposes of an 
organization in Denver, an election of officers was 
held, and by-laws accepted. The following officers were 
elected: Cecil E. Brown, Typewriter and Adding Ma- 
chine Emporium, president; Alfred Honour, Honour 
Typewriter Company, vice-president, and Fred James, 
Typewriter Exchange, secretary-treasurer. 

It was voted that the Denver association would be- 
come affiliated with the National Office Machine deal- 
ers association as a body. 

Typewriter firms forming the new association in 
Denver are as follows: The All Makes Typewriter Com- 
pany, The American Typewriter Exchange, The Arch- 
enhold Typewriter and Adding Machine Company, 
The Denver Typewriter Company, The Honour Type- 
writer Company. The I.X.L. Typewriter Company, The 
J. S. Stahl Typewriter Company, The Typewriter and 
Adding Machine Emporium and The Typewriter Ex- 
change. 

Full co-operation was pledged by members of the 

(Turn to page 53, please) 
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WESTERN SALES REPRESENTATIVES OF BOORUM & PEASE MEET IN NEW YORK 


Left to right, Geo. Lazier, J. J. Walder, Geo. Anderson, 
C. H. Law, Geo. Gresham, J. Gomez, Frank Riviera, 
T. B. Edwards, Al Lietz, Herb Beckman, J. F. Chap- 
man, Duncan Conklin, Steve Stout, Leo V. Downey, 
vice-president in charge of sales, John W. Tamany, 
president, Geo. Hanson, Arthur Shearman, Courtney 
Wall, F. Burton Brewster, Donald Marsh, assistant 
treasurer, and E. C. Clifton. The meeting took place at 
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the company factory, with the dinner party being held 
at the New York Athletic Club. John W. Tamany, pres- 
ident of the company, opened the conference with a 
discussion of problems peculiar to western territories. 
Special attention was devoted to the company’s Con- 
servation Line, designed to help stationers satisfy cus- 
tomer demand under the present governmental restric- 
tions and regulations on wartime orders. 
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There’s a big ready market for 
ACE’S NEW WARTIME MODEL 


Thousands of factories are now turning out critical 
war equipment—airplanes, engines, jeeps, guns, 
tanks and countless other products. These concerns 
are granted liberal priority ratings and are in 
position to buy essential time and labor saving 
equipment. Undoubtedly some of these factories 
are located within your trading area. 





Ace’s New Wartime Model offers every dealer a 
splendid opportunity to capitalize on this lucrative 
business. When you offer the new 402-V Model you 
give your trade a stapling machine that embodies 
all the skillful, precision engineering and fine work- 
manship that has made Ace the leader in the 
stapling industry. Shipments will be allocated to 
those qualifying with proper priority ratings. 


SOLD THROUGH DEALERS EXCLUSIVELY 

















ACE FASTENER CORPORATION © 3415 NORTH ASHLAND AVENUE + CHICAGO 
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REPORTS OF IMPORTANT 


EVEN'Is AND ACCOUNTS 


OF NOTEWORTHY 





ACTIVITIES 


OF THE MONTH IN EVERY DIVISION OF THE INDUSTRY 
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FRANK C. MORSE RETIRES AS PRESIDENT OF 
BROWNE-MORSE COMPANY 

After 36 years of active participation in the steel 
office furniture company founded by Frank C. Morse 
and Richard H. Browne in 1907, the former has retired 
as president of the concern, a post he has held since 
the death of Mr. Browne in 1934. In the reorganization 
of the management, which took place at the annual 














FRANK C. MORSE 


meeting of the company on July 20, Walter Larsen 
was named president, George E. Osterhouse vice-presi- 
dent, general manager and treasurer, and William J. 
Browne, son of Richard H. Browne, secretary. Mr. 
Morse was named chairman of the board of directors, 
which will consist of three new members, Walter Lar- 
sen, Paul Johnson and Joseph Horness, and three hold- 
overs, William J. Browne, George Osterhouse and 
Frank C. Morse. 

The Browne-Morse Company was founded by Mr. 
Browne and Mr. Morse in Muskegon, Michigan, dur- 
ing the panic year of 1907. Prior to the organiza- 
tion Mr. Browne had been with the J. J. Howden Com- 
pany and Mr. Morse with the Shaw-Walker Company. 
During the concern’s first 27 years, Mr. Morse served 
as secretary and as sales and advertising manager, 
taking over the presidency in 1934. The company 
shifted from wood to steel office furniture production 
in 1920, and during the decade which followed a con- 
siderable expansion of production facilities and trade 
areas occurred. 

The new arrangement gives Mr. Morse opportunity 
to devote his energies to activities that have been 
avocations up to this time. In addition to many civic 
interests, he expects to indulge a bit more extensively 
in golf and fishing. He looks forward with pleasure to 
the long-sought vacation which his retirement from 
the presidency of the company makes possible. 
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MELIND COMPANY MARKS GOLDEN ANNIVERSARY 


Tribute was recently paid to Louis Melind, president 
of the Louis Melind Company, marking equipment 
and other stationery products manufacturer—at a 
golden anniversary celebration held at the home of- 
fice of the company in Chicago. 

The Melind Company’s history is really the history 
of its president, who today directs the same organiza- 
tion that he founded and has served as president for 
50 years. 

The Louis Melind Company, manufacturers of a 
complete line of marking equipment and inks, was 
actually started with a capital of $164. Today, the 
company owns two large manufacturing plants in 
Chicago, another plant in Brooklyn, N. Y., and has 
complete warehouse facilities and sales offices in New 
York, Chicago, Los Angeles, and San Francisco. 

Despite having passed his 74th birthday, Louis 
Melind is at his desk or on the road making dealer 
calls every day in the year, with the exception of a 
few weeks off annually to relax and enjoy well-earned 
vacations, but even during these periods he often 
visits the Justrite dealers in the vicinity and “writes 
a little business.” 

Mr. Melind arrived in New York in 1886 at the age 
of sixteen. Soon, following the trend of the times, he 





LOUIS MELIND 


pushed west and obtained employment in Chicago as 
a compositor with the C. & A. Morgan Company. In 
1893, Charles Morgan called Louis in to see him and 
said, “Louis, you have been with me for four years 
and during that time you have learned to make excel- 
lent rubber stamps. You have sound business judg- 
ment, you always think first of the customer, and 
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WOOD DESK ACCESSORIES 


are contributing importantly to our war effort 


OFFICE 


WOOD —has demonstrated its versa- 
tility by successfully supplanting 
steel filing equipment in defense 
plants and Government agencies all 
over the country. 


WOOD—has done a remarkable re- 
placement job for industry in general 
and “IMPERIAL” is proud to have 
participated in this program. 


WOOD— is a patriotic product and 
should be included in your post war 
plans. 

May we send you 


g 
. 


our catalogue No. 45? 
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OXFORD PENDAFLEX 
—a post wor filing method 





Bn that post-war period of better things, thousands of office filing systems will be 

modernized with Oxford PENDAFLEX* file folders — the folders that HANG in the file. 
PENDAFLEX* is no dream product. Right now, in thousands of PENDAFLEX* installations, 
sizable economies in file operation costs are being 

effected. Office managers and workers 

are enjoying greater efficiency and conveniences not possible with 


conventional file folders. The Oxford PENDAFLEX* method is being proved 





again in the best crucible of all — war industry — 
which is giving it rigorous service under the toughest wartime conditions. 
With Victory, as we are able to increase production now 


limited by war restrictions on materials, 





PENDAFLEX™ will be available : 
OXFORD filing sfipily CO. 


for all. 


"ah ed Trade k 340 MORGAN AVENUE, BROOKLYN 6, N. Y. e 125 SO. 8th STREET, ST. LOUIS, MO. 
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when you say you will do a thing, you do it. Above 
all, you are honest. I am turning the stamp business 
over to you. Pay for it out of your earnings.” 

With this humble beginning and with the courage 
to progress, Louis Melind has made many contribu- 
tions that today are taken as commonplace in office 
and shop routine. 


More than 5,000 loyal dealers today are selling all | 


the Justrite merchandise that can be ground out by 


constantly expanding facilities. The personnel of the | 
company is at an all time high. A large night shift | 


keeps the specialized manufacturing equipment turn- 
ing out daters, numberers, office outfits, and scores 
of other administrative necessities in ever-increasing 
quantities. Despite these increased production figures, 
it has been impossible to meet today’s demand for the 
3500 Justrite items manufactured by the Louis Melind 
Company. Close to 90 per cent of the total output is 
high priority business and for months it has been the 
constant aim of Louis Melind to increase production 
so that anyone who needs a Justrite item will not have 


to be without it. 
ee ee 


HAMILTON JOINS SHEFFIELD CORPORATION 


Clarence W. Hamilton, for ten years advertising, 
sales promotion and public relations manager of The 
Globe-Wernicke Company, Cincinnati, O., has resigned 
his position to become public relations director of 
The Sheffield Corporation, Dayton, O., makers of ma- 








 G. W. HAMILTON 


chine tools, precision instruments, gauges and tool- 
room products. Previous to joining Globe-Wernicke, 
Mr. Hamilton served as publicity manager of The 
Crosley Radio Corporation, as sales and advertising 
manager of The Cooper Corporation, Findlay, O., and 
as sales promotion and advertising manager of Fire- 
stone at Akron and of The Dayton Rubber Manufac- 
turing Company at Dayton, O. 


>>? 


H. O. ATWOOD ASSOCIATES IN NEW QUARTERS 

Last month H. O. Atwood Associates moved to a new 
location at 97 Reade Street, New York 13, N. Y. In 
making the announcement about the change, Harold 
Atwood pointed out that the new quarters provide 
more space, a total of 2,500 square feet, and better 
facilities for handling the lines represented. The com- 
plete line of Aico products is now stocked in larger 
quantities than was possible in the former location. 
The products of the Bert M. Morris Company and 
Service Industries, Inc., are also handled now on a 
larger scale. 

At the time of the removal, H. O. Atwood Associates 
took over the Blake Manufacturing & Sales Company, 
former producers of leather index tabs and similar 





items. All Blake production equipment was acquired | 


and will be used for small special service orders of 
dealers in the New York area. All large orders of a 
special character and all stock line orders will be 
handled through the Aigner organization. 
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IMPRESSIONS 


US: Ernie, did you ever consider the importance of the word 
=o “impression” as related to the typewriter? 


ERNI *. Wo. but come to think of it, the typewriter could be 
4 


called an “impression making machine.” 


US: Ah! you have hit the nail on the head. However, aren't 

row © you thinking of the typewritten copy? There is a more 
important “impression” than that. You may rebuild a 
customer's typewriter, and install an Invincible-100 platen, 
so it functions perfectly. You know, that machine will 
give excellent “impressions.”’ But, letters produced on it 
have a light and dark, mottled appearance. The carbon 
copies can hardly be read. What “impression” de you 
think such letters and copies make on your customer's 
clients? 


ERNIE: Oh, you are speaking of those “penny wise and pound 

y 4¢ foolish’ customers. They pay a good price for a quality 
rebuilding job and then use poor quality ribbons and 
earbon paper, or use their ribbons and carbon papers 
too long. 


US: That's it. Such customers should be seld on using Invin- 

wie cible and Everlasting Brand Ribbons and Carbon Papers. 
Their excellent quality makes their use economical. By 
their use, the typewriter’s “impression” becomes impressive, 
a source of good-will fer your customers. 


The Three Necessities 

for good “IMPRES.- 

SIONS” 

Invincible & Everlast- 
ing Ribbens. 

Invincible & Everlast- 
ing Carbons. 


Invincible 100 Platen. 















The new AWMS 
Catalog is the 
only complete 
Catalog of Type- 
writer parts! 


AMERICAN 


WRITING MACHINE STORES 


DIVISION OF REMINGTON RAND INC. 
115 WORTH ST. NEW YORK CITY 
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The famous 
CHAMPION CLASP 
ENVELOPE... 


available in 


39 sizes. 


Well, frankly, it’s an old Quality 
Park custom. Durability, economy, 
toughness, quality, seams that stay 
put, firmly anchored ties, finger pro- 
tecting clasps, gumming that sticks 
. .. those are features synonymous 
with Quality Park . . . those are a 
few of the many good things you 
find in Quality Park Envelopes. 


SELL QUALITY PARK 


and you build a repeat business in 
merchandise on which you can get 
prompt delivery. We are working on 
priority war orders so at times delay 
in shipping is unavoidable, but we 
are working overtime shifts and are 
prepared in most cases to fill and 
ship your order immediately. 


If you haven't a Quality Park 
catalog ond price list, write for 
your copy TODAY. 





ENVELOPE COMPANY 


eli; tele @laila cme: lal: 








LEGISLATIVE COMMITTEE OF NOMDA ACTS TO 
OBTAIN RETROACTIVE TYPEWRITER PAYMENTS 

The Legislative Committee of the National Office 
Machine Dealers Association with the aid of President 
Nicholas H. Fucci, Chas. J. Krause, Jr., attorney for 
the association and Harry Turner, secretary, are work- 
ing on the proposition of obtaining retroactive pay- 
ment on typewriters sold to the procurement division 
of the Treasury Department prior to January 14, 1943. 

Contract buyers are requested to report to Chair- 
man J. W. Densford, Shawnee, Okla. the number of 
machines sold to the government from dealer’s stock 
and also the number of machines purchased for the 
government from schools and commercial owners 
prior to January 14, 1943, together with a statement 
of how much should be paid to owners of such ma- 
chines. A full and complete statement of the number 
of machines and the amount of money involved is 
desired so the committee can get the information to 
Congress when it meets in September. This applies to 
all buyers for the government, whether members of 
the NOMDA or not. Attorney Krause is preparing a 
bill to be introduced by Congressman Lyle H. Boren 
of Oklahoma at the request of Mr. Densford. It is 
especially desired that information as to the number 
of typewriters purchased from schools be listed so the 
Congressman may know how much of this refund 
payment would go to schools of the country. All con- 
tract buyers are urged to write to their congressmen 
and acquaint them with the movement so a cross sec- 
tion of the country may be represented. Each member 
of the legislative committee will receive reports from 
dealers near them which they will compile and for- 
ward to Mr. Densford in Oklahoma. Members of the 
committee are: J. W. Densford, chairman, Shawnee, 
Okla.; Wm. Clausing, International Typewriter Co., 
Chicago; O. A. Bloom, Lincoln, Nebr.; L. M. Deans, 
Atlanta, Ga.; Ernest Raphael, Boston, Mass.; W. H. 
Estment, Richmond, Calif.; John Sizemore, Kansas 
City, Mo. 


—><-—_——— 


TURQUAND RETURNS TO UNDERWOOD 


W. F. Arnold, general sales manager of Underwood 
Elliott Fisher Company, has announced the return of 
W. G. Turquand to the company. Mr. Turquand has 
been in Washington for nearly two years, assisting in 
the war effort. He will be attached to Mr. Arnold’s 
staff in the home office. 

Mr. Turquand was loaned to OPA and later to WPB 
to head the government’s typewriter procurement pro- 
gram. Mr. Arnold commented that Turquand’s recall 
to active duty with Underwood is in keeping with the 
company’s program of post-war planning for a strong 
and vigorous selling organization. 


*~<_—- 


RIDLEY OPENS NEW STORE IN FARGO 

R. J. Ridley, who has spent all but ten years of his 
life in Fargo, N. Dak., and has been in business in 
the state for the past 25 years, has opened an office 
equipment store at 69 Fifth Street North, in Fargo. 
A complete line of office supplies, office furniture, 
equipment and machines, new and used, will be car- 
ried. Ediphone dictating machines, Remington Rand 
business machines and Panama ribbons and carbons 
will be featured lines. 

Mr. Ridley will also maintain an office machine re- 
pair shop, equipped to service all makes of machines. 
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Page 33 of August OFFICE APPLIANCES stated errone- 


ously that Lamont H. Wood was 1942 president of the 
NOMDA. The story should have designated Mr. Wood 
as chairman of the board of directors, 1942-43, and 
Irwin Vincent as president. We deeply regret the error. 
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\ Yes — another new SPEED... And a honey — even if it has 

a wooden- base and less of critical wartime materials .. . 

When it comes to a test of efficiency and durability, you 

won't have to apologize for SPEEDWAY PUNCH No. 72! 

Its cutting dies are hardened steel; metal springs, of 

course; it has the SPEEDWAY adjustable paper gauge 

and SPEEDWAY’'S hand-safety feature too... also a 
receptacle for punchings. 


—— EEE. 
FZZZZD ': THE ORDER OF THE DAY 
Ey 


SPEED PRODUCTS COMPANY 


37-18 NORTHERN BOULEVARD, LONG ISLAND CITY I, N. Y. 





a4 OFFICE APPLIANCES, September, 1943 i 








p! 


has 


rou 
72! 
of 


1Y 


43 


F. P. SEYMOUR CELEBRATES SILVER 
ANNIVERSARY WITH HORDER’S 
Frederick P. Seymour, first vice-president and sec- 
retary of Horder’s, Inc., Chicago, celebrated 25 years 
of service with his company and a quarter century 
of residence in Chicago on September 1. He is also a 
director of the Illinois Chamber of Commerce, The 
Chicago Better Business Bureau, The Chicago Theo- 





F. P. SEYMOUR 


logical Seminary and the Avenue State Bank of Oak 
Park. He is past vice-president of Rotary No. 1. 

Before joining Horder’s, Mr. Seymour was advertis- 
ing and sales promotion manager of the L. E. Water- 
man Company in New York and had served in similar 
capacities with the Dennison Manufacturing Com- 
pany. Since 1896, he has been constantly and prom- 
inently active in the office supply and stationery in- 
dustry. 

Mr. Seymour married Ivy Horder in 1914 and took 
up residence in Oak Park. There are five children: 
Mrs. D. H. Koehler, Mrs. H. M. Melum, Mrs. Arthur I. 
Appleton, Frederick P. Jr. and William Horder Sey- 
mour. 

In. addition to his commercial and civic activities, 
Mr. Seymour is a Shrine Mason and is a member of 
Union League Club, Chicago Athletic Association, Oak 
Park Country Club, and First Congregational Church 
of Oak Park. 


CLARK A. SHERMAN COMPLETES 35 YEARS 
WITH ROYAL 

Clark A. Sherman, supervisor of typewriter assembly 
at the Royal Typewriter Company plant, recently cele- 
brated his thirty-fifth anniversary with the organiza- 
tion, and was warmly greeted by his fellow employees 
at the plant and Royal’s home office. 

Mr. Sherman has earned his advancement step by 
step to his present position, and his valued help dur- 
ing pre-war days has credited him with being the 
executive largely responsible for the quality of Royal 
typewriter production. Keeping an individual record 
of all typewriter stock, parts in process and raw ma- 
terial during the war is one of Mr. Sherman’s impor- 
tant duties today, as well as planning with others on 
new ideas for post-war production days. 

“Al” Sherman is well known as an amateur photo- 
grapher, and has won many awards for his mag- 
nificent photographic talents. Congratulations go also 
to the 35-year veteran on his grand family, of which 
he is justly proud. He has a son, two grandsons and 
a son-in-law all serving in the armed forces of the 
nation. 

- ol 
PAPER EXECUTIVE ADDRESSES ROTARY GROUP 

W. J. LaCrosse of the American Writing Paper Cor- 
poration of Holyoke, Mass., addressed the Glen Falls, 
N. Y., Rotary Club at a luncheon meeting August 12. 
In his talk, “Problems of the Paper Industry in War- 
time”, Mr. LaCrosse described changes and improve- 
ments that have been made in the paper industry to 
overcome handicaps arising out of war conditions. 
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Ames supply Company 





With the 
increased tempo of 


WAR 


and the 
resultant burden on 


BUSINESS 


Typewriters work 
longer harder hours 








BE PREPARED 
with the Necessary 
TRUE-MARK 


PLATENS 
PARTS, TOOLS and 
SUPPLIES—to 


KEEP ’EM TYPING 


ForPromptand Efficient 
Aid—Depend on 


AMES SERVICE 








564 W. Randolph St., Chicago 





37 Murray St., 583 Market St., 

New York — San Francisco 

1905 Commerce St. PRINCIPAL CITIES 11 Pryor St., 
Dallas Atlanta 











4 














45 


























REpuc:.. 


Your Office Manpower 
Needs in Systems 
Work. .. with the 


REX-O- graph 
FLUID TYPE DUPLICATOR 


Increased paper work—with decreased office staff 
—is a a te today in most offices. Many firms 
have lightened this burden effectively and economi- 
cally with the REX-O-Graph Fluid Type Duplicator. 
For with a REX-O-Graph even the most inexperi- 
enced operator can turn out systems work, reports, 
orders, shop runners FASTER, more accurately, and 
at lower cost. 


Exclusive features like the Quick-Change Master 
Clamp, 100% Roller Moistener, Lightning Paper 
Centering Device and others, save time, fluid, 
paper. . . . Give you sharp, brilliant copies IN- 
STANTLY, no waiting for saturation, no pump to 
rime or service. Just insert your Master Copy and 


START TURNING. 


Ask for the REX-O-Graph Dealer's name in your city, 
or write for details on the REX-O-Graph to fit YOUR 


needs. 
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(Continued from page 24) 


to the order give prices for rebuilt Underwoods, Rem- 
ingtons, Royals, L C Smiths and Noiseless. 

“Rebuilt” means dismantled, cleaned and reassem- 
bled, with all imperfect type and worn parts replaced, 
re-aligned and readjusted, and the main frame refin- 
ished. 

“Reconditioned” means cleaned, re-aligned, ad- 
justed and re-assembled with replacement for im- 
perfect type and worn parts. Ceiling prices of re- 
conditioned machines are $12.50 lower in each case 
than for rebuilt machines. 

“Used” typewriters, neither rebuilt nor reconditioned 
but in good working order, have ceilings $20 lower 
than similar rebuilt machines. 

Any used typewriter in a condition not covered by 
these three categories may be sold for not more than 
$10 above the trade-in allowance set out in manufac- 
ers’ price list. 

A typewriter of other make or higher serial number 
than those listed in the order may be sold for not more 
than 75 per cent of the list price of the new machine. 

Specified additional amounts may be charged for 
“English and French” keyboards. 

Rent for an office or business typewriter must be no 
more than $5 monthly for 10-inch carriage, $7.50 for 
16- or 20-inch carriage; or $10 for 26-inch carriage. 
Rent for a standard student machine with 10-inch 
carriage must be no more than $3 monthly or $7.50 
for a three-month period. 

For inspecting and servicing the charge must not be 
more than $1.50 an hour, plus the cost of parts or 
materials. 

The order does not refer to portable typewriters. 

Every second-hand typewriter in Canada that is not 
in active use is liable to be called for service. The 
Used Goods Administrator may require the owner of 
any used typewriter to sell it, if he is not using it and 
cannot show a need for it in his business or house- 
hold. Other clauses insure fullest use of second-hand 
typewriters throughout the country.—RC 

- ite 


“@ | SANGER, VETERAN CARTER SALESMAN, RETIRES 





Above: Model MF with “Quick-Change” Master Clamp. Auto- 
matic feeding, printing, counting and stacking. Available to 
industry with priority rating. 


REX-O-graph, Inc. 


3725 NORTH PALMER STREET 
MILWAUKEE 12, WISCONSIN 
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IN FIFTIETH YEAR OF SERVICE 


Herbert B. Sanger, a veteran of a half-century of 
service as a carbon and ribbon salesman, retired from 
the field on July 1 on account of his health and the 
increasing pressure of business under wartime con- 
ditions. 

Mr. Sanger first sold typewriter ribbons for Carter, 
Dinsmore & Company in 1894 and was a pillar of 
strength during the difficult infancy of the ribbon and 
carbon business. He introduced the line not only 
from the eastern coast to the Mississippi River, but 
also in Cuba, Mexico, Canada and England. He in- 
stituted Carter’s first major selling plan and engi- 
neered many delicate adjustments with ink and ad- 
hesive salesmen and customers. 

One of the true old-timers of the industry, Sanger 
will be missed not only by his fellow-workers, but by 
his circle of hundreds of customers and companions 
of the road as well. 

September, 1943 
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NINGS OUTFIT 


A compact outfit that provides an up- 
to-date, simplified record of employee’s 
earnings for as many as 50 employees. 
Provides columns for Withholding tax, 
O.A.B.,War Bonds and other deductions. 


OUTFIT NO. ER-150 
Consists of: 
2m - 1 No. 345-98 Ring Binder, size 8 x 10%, with 
two 34” capacity rings, 6” centers. Bound in 
: es black Levant Grain Imitation Leather, stiff 
wer covers. Title on cover stamped in gold foil. 
a 50 Sheets No. VF-945P—Earnings Record. 
i 5 Sheets No. VF-950P—Summary Form. 
ad- 1 No. 731-1 Index divider sheet with celluloid 
dl tab titled “Summary Record”’. 
me Ask for circular No. D1203 


ase was SIZE 8x10% 
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Provides for a complete record of time worked, earnings and deductions. 


he SUMMARY FORM NO. VF-950P 
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i- et A departmental pay roll summary record for a year, with monthly and quarterly totals. 
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a STEBCO 





THIS YEAR — 
Nationally advertised a never before 


Beginning this Fall in the pages of Life, Fortune, the story of STEBCO brief cases and portfolios. 
Esquire and Nation’s Business, the famous little This national advertising is specifically designed to 
STEBCO man is stepping out to tell millions of create consumer acceptance for the famous STEBCO 
readers—your present and future customers— brand—both for present and post-war markets. 





Life, Fortune, Esquire and Nation’s Business blanket the country —STEBCO 
advertisements in these publications will reach over 25 million readers, 
month after month—thousands in your community—hundreds who pass 


your store every day. 


Watch for these advertisements 
in your favorite magazines 


STEIN BROS. MFG. CO. 


231 S. Green Street . Chicago, Illinois 
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BRIDGE BUILDERS 


(Continued from page 34) 

writer field in England since the outbreak of war, 
follows: 

STUART: Hello, Bridgebuilders. This is Nicholas 
Stuart, back again as master of ceremonies to greet 
you on our radio bridge of understanding. Right here 
with me in the studio are four people who want to 
talk with the retail storekeepers of North America. 
These four will talk about Britain’s war-time prob- 
lems and they feel that you are faced with problems 
just like their own. . . . They are interested in what 
you think. When you have heard them, drop us a line 
telling us about yourself and your job. 

The address: Bridgebuilders, c/o BBC, London, Eng- 
land. We will gladly find someone who shares your 
interests to answer that letter. 


Mrs. Jolly Talks About Typewriters 


But let’s come back to our retail storekeepers. Here 
is Mrs. Jolly, who is manageress of one of the London 
showrooms of the Lowe’s Typewriter Company. 

JOLLY: The typewriter trade has changed a good 
deal with the war. No one can buy a typewriter with- 
out first obtaining a license from the Board of Trade. 
Licenses are only issued to firms on work of national 
importance, industrial concerns, government depart- 
ments and so on. That, combined with the fact that 
very few typewriters are being manufactured, means 
that we sell about half as many as we did before the 
war. 

STUART: How about repairs to old machines? 

JOLLY: Oh you don’t need a license for that and 
our repair service is much the same as it used to be, 


even though our staff. has been cut by about 60 per | 


cent. In many cases women mechanics have replaced 
the men and I must say they’ve picked the work up 
amazingly quickly. 

STUART: That’s becoming a familiar tale, isn’t it, 
Bridgebuilders? What’s the price of a typewriter these 
days, Mrs. Jolly? 

JOLLY: A Standard office model costs around £30— 
that’s about 135 dollars. I know that because we had 
an American in the other day asking about prices 
and I’m afraid he was badly shaken when I gave him 
the answer. 

STUART: Have you been a long while in the type- 
writer trade, Mrs. Jolly? 

JOLLY: Over 16 years now. I started out as a high- 
speed typewriting demonstrator. 

STUART: How fast could you go? 

JOLLY: I reached 140 words a minute. I tried to 
teach typing for a while but found I hadn’t the pa- 
tience, so I went into the selling end of things and 
that’s where I’ve stayed. 

STUART: And I’m sure Lowe’s Typewriter Company 
is very glad of that, Mrs. Jolly. Tell me though, did 
your showroom suffer in the blitz at all? 


Effects of Bombing 

JOLLY: The showroom where I work had the win- 
dows blown out several times, but our branches in 
different parts of London were blitzed 15 times. 
I must say, our mechanics were wonderful at that 
time. They clambered through flooded basements to 
drag out rusty old typewriters and they went into 
offices while there were unexploded bombs in the 
streets outside. Once our own works was badly dam- 
aged, but the mechanics went on working in a tem- 
perature just over freezing point with no water in the 
factory and no heating of any kind. 

STUART: That’s a grand record, isn’t it, Bridge- 
builders? 

JOLLY: I think we all follow the example of our 
Chief, Mr. Lowe, who was on the spot all the time. 
He’s been in trade for 33 years and he certainly helped 
to keep us all cheery and bright. 

STUART: That’s a tribute any employer might well 
be proud of. 
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Your customers are waiting 
for the Sensational New 


PAY ROLL 
TAX INDEX 





Model No. PX430 


Rapidly and accurately determines 


WITHHOLDING TAX 


Every employer is a prospect because the 
Rapid Pay Roll Tax Index is: 


TIME SAVING— 


A twist of the wrist produces exact tax—Saves time 
—Large easy-to-read figures insure accuracy. 


PRACTICAL— 


Occupies but 6 x 102 inches desk space—precision 
construction— solid wood cabinet, handsomely 
finished. 


PERMANENT — 


Will not become obsolete when tax rates change— 
simple to insert new charts. 


NIVERSAL demand for this universal index— 
comes complete with wage bracket and 
exact computation charts for all pay periods. 
Only one item to stock. Here is the first ap- 
pliance for all enployers—and the real profit 
maker for alert dealers NOW. Rapid Pay Roll 
Tax Index is a non-priority device — you sell it 
without restrictions. Stocks on hand for immedi- 
ate delivery. Order your sample today — be 
the first to offer this permanent, needed time 
saver to your customers. 


RAPID OFFICE DEVICES, INC. 


135 So. La Salle Street, Chicago 3, Illinois 
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SUBSTITUTES 9 
¥ 


—SURE, 
WE HAVE ‘EM! 


Folks who know ACCO Products often ask 
us why we don’t advertise our non-metallic 
fasteners and substitutes for other pre-war 
items. Our answer is that we have never 
seen a really perfect substitute for ACCO 
steel Fasteners. 


But we can all be glad that although steel 
fasteners are out for the duration their work 
continues to be done with non-metallic sub- 
stitutes. And ACCO substitutes, like all 
ACCO Products, we believe to be the best 


obtainable. 


SO—during wartime you may continue to 
concentrate your selling on ACCO Fasteners 

the non-metallic kind. And you may still 
assure your customers that ACCO is the best 


anyone can buy. 


A < Cc oO 


PaG@oewais, inc. 
39th AVENUE and 24th STREET 
LONG ISLAND CITY, N. Y. 
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PRINTING & OFFICE SUPPLIES 
IN THE REPUBLIC OF BOLIVIA 


By P. L. SANCHEZ LAMO, 
Director-Owner, 
"Horizontes'’ Commercial Organization, 
La Paz, Bolivia. 
OLIVIA, the country that you know from my previ- 
ous article published in the December, 1941, issue of 
OFFICE APPLIANCES, continues to progress. 

Advance is not only being made in industrialization, 
but also in bringing to the people of Bolivia a higher 
degree of culture. Realizing the possibilities in this 
direction, the country is giving every opportunity to 
those who are prepared for it. 

The nation is making improvement day by day, de- 
veloping notably in the art of printing. Bolivian labor 











Ths 


MR. SANCHEZ LAMO 





is not unmindful of the machine, as I am especially 
aware because I had the opportunity to meet repre- 
sentatives of labor when they came to my office re- 
questing information about the typesetting machines 
of which I am the distributor. 

In my contacts I learned that Bolivian laborers are 
largely Indian in origin. They are keen thinkers and 
appreciate the advantages of mechanical equipment. 
In less than four months I sold a dozen composing 
machines to their representatives. This group pub- 
lishes a newspaper, books and cultural magazines, all 
carrying well-written, interestingly-presented articles 
of all types. In this way the labor group offers its 
members opportunities to increase their knowledge 
and extend their cultural horizons. 

I am a devotee of the printing art and desire to see 
it put to more complete use as an instrument for 
furthering understanding and good will between the 
Americas. I should like to say that I am a native of 
Europe, arriving in Bolivia some years ago and subse- 
quently directing all my energies to facilitating 
Bolivian printing. As part of that work I have used 
my commercial knowledge for the purpose of finding 
solutions to labor’s problems. 


Large Consumption of Stationery 


Passing to the subject of stationery supplies, I am 
happy to inform you of the large annual consumption 
of ink, papers, pencils, and so forth by the school 
children of Bolivia, the majority of whom are of the 
indigenous race. There is also a noticeable daily in- 
crease in the consumption of stationery items in offices, 
public services, and so forth, due to the exigencies of 
the times. On this line alone, Bolivia expends at pres- 
ent three-quarters of a million dollars. 

I wish to impress upon manufacturers of these par- 
ticular lines the necessity of joining in closer relations 
to Bolivia, not only for commercial purposes, but be- 
cause of the contribution we, your neighbor country, 
can make by increased consumption of these products 
and the resultant exchange of vital materials. 
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Any business form of which copies are 
required, can now be copied in real Black. 
Invoice — Purchase Order — Price Inquiry 


— Material Requisition — Payroll Form — | 


Factory Order — Production Record — In- 
spection Report — Shipping Order —Receiv- 
ing Report — Assembly Order — Sales 
Bulletin — Sales Analysis — Instruction 
Sheet — Inventory Record — etc. 





Black Hi-test master units and Black Hi- 
test Dupli-Forms, as well as Black Hi-test 
spirit carbon are now available for the 
jet-rife process. Used with Old Town . 


jet-rite duplicating fluid, clear, legible 


off on any 
Regular 


Black copies can be run 
Spirit Duplicating Machine. 
standard colors are available as 
Specimens and prices on request. 


usual. 


_ Make OLD TOWN Your Headquarters for Duplicating Supplies 


OLD TOWN HI-TEST MASTER PAPER - 


OLD TOWN HI-TEST COPY PAPER - 


eo) e seks Bei skle Sal. ice 2aiis) 
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Foremost Makers of Ribbons and Carbons for Every Use 


750 PACIFIC STREET, BROOKLYN, NEW YORK, N. Y. 


Jet-rite The CLEAN PROCESS No Soiling of Hands or Copies 





THE MOST COMPLETE FOLDER LINE 
Kraft & Manila File Folders in 4 Weights’ 








‘Tue Shaw-Walker Dealer sells large 
quantities of file folders because he has 
the most complete line of file folders on 
the market. 

There’s a Shaw-Walker file folder to 
correctly fill every kind of filing require- 
ment—and at every price. 

The Shaw-Walker line of Kraft folders 
cannot be duplicated anywhere at any 
price. Shaw-Walker manila folders have 
no superior. 

Because they can make all folder 
purchases from one _ source, Shaw- 
Walker Dealers effect the following 
substantial savings :— 

@ EARN MAXIMUM QUANTITY DISCOUNT 

@ SAVE MONEY ON FREIGHT AND HANDLING 
Built Like a @ REDUCE INVENTORY. 


Skyscraper 
File folders are only a small part of 
HAW- ALKE the Shaw-Walker 4000-item line of filing 
systems and filing supplies, many of 
which are obtainable only from the 
Factory and Home Office Shaw-Walker Dealer. Jnvestigate this 


MUSKEGON, MICHIGAN profit opportunity. 


- —_ = —_- — ~ 7 — - EEE 


LARGEST EXCLUSIVE MAKERS OF OFFICE FURNITURE AND FILING EQUIPMENT | IN THE WORLD 
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DENVER TYPEWRITER DEALERS 
(Continued from page 36) 
new association and an active and strong association 
in the “Mile High City” anticipated. The name, “Type- 
writer Dealers Association of Denver,” was taken as 
the official title of the new association. 
—————>o—= > —____ 


GREAT LAKES TRAVELERS NOTES 

The regular monthly business meeting of the Great 
Lakes Travelers Club held Friday, July 30, was short 
and snappy. In the absence of President Hy Linden, 
Former President Ed Rohrs took the chair. After the 
usual self-introduction, Ed introduced his son J.m, 
who is a lieutenant in the Air Corps. Secretary Earl 
Collins and Treasurer Duncan Conklin gave their re- 
ports and then the membership application of George 
S. Weygant, Hedges Manufacturing Company, was 
approved. Secretary Collins reported that R. G. Milne 
of the Art Metal Construction Company is continuing 
the membership formerly held by B. L. Henderson, 
who was recently transferred to the Pacific Coast. 

—— 9 —<-o——_—__—_ 


DIEBOLD CHICAGO BRANCH HOLDS PICNIC 

Clouds hid the sun early Saturday morning, August 
21, but they soon cleared away to make the weather 
perfect for the first picnic of the Chicago branch of 
the Diebold Safe & Lock Company. At eleven o'clock 
members of the sales, service and clerical staffs, accom- 
panied by wives, escorts and children, began arriving 
at Grove No. 1, Cermak Park, Lyons, Ill. Somebody 
produced a ball and a bat, and the program was 
started. Soon sides were chosen, the ladies present 
adding grace and beauty as well as playing skill. 





DIEBOLD CHICAGO BRANCH PICNIC.—The upper pic- 
ture shows the whole crowd in repose before the camera. 
Below is the committee responsible for the success of 
the event. Left to right: Andrew Brzezenski, assistant 
general chairman; Larry Troy. general chairman; Cliff 
Thorburn, transportation; G. P. Albright, sports; Rexford 
Meadows, refreshments; Jack Solomon, publicity. E. J. 
Olson was originally in charge of sports, but his vaca- 
tion took him out of town on the day of the picnic. 


Branch Manager Larry Troy starred as pitcher and 
“managed” to have the game called for lunch in time 
for his side to win the game. 

Contrary to the custom at most picnics, the Diebold 
folks didn’t bother to carry lunches. Good and plenti- 
ful food was provided for the 60 in attendance at this 
home office sponsored picnic. 

The afternoon was devoted to resting after the big 
lunch, another ball game, some badminton playing and 
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This is a photo of a nice filing cabinet having acute 
indigestion. If only all those copies of letters and 
reports had been on thin paper, the filing clerk wouldn’t 
be in such a dilemma. Modern thin papers save postage 
and typing time, as well as filing space. MILLERS 
FALLS and GIBRALTAR ONION SKINS have long 
been favorites with discriminating and shrewd adver- 
tising and purchasing executives. Today we find it 
difficult to fill all of Uncle Sam’s and regular orders, 
but we’ll do our best. Use more thin paper! 





*% % * 


Would you like a Millers Falls Onion 
Skin (25% Rag) or a Gibraltar Onion 
Skin (100% Rag) SAMPLE BOOK? 





MILLERS FALLS 
PAPER COMPANY 


in 


MILLERS FALLS, MASS. 














53 














J-S-STAEDTLER-INC-NEW YORK 





54 





general hilarity. The joy in the occasion was clearly 
indicated by the answer to Manager Troy’s query, 
“Do you want to have a corn roast in September?” 
He received an enthusiastic and unanimous response 
in the affirmative. 

Invitations had been sent to Diebold staffs in St. 
Paul, Minn., St. Louis, Mo., and Detroit, Mich., but 
transportation restrictions prevented any attendance 
from out of town. A letter was received from A. J. 
Roos, president of the Diebold Safe & Lock Company 
at Canton, Ohio, expressing his regret because of 
inability to be present. 

: _— 

TOM TENGG HONORED AT SURPRISE PARTY 

Tom Tengg, member of the firm of Nic Tengg, sta- 
tioners, San Antonio, Tex., was greatly honored on 
the night of August 17 when approximately 100 of his 
old friends, including public officials, business ac- 
quaintances, and the attorney general of Texas, Gerald 
C. Mann, sponsored a surprise dinner at which he was 
the star guest. 

And a surprise it was! Throughout the prepara- 
tions, Mr. Tengg, thinking that the dinner was for 
another local business man who was a good friend, 
had worked diligently, rounding up guests, making 
reservations, following through on the printing of 
programs, and other work connected with the affair. 
Rumors came to him that he was to be the honor 
guest, but his suspicions were definitely quieted when 
he arrived at the hotel on the night of the banquet 
and saw the “dummy” menu and program given out 
bearing the name of his friend. 

Then, when the toastmaster, Charles W. Carroll, 
sponsor of the party, made the announcement that 
Mr. Tengg was the real guest of honor, he was speech- 
less. 

In praising Mr. Tengg, Frank G. Huntress, publisher 
of the San Antonio Express and the San Antonio 
Evening News, and the man for whom Mr. Tengg 
thought the party was being arranged, remarked: 

“We are gathered here to do honor to a great 
friend, a wonderful friend. I assure you that he is the 
caring and sharing sort of friend who is always will- 
ing to help any man have a happy time. Let us 
appreciate this friend, for he is the kind who is the 
friend of everybody.” 

Mr. Huntress then presented Mr. Tengg with a fine 
watch as an expression of appreciation from the busi- 
ness leaders and public officials who had gathered to 
pay him homage. In addition, each guest gave some 
individual present of a humorous nature to the value 


of 50 cents——BCR 
- ee 9 


N. Y¥Y. STATIONERS’ GOLF ASSOCIATION HOLDS 

7TH AND 8TH TOURNAMENTS OF SEASON 

Noted for enthusiastic turn-outs at its numerous 
meetings, the Stationers’ Golf Association of New York 
has completed the seventh and eighth scheduled tour- 
naments of the 1943 season. 

The seventh tournament, held at Plandome Golf 
Club, Plandome, Long Island, was one of the most 
heavily attended this year, 26 members and 12 guests 
turning out. Low gross for the day went to R. A. 
Weissenborn with an 83. Mr. Weissenborn shared Class 
A net honors for the day with R. J. Urmston, both 
finishing with corrected nets of 70. Class B net was 
won by G. W. Fairchild with a 75. 

The eighth tournament, held at North Hills Golf 
Club, Douglaston, Long Island, was also well attended, 
21 members and 7 guests participating in the play. 
Low gross for Class A was captured by R. Sainberg, 
who carded an 87, while C. Schatzlein was awarded 
Class A net honors with a 70. J. Bosworth won the 
Class B honors for the day, also scoring a corrected 
net of 70. At the close of the eighth tournament, S. 
Kahn still dominated Class A with 13 points, while 
H. Yager topped the Class B group with 14 points. 
The ninth tournament was scheduled to be held at 
Scarsdale Golf Club on August 18. 
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Impressions 


KK ccanweite CRYSTAL STENCILS 
have revolutionized stencil cutting! The top Crystal Sheet that 
protects the typewriter completely eliminates type-filling ... 
type-cleaning...feed-roller swelling...chop-outs! 


The result: SHARPER and CLEANER impressions~—saving of 
time—longer life for your typewriters. Compare KLEANWRITE 
CRYSTAL STENCILS! One trial will convince you of their 
superiority. 


*Reg. US. 
Pat, Off. 


Now Available in Cellulose and Non-Cellulose 


ATTENTION DEALERS: Some exclusive territories are still 
avaiiable ... Write today for samples and information on our 
Exclusive Dealership Plan! 
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The Guest Book 


Guy L. Denison, representative of The Esterbrook 
Pen Company in Los Angeles, Calif., stopped in be- 
tween trains to sign the Guest Book and visit briefly. 
He was followed an hour or two later by his “boss,” 
Harry Homer, South Pasadena, Calif.. who signed for 
himself and another Esterbrook man, George W. 
Silman of San Francisco. All three were on their way 
east to participate in a sales meeting of Esterbrook 
representatives. Mr. Homer, a fifty-year man in the 
industry, confessed that attending the sales meeting 
was only part of his purpose in journeying across the 
country. His other objective was to show Guy Denison 
that there are interesting places in the United States 
outside the boundaries of California. Mr. Denison 
could have no better guide than his “boss.” The visits 
were made July 30. 

George A. Wilkerson of Springfield, Mo., signed the 
Guest Book August 2. After some six or seven years as 
a retailer Mr. Wilkerson established himself early this 
year aS a manufacturers’ representative traveling 
from Kansas and Missouri to Texas. He spent a week 
in Chicago visiting with Wells Office Furniture Com- 
pany for whom he sells, and other industry manu- 
facturers. 

Elden Meek, commercial stationer in East Palestine, 
Ohio, agent of Art Metal Construction Company, Royal 
Typewriter Company and other well known concerns, 
signed the Guest Book August 4. He had come to 
Chicago for merchandise and ideas and probably se- 
cured both. He expected to be in a new and larger 
store before time for this issue of OFFICE APPLIANCES 
to go to press. Although interested primarily in com- 
mercial lines, Mr. Meek is giving special attention to 
preparations for holiday trade. 

Harold 0. Atwood of New York, representative of 
G. J. Aigner Company and Bert M. Morris Company, 
called at the office of this journal August 6 accom- 
panied by Elmer Krumwiede, Aigner Company’s sales 
manager. Mr. Atwood and his wife, who also is well 
known to the trade in the New York area, spent a 
week in Chicago on business affairs, the city being old 
home to both of them. Mr. Atwood was connected 
with the Chicago office of Eberhard Faber before 
establishing his own business in the East. The growth 
of his operation led to removal to larger quarters, 
announced elsewhere in this issue. 

Joseph Taskman, vice-president in charge of sales 
of Mohawk Chemical Products, Inc., Philadelphia, 
visited with the office of this journal by telephone 
August 7. He had come to Chicago in promotion of 
the sale of the company’s product, Sten-O-Fren, and 
planned stops in Wisconsin and in Cleveland before 
returning. He found dealers eager to investigate new 
lines of merchandise, his company sharing well in the 
lively demand. 

W. B. “Billy” Schmiederer of Buxton & Skinner 
Printing & Stationery Company, St. Louis, called at 
the office of this journal August 23 accompanied by 
Herb Walsh of Ace Fastener Corporation. He took 
advantage of a summer vacation to come to Chicago 
for a visit with his daughter and to call upon friends 
in the trade. Of particular interest was the George 
Olney Album, prepared and presented to “Uncle” 
George by William J. Kennedy, St. Louis stationer, at 
the first annual convention of the National Stationers 
Association, held in St. Louis in 1905. Mr. Kennedy 
made the presentation on behalf of the St. Louis club 
and the national association, Mr. Schmiederer being 
among the many stationers present. A story of the 
album appears in the February 1943 issue of this 
journal. Going through its pages, Mr. Schmiederer 
found letters of tribute to Uncle George from every 
part of the United States and pictures of men well 
known in the industry 38 years ago, including one 
William Schmiederer wearing a full handlebar 
mustache. Mr. Schmiederer intended to return to St. 
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Another Reason 
For Selling 


BARKLEY ZU TAB INDEXES 





Positively, valuable inches are 
saved in any kind of filing drawer 
because BARKLEY Plastic TAB 
INDEXES have the entire body 
above the guide card. Thus a 20 
to 40% saving is assured. 


Remember this feature when talking TAB INDEXES, plus 
the additional features of Magnified Visibility, Smooth 
Non-Snag Surfaces, Full Range Visibility, etc. .. . then sell 
your customers BARKLEY Plastic TAB INDEXES and you 
are sure of satisfying them every time. 





Write for samples and 
complete information now! 


OFS Fan +720 51.6R 0 Gan OOF 


CHICAGO. ILL 


JEFFERSON STREET 
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Louis at the end of the week and Mr. Walsh had his 
plans to fly to St. Paul in time for the Northwest 
Stationers annual golf tournament, following which 
he intended to bring back his sales manager, William 
E. “Bill” Smith, as his passenger. 

Mr. and Mrs. H. C. Pratt of the Emery-Pratt Com- 
pany, Lansing, Mich., registered in the Guest Book on 
Tuesday, August 24. In Chicago to search out art and 
gift lines for Christmas, they took time out to give 
us an appreciated call. Slowness of deliveries is the 
reason they are negotiating for December holiday mer- 
chandise while summer is still in warm evidence. 


ee 


GROWTH OF THOMAS OFFICE & SCHOOL SUPPLY 
RESULT OF ONE MAN’S EFFORT 


Back in 1933, Walter M. Thomas, owner and one- 
man staff of the Thomas Office & School Supply, 
Rogers City, Mich., started selling Remington port- 
ables as a sideline to a small magazine mail order 
business. To this beginning he added L C Smith- 
Corona adding machines, Shaw-Walker products, and 
many other lines. His original outlet was a small 
Main Street location, which was soon supplanted by 
more capacious quarters. 

The coming of the war proved a serious handicap 
for Thomas, even threatened liquidation, but the pur- 





THOMAS OFFICE & SCHOOL SUPPLY 


chase of a local gift and jewelry shop whose owner 
had been called to the colors assured continuance in 
business. On April 1, 1943, he took over the Town Gift 
Shop, expanding his field to include greeting cards, 
stationery, glassware, souvenirs and school supplies. 
Thomas Office & School Supply also maintains a re- 
pair department for office machines, manufactures 
picture frames, and enjoys a healthy mail order busi- 
ness in adding machines, cashiers, safes, bookkeeping 
records and similar items. 

Now firmly established, Mr. Thomas has signified 
his willingness to take on new lines of merchandise 
from manufacturers, jobbers and wholesalers inter- 
ested in representation in his area. 


ee 
TWO RETIRING HIGGINS EMPLOYEES PENSIONED 


At a party held recently by the Higgins Ink Com- 
pany, Inc., two retiring employees, with a combined 
total of 85 years of service, were awarded life pen- 
sions. Joseph I. Connelly, assistant vice-president, 
and Cora Stewart, forelady of the filling department, 
were the guests of honor. Mr. Connelly joined the 


_ company in 1900 and Miss Stewart in 1901. 


Factory and office co-workers presented Mr. Con- 
nelly with a complete traveling kit and Miss Stewart 
with a beautiful set of dishes. The company, in addi- 
tion to providing pensions for the pair, presented 
them with engraved wrist watches as remembrances. 
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PATENT NO. 2.299.014 


Makes the essential data stand out in sharp contrast. 
Easier, quicker, more accurate reading results in fewer 
errors. This process puts two colors on a blank sheet in a 
single run. A big aid to war-jammed plants. No added 


work; cleaner, faster. 


..-— UNI-MASTER SAMPLES AND 
DETAILS OF THIS NEW 
PANAMA-BEAVER IDEA 


MANIFOLD SUPPLIES COMPANY 


(MAKERS OF PANAMA-BEAVER PRODUCTS ) 
UNI-MASTER DIVISION 


Send for 


/@ese THI RDB AVENUE ° BROOKLYN 17, W.Y. 
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Pontiac , 


Those three little lines typed on his order mean that this dealer will get his shipment 
of Liberty Boxes many weeks in advance of a regular stock order. To be sure, he has a 


stock order in our plant now . . . and he'll get it in due time. This is just a “fill-in.” 


He has already delivered the order to his WAR PLANT CUSTOMER from his stock 
and sent this “fill-in” order to us immediately, Because it is definitely classified as a 
WAR PLANT ORDER with the plant identified by name, we can give it preference in 
shipping. In this way the dealer is partially maintaining his present supply of Liberty 


Boxes until his regular stock order comes through. 


May we suggest that you follow this practice. It means you'll get much faster delivery on 


all Liberty Boxes sold to WAR PLANTS. 


If you have not already received our Bulletin No. 687 covering 
complete details on this subject, write for it at once. It is important. 


STORAGE BOXES 


REG. U. S. PAT. OFF. 
The National Standard for 25 Years 





BANKERS BOX COMPANY 536 SOUTH CLARK ST. CHICAGO 5, ILL. 
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ROYAL ANNOUNCES FOUR NEW APPOINTMENTS 

Executives of the Royal Typewriter Company late in 
August announced several new appointments and 
shifts in personnel. M. V. Miller, vice-president of 
the company, stated that David H. Collins has been 
named to head Royal’s newly-established personnel 
division, and will take immediate charge of the home 
office and branch personnel department. The new de- 
partment will develop standard practices to aid in 
the selection of all new home office and branch office 
employees, and will supervise activities designed to 
offer every employee greater opportunities for ad- 
vancement and increased rewards for outstanding 
work. 

Mr. Collins is ideally qualified for this important 
new assignment. He assumes his new post with a 
wide background of experience in the Royal organiza- 
tion, a keen understanding of human nature and an 
intimate knowledge of modern personnel procedure. 
He joined Royal in the advertising department in 
1931, and was successively promoted to the posts of 
general sales analyst in 1934, foreign statistician in 
1937 and branch sales correspondent in 1942. 

Three appointments were also announced by Sales 
Manager J. F. Vreeland of Royal’s Roytype Division. 
J. W. Flanagan has been named a Roytype supervisor 
for an important midwest territory. He takes over this 
new assignment with a thorough background of suc- 
cessful experience in the ribbon and carbon field, and 
is well equipped to aid salesmen and dealers in the 
successful marketing of the Roytype line. 

Albert W. Ruppert has been appointed wholesale 
Roytype representative, covering the Cleveland, Akron, 
Toledo, Detroit and Grand Rapids territories. As a 
Roytype salesman for the past four years, Mr. Rup- 
pert has displayed a keen talent in this field, and has 
set an enviable record. He assumes his new duties 
with every qualification for success. 

Wendell Paul Meek has been selected to fill the post 
of Roytype wholesale representative in southern Cali- 
fornia. His long experience in the carbon and ribbon 
business has equipped him with a full knowledge of 
its operations and well qualifies him for his new 
assignment. Dealers and salesmen can look to Mr. 
Meek with confidence for practical merchandising 
advice. 

© 
GREAT LAKES TRAVELERS GATHER AT 
WESTWARD HO 

The second 1943 golf outing of Great Lakes Travel- 
ers Club was held on the afternoon and evening of 
August 26 at Westward Ho, which is located on Wolf 
Road north of Melrose Park, Ill. Although rain had 
fallen all the night before and during the day of the 
outing until one o’clock, about forty-two hearty mem- 
bers participated. Some casual water was experienced, 
but the dampness of the course did not extend to the 
spirits of the players. 

Following the dinner, George Cormack of Wilson 
Jones Co., who had made all the arrangements for 
the outing, acted as master of ceremonies in present- 
ing awards. First for low gross went to W. J. Sunder- 
land of National Pencil Company. First low net went 
to Harry Balch of Quality Park Envelope Company. The 
next six in order for net scores went to Charlie Jones, 
C. L. Barkley & Co., Hugh Burras, Cless O. Burras 
Stationery Co., Inc., Oak Park, Ill.; George Tapner, 
Industrial Tape Corp.; Ben Allen, American Pencil 
Co.; Parle Cooley, Bates Manufacturing Co., and Eldon 
Just, Just & Son. Other prizes went to A. P. Franz, 
Franz Stationery Co.; Duncan Conklin, Boorum & 
Pease Co.; A. Kutok, Chandler’s, Inc., Evanston, IL; 
Jess Peck, Springfield Stationery Co., Springfield, II1.; 
Herb Walsh, Ace Fastener Corp. 

The rain which preceded the play influenced some 
who had planned to attend to stay away, but for 
those who participated the golf and the dinner were 
most enjoyable. In keeping with the spirit of the day 
most of the prizes were War Savings Stamps. 
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YES e @ e Quality Park has a repu- 
tation for good service as well as good 
envelopes. Maintaining delivery sched- 
ules these days is a difficult task . . . but 
we are doing our best. Uncle Sam’s 
war orders naturally come first — if 
there’s any delay in your shipment, that’s 
why. But we are “burning the midnight 
oil” — working 24 hours per day — and 
making every effort to give your orders 
immediate delivery and maintain the 
Quality Service you expect from Quality 
Park. 
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For Our Country 


ve 


Industry Members Now Serving With the 


Armed Forces of the United States. 


James F. Strong, former credit manager for the 
Victor Adding Machine Company, recently was com- 
missioned a lieutenant, junior grade, in the United 
States Navy. Lieutenant Strong reported for duty at 





LT. JAMES F. STRONG 


Wellesley, Mass., on August 2. He will receive special 
training at Babson Institute before being assigned to 
the Service of Supply. 

Lieutenant Strong joined Victor three years ago and 
served as credit manager until Pearl Harbor. He was 
then appointed Coordinator of War Contracts for the 
company and remained in that capacity until his 
enlistment. He is a graduate of Northwestern Univer- 
sity and prior to his connection with Victor was asso- 
ciated with Firestone for a number of years. 

Hiram Ashe, advertising and sales promotion man- 
ager of Visible Index Corporation, 535 Fifth Avenue, 
New York, N. Y., left the organization on August 9 
to enter the armed forces of the United States. Dur- 
ing his leave of absence, Mr. Ashe will continue to 
serve Visible Index in an advisory capacity. 

Folger Fellowes of the Bankers Box Company, Chi- 
cago, was inducted into the United States Army late 
in July. On August 14, when his furlough was up, he 
journeyed to a designated Army post and entered into 
active service. 

en 


BROCKMAN TO MANAGE LEGERTON STORE 


Felix E. Brockman, formerly vice-president of the 
Brockman Company, Charlotte, N. C., and for the past 
13 years manager of Cecil’s Office Equipment Com- 
pany, High Point, N. C., has been named manager of 
Legerton & Company, Inc., Charleston, S. C. The 
Legerton organization specializes in the distribution 
of books, stationery and office supplies in the South 
Carolina metropolis. 
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Ai wenicans know the importance of teamwork, of 
pulling together for Victory . . . to win the war abroad, 
to beat production records at home. 

One team is successfully speeding the paper work of 
war and war industry . . . Standard Duplicators and 
Standard Duplicator Supplies. 

Experience has produced a complete “duplicator line” 
of supplies physically and chemically matched to give 
best results (brightest copies and longest runs) when all 
are used in combination as a team. 

Prevent trouble, avoid breakdowns! Stick to Standard 


quality products! 

® Standard Carbon Paper © Standard BX Fluid 

© Standard Copy Paper ® Standard Correction Pencils 

@ Standard Master Paper ® Standard Cleansing Cream 
* 


© Standard Master Prints 


nultaneously) 


STANDARD DUPLICATING MACHINES CORP. 


Dept. 17, Everett 49, Mass. 
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SIMPLEX INDEX 


Alphabetical guides 
of heavy grey press- 
board. Miscellane- 
ous folders, heavy 
blue manila. Name 
felders come in 
three weights. 


uskegon 


SERVICE 
INDEX 


No limit to expan- 
sion features or 
classification. Per- 
mits maximum 
speed in both filing 
and finding. 


MANILA 
FOLDERS 


38 styles and sizes, 
each in a wide 
choice of weights, 
provide the right 
answer to any fil- 
ing problem. 


ke More Sales 


and keep 
Customers Com eng! 











Here is a gold mine of customer 


opportunities. The Browne- Morse 


catalog of filing supplies is crammed 


with thousands of needed items, to 


help your sales volume. Get your 


copy today. Choose a well rounded 


PRESSBOARD 
FOLDERS 


1” and 2” expansion 
folders and all 
standard sizes and 
cuts are included in 
this extra-heavy 
duty line of folders. 
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CARDS AND 
CARD GUIDES 


Every standard size, 
weight, ruling and 
color of filing card; 
proper guides for 
any classification. 





buying habit of your best customers. 





VERTICAL 
GUIDES 


Tough, wear resist- 
ant guides made of 
pressboard or 
manila. A size and 
type to choose for 
every filing need. 


 Browne-Morse Company 
"36 Years of Leadership in Filing Supplies” Michigan 


stock of top-flight merchandise. You 


can make sales now and keep up the 
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ROBERT SAUTER 
Robert Sauter, 56, general manager of the A. W. 
Faber Pencil Company, Newark, N. J., for which he 
had traveled extensively, died August 20 at his home 
in Orange, N. J., after a brief illness. He had been 
with the Faber firm 32 years, starting as a bookkeeper. 








THE LATE ROBERT SAUTER 


He was widely known in the stationery industry be- 
cause of regular attendance at national and regional 
gatherings. 

Born in Germany, Mr. Sauter came to America 
when he was 24 and settled in West New York, N. J. 
He later moved to Newark and six years ago moved 
to Orange. 

Surviving are his wife, Mrs. Anna Messmer Sauter: 
a son, Corp. Harold Sauter, at Camp Claiborne, La., 
and a daughter, Margaret Rose. BJ 

- - / 
WILLIAM HENRY BROOKS 

William Henry Brooks, president of William F. Mur- 
phy’s Sons Company of Philadelphia, who served as 
president of the National Stationers Association during 
the critical years, 1917-19, of World War I, died at 
his home in Bryn Mawr, Pa., July 26, after a long 
illness. He was 76 years old. 





Teint - 
THE LATE W. H. BROOKS 


Educated in the Philadelphia schools and at Swarth- 
more College, Mr. Brooks was a life member and former 
vice-president and director of the Union League of 
Philadelphia. He also served as treasurer and for two 
years as president of the Stationers Guild of America. 
He was the founder of St. David’s Golf Club in Wayne, 
Pa., and had served as a director of the Philadelphia 
Bourse, the Philadelphia Board of Trade and the 
former United Security Trust Company of Philadelphia. 

Before moving to Bryn Mawr in 1933, he was a resi- 
dent of St. David’s, Radnor Township, Pa., for 30 
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Their Job Has 
Been MAGNIFIED Too! 


IN PEACE TIME, paper clips, pins 
and staples did well the job for which 
they were designed. Perhaps we 
have been prone to accept their func- 


tion too casually. 


MODERN WAR, accompanied by 
vast amounts of paper work, imposes 
still greater responsibilities on paper 
fastening devices—in the armed serv- 
ices, government bureaus and war 
With 


ment restrictions reducing permitted 


industries. current govern- 
consumption of steel, our diminished 
output must be devoted solely to 
these vital war needs. Under these 
circumstances, consideration can 
only be given to orders supported by 


the highest priority ratings. 


ae ae’ 
MANUFACTURING 


COMPANY 


900 E. 95th St. 


Chicago, Ill. 
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VARNING 


Any infringement of the name 


INK-O-GRAPH 


will be vigorously prosecuted 


In the Final Decree entered April 26, 1943 
in the United States District Court in 
Los Angeles, California, in the case of 
Ink-O-Graph Co., Inc. vs. Pen-O-Graph 
Co., this District Court upheld the na- 
tionally known trade mark Ink-O-Graph 
which has been extensively and contin- 
uously advertised on pencil-pointed foun- 
tain pens manufactured and sold for 
years exclusively by the Ink-O-Graph 
Co., Inc., located at 200 Hudson Street, 
New York City. The Defendants, their 
officers, associates, agents, 
clerks and employees are permanently re- 
strained from any use of the name “Pen- 
O-Graph” which the Court ruled is an 
infringement on “Ink-O-Graph”. 

In the permanent injunction issued, the 
Defendants are enjoined from using the 
term “Pen-O-Graph” upon or in con- 


attorneys, 


nection with the manufacturing, label- 
ling, marking, advertising, distributing 
or selling of any pencil-pointed pen or 
“stylo-graphic” pen and products of a 
like kind, or using directly or indirectly 
any other term in imitation or simulation 
of Plaintiff's registered trade mark “Ink- 
O-Graph”. 


Tue Court also ordered the Defendants 
to destroy within ten days all cartons, 
containers, labels, signs, advertising ma- 
terial, etc., on which appears the infring- 
ing term “Pen-O-Graph”; and the De- 
fendants must within thirty days oblit- 
erate the name ‘“Pen-O-Graph” from all 
pens in their possession or in the hands of 
dealers, jobbers, distributors, or agents. 
In addition the Defendants were or- 
dered to pay Plaintiff's attorneys’ fees. 


In order that reputable dealers and the public may be fully safeguarded 
against imitations, infringements and substitutions of inferior products, all 
infringers will be vigorously prosecuted. 


INKOGRAPH CO., INC. 


World's Largest Manufacturers of Pencil-Pointed Pens 
200 Hudson Street, New York 13, N.Y. 
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Tuem’s our sentiments! So until 
Uncle Sam gives the go-ahead on normal 
production, we've cut out selling talk 
and are using our national advertising 
solely for telling talk . . . telling present 
and future owners of Ink-O-Graphs how 
to get maximum service and satisfaction 
from their pens through proper filling— 
as explained in our instruction sheet 
which accompanies each Ink-O-Graph 


INKOGRAPH CO., INC. 


200 Hudson Street, New York 13, N. Y. 
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NO RESTRICTIONS 
ON GOOD WILL 


Constructive Selling TODAY 
Will Pay Big Tomorrow 













(and which should be given to each pur- 
chaser). For only 1 person in 5000 knows 
how to fill any fountain pen properly! 

Ink-O-Graph fall advertising will ap- 
pear frequently in the following list of | 
publications reaching more than 60 mil- 3 
lion readers—most of whom couldn’t be 5 
supplied with Ink-O-Graphs today but 
all of whom can be filled with good 
will for Ink-O-Graph tomorrow! 
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Test it against the field... 
Convince yourself 
that 


IMPERIAL ; 


HECTOGRAPH 


CARBON 4&4 


(TF. Wests Longe! 


Offers the biggest 
3. she market 








No right-minded manufacturer would issue such a bold challenge 





unless he were sure of his ground. 
We are sure. 
You, too, will be positive when you have tested IMPERIAL against the field, under any conditions. 
d 
t 


IMPERIAL MEDIUM—Designed for average runs and general use. Produces crystal-clear copies unmarred by car- 


bon specks. Can be used a number of times before discarded. 


IMPERIAL INTENSE—Ideally suited for long runs and 
for noiseless typewriters which require heavier touch. 
Wears down evenly without "breaking up" common to 


ordinary hecto. 





I 
MR. DEALER—after you have established IMPERIAL'S ’ 
outstanding excellence, your big surprise will come in 
the form of a profit margin which makes it very much a 
worth your while to push this item. Our policy of ; 
Dealer Protection applies to IMPERIAL Hectograph 
as it does to all our products. We do not and will 
not sell direct. \f you are interested in a fast seller : 
and rapid repeater, write at once for samples and I 
price schedule. . 
f 
c 


PEERLESS KEY-IMPERIAL MFG. CO., INC. | 


General Office & Factory: 401-407 Mulberry St., Newark, N. J. 


NEW YORK OFFICE, 321 Broadway r 

E 

Manufacturers with the dealers’ viewpoint Ss] 

BB 

DETROIT, 37 Linden St., River Rouge, Mich. © CHICAGO, 179 W. Washington Street LOS ANGELES, 528 S. Spring Street t] 
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years, and had served on the township department of | 


health for 16 years. 
Surviving are two sons, Robert D. of Rockport, Mass.., 
and T. Fraser of Bryn Mawr, and two grandchildren.— 


BJ 
' + 


FRED J. WEISS 
Fred J. Weiss, manager of American Writing Ma- 
chine Stores Division of Remington Rand, Inc., died 
in Philadelphia, Friday, August 6. Death followed a 
serious operation in May of this year. 
Mr. Weiss, who had been the Philadelphia manager 
for American Writing Machine since December, 1941, 





THE LATE FRED J. WEISS 


began his typewriter career as a salesman for the | 
Remington Typewriter Company in St. Louis in 1907. | 
He later established his own business in Omaha, Nebr. | 
Subsequently he became Pacific Coast manager for the | 


Woodstock Typewriter Company, wholesale salesman 
and portable department representative for Remington 
Rand in the Seattle office, then back to Woodstock as 
Pacific Coast manager with headquarters at Los 
Angeles. From the latter position he transferred to 
the post he held at his death. 

Mr. Weiss will be greatly missed not only by mem- 
bers of his own organization, but by his many friends 
in the industry-at-large as well. He is survived by 


his wife. 
+ - + 


ROBERT L. ROBINSON 

Robert L. Robinson, prominent Sturgis, Mich., resi- 
dent long associated with National Carbon Coated 
Paper Company of that city, died suddenly of a 
coronary occlusion on June 24. He was 54 years old. 

Mr. Robinson, who has been with National Carbon 
for 26 years, was serving as purchasing agent at the 
time of his death. He was prominent in Masonic 
activities in the Sturgis area. 

Surviving are his wife, a son, his mother, three 
sisters and a brother.—AK 


rt t + 


FRANK A. WILHEMI 
Frank A. Wilhemi, vice-president of the Standard 
Paper Company, Tacoma, Wash., died August 10 of a 


heart attack, suffered while he was playing golf. He | 


was 67 years old. Mr. Wilhemi had been in the whole- 
sale paper and stationery business in the Northwest 


for about 40 years. He was particularly well known by | 


commercial stationers throughout the state of Wash- 


ington. 
+t + + 


CHARLES R. HEDRICK 
Death came unexpectedly to Charles R. (Bob) Hed- 
rick, manager of the Joplin, Mo., branch of Underwood 
Elliott Fisher Company, at his home on July 24, just 
six days before his 59th birthday. He had been suffer- 
ing with a heart ailment for some time. Confined to 
the Veterans’ Hospital at Fayetteville, Ark., several 
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The NAME 
that speeds 
SELF-SERVICE 
| SALES 

| 





Here’s a suggestion to help you with that problem 
of reduced personnel: 


Put in a self-service counter and stock it with 
Dennison Goods. You'll find this display of 
nationally known stationery conveniences for 
| home, school and office will invite sales. 


Self-service is just one more good way to link 
your name with ours. We’re both proud of our 
reputations for honest values and high quality. 





Straight through the summer months Dennison 
Goods are being advertised in national magazines. 
We are maintaining for you that ready accept- 
| ance you have always experienced with this line. 








And you will find that most items of the Dennison 
line are still available. 


So set up a self-service display of goods marked 
with the familiar Dennison script and take full 
advantage of the name that helps you speed up 
sales. This merchandise will move itself! 
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TOPS w FEATURES, 
VALUE anv PROFITS 


Still Smashes Sales Barriers | 
Proved by Three-Year Record | 


In the three years Nev-R-Kurl Carbon | 
Paper has been on the market, its superior 

performance and quality has backed up | 
every claim made for it. Subjected to all | 





| 


kinds of tests under the most rigid condi- | 
tions, it has come through with flying | 
colors. Its features have converted cagey | 
buyers to steady customers. Repeat orders | 
have convinced dealers Nev-R-Kurl has no 
peer in the carbon paper field. Nev-R-Kurl 
is a product that wins friends and influ- 







ences people who use it, who buy it, who 
sell it—in offices and plants throughout 
the world. 











Absolutely a non-curling Car- 
bon paper. Lays flat when it's 
hot, humid or cold. 


Never trees or wrinkles when 
inserted into machine. Smudge- 
less. 


Actual experience and tests 
show 35°, to 50°, more copies 
obtained from each sheet. 


: ZIPIT 


FEATURE 


Special tab (shaded) 
and corner cut enable 
operators to separate 
all carbons from copy 
ad sheets with one pull. 





Universal because same sheet 
is efficient on standard or 
noiseless typewriters, billing 
or bookkeeping machines. 








© 


of 


Ii92 MILL STHReer 
ROCHESTER oer. 


LAPHILLIPS 


> > y 
President 
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months previously for observation, he was believed to 
be progressing nicely. 

Born at Waco, near Joplin, Hedrick attended Kansas 
State Agricultural College, served in the Navy in his 
youth and was in an Army officers’ training school 
when the Armistice was signed in 1918. He started 
in the typewriter business as a salesman in Springfield, 
Mo., but was transferred to Joplin later and became 
manager of the Underwood Typewriter Company 
branch before the consolidation of Underwood with 
Elliott-Fisher. He was a charter member of Joplin’s 
Rotary Club, also a past president of the club, belonged 
to the American Legion, and Blue Lodge and Scottish 
Rite Masonic bodies and was active in civic affairs 
in Joplin. 

Survivors include his wife and a daughter at home 
and a son, Charles Robert, Jr., aviation cadet at San 
Antonio. HHB 

+ - + 


MILLER O. DURE 


Funeral service for Miller Outcalt Dure, 58, purchas- 
ing agent and assistant secretary of the Globe- 
Wernicke Co., were held Monday, August 9, 1943. Mr. 
Dure, a nephew of the late Judge Miller Outcalt and 














THE LATE M. 0. DURE 


a cousin of Lt. Col. Dudley Miller Outcalt, died August 
6 at his residence, Wallace Avenue, Milford, Ohio, 
after an illness of six months. 

Born in Wilmington, Del., Mr. Dure lived in Cin- 
cinnati almost all his life. He was associated with the 
Globe-Wernicke Co. for 38 years. In 1910 was made 
purchasing agent and was also appointed assistant 
secretary in March, 1933. 

He was a member of the Syrian Temple Shrine, 
Scottish Rite, Kiwanis Club, and was a past master 
of the Pleasant Ridge Masonic Lodge. 

Mr. Dure is survived by his sister, Miss Ruth Dure, 
Milford, Ohio, with whom he lived, and a brother, 
Gilbert Dure, St. Louis. 


- t > 
WILLIAM H. BARNES 


William H. Barnes, proprietor of the Barnes Type- 
writer Exchange, 221 Meadow Street, New Haven, 
Conn., died at his home in Woodmont on July 19. 


| His death, the result of a heart ailment, came at the 


age of 72. 

Mr. Barnes was a native of Philadelphia, and had 
operated the typewriter concern in New Haven for the 
past 37 years. Prior to entering business for himself, 
he was a salesman for the Remington Typewriter 
Company. 

He is survived by his widow, Mrs. Annie Ross Barnes, 
and a daughter, Mrs. Ruth Ellerbeck. 


- + 
W. H. LACY 
W. H. Lacy, veteran salesman for Maverick-Clarke 
of San Antonio, Texas, covering the territory primarily 
to the south and southwest of the city, died at his 
home in San Antonio on July 21, following a brief ill- 
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A KEEN RACINE MERCHANT SAYS... 












A BILLION LETTERS A 
MONTH —that’s the number of 
letters going to and coming from the 
U. S. armed forces a/one! Billions 
more letters pass between us and our 
friends and relatives doing war work 
in distant cities. 

Smart retailers know these facts 
know that customers are using man) 
times the ink they did in peacetime. 

They realize, too, that customers 
are demanding the wartime protec- 
tion for their precious pens on/y 
Parker Quink with so/v-x can give. 
Yes, so/v-x—the exclusive Quink 


For V 
Quink in 


Red. 2 


hen 


TO YOUR MAN IN SERVICE: 


\ oul ~~, ma “> 


yaa RED CROSS 


-—Mail 
*“Micro-film Black’’ 
7 permanent colors: Micro-film 
Black, Blue-Black, Royal Blue, Green, Violet, Brown, 
washable colors; Black, Blue. 15¢, 25¢ and 
up. Also available in quarts and pints. 


Quink comes in 






prevents corrosion and 
actually cleans pens as 


ingredient 
rubber rot- 
they write! 
Join the alert dealers who are mak- 
ing handsome profits— often larger 
than pen sales ever were — by giving 
Parker Quink MASS DISPLAY! 
That’s the way to cash in on the 
great million dollar advertising cam- 
paign which has established Quink as 
the nation’s No. 1 writing fluid. 
Write today for details of exciting 
new offers and free display material : 
The Parker Pen Company, Janes- 


ville, Wis., and Toronto, Canada, 
* * * 
**Micro-film Black.’’ New Parker 





ew CO. sete 





photographs perfectly. 


“My customers are 


‘ 


using 10 times as 


much ink 
these days.... 


and-most of 


them demand 


Quink 
with Solv-x!”’ 





Photograph of an actual window in a 
Racine store. This fine display of 
Parker Quink has helped create a 
sales increase of 600% in three weeks. 








¢ 


VOLUME AND PROFITS 
MAKE QUINK 


BIG BUSINESS! 


wew 


#923 Display Offer mip 


Complete with 2 gross Parker 
Quink and c lorful, sales-get 
ting window or floor display 
stand, this represents just one 
of the attractive offers on 
Quink. 





#923 Display Stand FREE 
2 gross Quink (List) $48.00 
Cost 





(Freight allowed) 








Copr. 1943 by The Parker Pen Company 


The only ink containing 
pen-protecting solv-x 
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me “HOTTEST” 


STATIONERY ITEM TODAY 


A. W. FABER 





oom DLALK INK PENCTL 






Multiply the men overseas in the Armed Forces 
by all their friends and relatives and you begin 
to get some idea of the tremendous market for 
A. W. Faber's V . . . — Mail Black Ink Pencil. 


It can't clog in Africa or freeze in Alaska. Con- 
venient for every climate—ready for instant use 
—it gives a clear INDELIBLE impression that pro- 
duces V . . . — Mail that you can read without 
going blind. Ordinary commercial pencils are 
not in the same class. Ask the A W. Faber field 
representative to show you the comparative tests. 


Feature the striking Self-dispensing Display (holds 
24 pencils) right up front on your counter and the 
pencils will sell themselves. Send in your order 
today for the ‘‘hottest’’ item in stationery! 


Also beautifully boxed by dozens for overseas 
mailing. 


A.W. FABER, 


NEWARK, N J 
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ness. Mr. Lacy had a wide following among stationers 
and business equipment dealers, as well as manufac- 
turers representatives. 

Previous to joining Maverick-Clarke, he was associ- 
ated with Clarke and Courts of Galveston. 

Immediate members of the family survive —BCR 


To + 
MRS. MARGERY BARTLETT RUPRECHT 


Mrs. Margery Bartlett Ruprecht, wife of Carl H. W. 
Ruprecht, manager of the publicity division of Under- 
wood Elliott Fisher Company, died August 12, at her 
home, 21 Norwood Avenue, Upper Montclair, N. J., 
after a prolonged illness. She was in her fortieth year. 

Mrs. Ruprecht was a member of a Quaker family 
that settled on Manhattan Island long before the 
American Revolution. She was born in Brooklyn, and 
was the daughter of the late Charlotte and William 
Bartlett. 

A graduate of Teachers College, Columbia University, 
Mrs. Ruprecht was one of the leading home economics 
teachers in the New York area. For two years she 
conducted experimental classes in home making under 
the joint supervision of Columbia University and the 
Board of Education. She was active in social service 
work, especially among the children of the lower East 
Side where she taught school for many years. 

Besides her husband, she is survived by two sons, 
Carl, Jr. and Alan B. Ruprecht. 


, } + 
JOSEPH JOHN FRANZEN 


Joseph John Franzen, president and founder of the 
Western Engraving & Embossing Company, Chicago, 
Ill., engravers for the office supply trade in the Chicago 
area, died July 22. 

i ai 


METROPOLITAN SPONSORS ANTI-WASTE DRIVE 


To assist employers to bring about a greater con- 
sciousness among employees of the importance of 
waste-control efforts and to present the successful 
waste-reduction methods now in effect in some com- 
panies, the Policyholders Service Bureau of Metropoli- 
tan Life Insurance Company offers its latest report 
entitled, “Enlisting Employees in Waste Reduction.” 

This study describes the methods of organizing 
waste-reduction activities and the different media 
used by employers to familiarize employees with the 
waste organization. The report is illustrated with 
articles and pictures taken from this type of publica- 
tion. 

Two check lists are included. One list presents some 
70 points at which interest and co-operation of per- 
sonnel can help cut down unnecessary waste which is 
costing thousands of dollars yearly in loss of time, 
materials and supplies, machinery and equipment, 
utilities and space. The other contains a 14-point plan 
of employee co-operation as used by one company in 
its war on waste. A copy of this report is available 
to executives who address the Policyholders Service 
Bureau, Metropolitan Life Insurance Company, One 
Madison Avenue, New York 10, New York. 

nee eT 
L. DALE BROWN TAKES OVER A. 8S. HYLAND CO. 


The A. S. Hyland Company, stationers of 753 Main 
Street, Fitchburg, Mass., has been purchased by L. Dale 
Brown, salesman for the Hyland concern for the past 
three years. Brown, for the past 18 months manager 
of the store, took over the helm from Scott Hyland, 
his immediate predecessor, on August 2. 

The establishment has been functioning as a station- 
ery outlet for 65 years, operating as the H. G. Reming- 
ton Company before it passed to Hyland. 

Mr. Brown received his baptism in the stationery 
business at the Edson C. Eastman Company in Con- 
cord, N. H. As a new entrepreneur he has the best 
wishes of all his friends and members of the traveling 


| fraternity. 
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Mr. Dealer: 


Let Co@o— Patented “CARBON GRIPPER” 


(a flexible backing sheet) 


SELL CARBON PAPER FOR YOU! 








(To tmsure clown, strong copies USE THIS 
Ne, Se oS 
ete | 
ob, E There is a 
oes E Carbon Gripper 
een : backing sheet in 
2 Ses ; each box of 
PX ry ae : 
pana = E our NEW 
-  Steceee= | SUPER-TREATED 
Saeeeee : Typewriter Carbon 
—_— ‘ § 
‘asa. St : 
4 Po — aan ‘ 5 as 
ei es A.J * 





“Carbon Gripper” 
flexible backing sheet is a life saver for old 
and new platens. It also saves excessive 


wear on both typewriter ribbons and carbon 
paper. 





CODO’S “CARBON GRIPPER” IN USE 


A trial order of our NEW Super-Treated typewriter 
carbon will convince you. Send that order TODAY. 
Samples may be had on request. 


SOOOA0000000000000000000000000000000000000Uw 


We would be pleased to have 
you visit with us at our booth D-3 
at the NSA convention, Chicago, 
October 4, 5 and 6. 





4 


There is also a Codo “Carbon-Gripper” backing sheet 
in each of Super-Kote and Keen-Rite carbon paper. 








MANUFACTURING CORP. 
— 


529 South Franklin St., 270 Lefayette St., 
Chicago New York 


Factory: Coraopolis, Pa. 
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Seen and Heard 


in Southern California 


By J. Edward Tufft 
1719 Fremont Ave., South Pasadena 


Is This Normalcy?—There is a level keel condition 
right now which smacks of that peculiar thing which 
we normally designate as “normalcy”. Nearly all office 
appliance dealers interviewed this month spoke about 
this. Business good, but the chills and fever all gone 
with the wind. There is no need right now, it seems, 
either for a stimulant or an ice pack. The boys like 
this better. They can plan better. Surprise parties 
are fun for a time, embarrassing at other times, but a 
steady pull, a reward in keeping with investment and 
effort, a steady flow of business—the boys have all 
concluded that is the best thing after all. 

While August to date has been much above the 
average August and likely above last August in volume 
of business, yet the whole thing is, and for a month 
or more has been, more like a medium high fertile 
and arable plateau, not like a series of hills and 
valleys. 

The boys are taking it in stride. They have learned 
to do business under the restricted wartime conditions, 
they take the attitude that some government control 
is necessary if the war is to be won. Mistakes, muffing 
of balls, and overlapping of authority are necessary, 
although inconvenient, accompaniments of any pro- 
gram so vast, so sudden, and so eternally new. “If 
there are human beings who could do the big job 
with which this country, and all decent countries, are 
now so suddenly faced without doing some awkward 
scrambling, I would like to meet those humans”, said 
one dealer. Optimism seems to be quite the order of 
the day. The downfall of Mussolini, among other 
things, has made everybody much more confident of 
the future. 

Knuth in Own Shop.—Frank Knuth, formerly with 
the Los Angeles Office Appliance Company, 1000 South 
Hill Street, has set up his own typewriter repair shop 
at 925 South Hill Street. 

Three Sons in Service.—W. R. Swartz, who has been 
employed by the Pacific Desk Company, 1031 South 
Hill Street, for the last 20 years, reports that he has 
three sons in service, one in the Air Corps, one a 
paratrooper, and one a lieutenant in the infantry. 
The last named boy was injured at Casablanca but is 
now recovering nicely. 

* ma x 

Proud Father.—Warren G. Saul, formerly manager 
for the Royal Typewriter Company at Scranton, Pa., 
now on the sales force of the Royal Typewriter Com- 
pany in Los Angeles, is a pretty proud father these 
days. His daughter, whose stage name is Beverly Jean 
Tyler, and concerning whose entry into moving pic- 
tures a mention was made in these notes a year or 
more ago, has been starring in the Metro-Goldwyn- 
Mayer picture, “Best Foot Forward”. This picture is 
now playing in the Astor Theatre, New York. Beverly 
Jean, who is only 16 years old, in this picture sings, 
“My First Prom”, with the Harry James orchestra. 

* 7” ¥* 

Volume S:tisfactory.—The volume of sales in all de- 

partments at the Royal Typewriter Company branch 


has been satisfactory during the summer, according to | 


several salesmen at the branch. All are confidently 
looking forward to a splendid fall. The volume of 
available supplies also has been good. 
* ” * 
Staller Visits Home Office.—Private Joe Staller, for- 
merly cashier for the Royal Typewriter Company in 
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QUALITY sticks in a man’s mind... 


demands forall Bates Products. 
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Long after he forgets the 
price, a man remembers the 
quality of what he bought— 
that’s why Bates Numbering 
Machines, and the other Bates 
Office Helps have made such 
a place for themselves in the 
business world. 

War production has 
taken a large part of the 
Bates manufacturing ca- 


pacity—so much that until 
the war 1s over we can- 


not possibly meet the full 


These are days for conserva- 
tion—days when it is more im- 


portantthanevertokeepBates 
Products in top condition; 
for everything that speeds up 
business speeds up Victory. 






Bates Stapler 
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Bates Numbering Machine 











Cram’s FAST-SELLING Maps 
Ready for Immediate Delivery 





Order Now. 


The Handsomest, 
Most Readable 
Map at Any Price 


This is a strong statement to ; 
make, but any dealer who does not | 
agree that Cram’s Panoramic World 
Map (52 x 40 inches) is as claimed, 
is privileged to return any maps 
ordered, charges collect, for prompt 
credit. 











Map is printed in 8 contrasting 
colors. Clear, easy-to-read type 
Index shows countries, populations, 
areas, capitals, form of government 
and key to locations. Also, list of 
islands and other special matter. 


ee 
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Like All Good Things, There Will 
Be Rush Orders On These Maps. 
Be Sure of Deliveries. 





ram’s Panoramic World Map 


Size 52 x 40 Inches 


Our Challenge 


Resale Prices 


|) STYLE v-1 
“a Paper Sheet. Each map in an indi- 
4 vidual tube with 176 flags. Quantities 
7 * g YT erie $12.00 doz. 


Orders for less than dozen lots, 
add 10c net per map extra. 
41 STYLE V-2 
Map Mounted on Cloth With Split 
Sticks Top and Bottom for hanging, 
with 176 Quantities of 4 or more 
Dikashleceusnstakssocvesbeckoat $. each 
Orders for less than 4 are 
4 10¢ each extra. 
STYLE V-3 
Mounted on Tack Board Hinged in 
Center, so map can be folded together or 
stood up anywhere at a V angle. Eyelets 
in mounting permit hanging if preferred. 
Includes 176 flags. Quantities of 6 or 
SIND Mid dacdccccccss $2.5@ each 
Orders for less than 6 are 25c net 
per map extra, 





MINIATURE FLAG EMBLEMS 


176 brightly-printed paper flags free 
with above maps. 





C,am’s Modern Series Maps 


These maps enable you to follow developments ar 
the world. Map in full colors. ( ore an 
(Except 


1 


10 Atlantic Ocean 


11 Pacific Ocean 341 Netherlands, Belgium 
235 Alas a and Luxembourg 
4 ene 44 —— - pd 

9 9 Denmar 
oer oo Columbia 353 {Germany (before 
275 Central America shovakkin. oo 
285 West Indies 355 Greece & Switzerland 
287 NorthAmerica 359 Italy 
289 South America i a 
299 Europe 361 Yugoslavia, Albania, 
303 Africa Rumania and Bulgaria 
305 Asia 367 Poland, Lithuania, 
309 Japan Latvia and Estonia 
311 Australia 371 Russia (U.8.8.R.) 
315 East Indies and in Europe 


317 
319 


321 








ram’s Global War Atlas 


Large Maps in Color Cover the World. Size 12x15 Inches. 


32 Pages . . . Board Covers. 


DELUXE MAPS—A prize selection. Many new and shown for 
the first time. Printed on fine super in full colors. Easy to read 


A COMPREHENSIVE INDEX — Covering over 300 countries, 
islands, and places throughout the world whose exact 
Index refers to 
page with cross reference for quick location to all 


locations are not popularly known. 


battle fronts. Price 
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U. $.—The World—Foreign Countries 


United States 32x22 and World 28 x 22 


41 Subjects—35c Each—Order by Number 
Mediterranean and 


Sheet size, 22x 16 in. 


in.) 
Bound for convenience in pocket folders, size 414x814 in 


325 England and Wales 


the Near East 329 Scotl 
United States 331 oy 
The World 335 Spain and Portugal 


339 France 


373 Palestine, Syria, 


New Zealand 
Trans-Jordan 


Philippines 

Hawaii & U.S. Posses- 
sions in the Pacific 
Oceania (Southwest 
Pacific with Australia 
and New Zealand) 


Europe with Syria, 
Palestine, Iraq 

379 India 

383 China 


Attractive me ~ Box Sent FREE with an Order 


or 6 Dozen or More 


375 Turkey and Southeast 












UNITED 
STATES 


Cram’s 20th Century 


U. $.—World (Mercator) Maps 
(Reversible) 

Size 68 x 48 inches. The largest, most detailed 
U.S. and World Map obtainable. U.S. ge shows 
county boundaries and names. World Map has 
marvelous amount of detail. Full color print- 
ing. Easy to read. On heavy paper. 

Wall form with split sticks top and $ 00 
bottom. Taped edges. Ready to hang. 

Quantity 4 or more, each e 
Orders for less than 4, 25c net extra per map. 








C-am’s Commercial Pocket 
Map of the United States 


Indexed —1940 Census Figures 
Size Open 32 x 22 Inches 


Bound for convenience in folders, 4'2x9 inches. 
Map printed on heavy paper in full colors. States 
shown in several contrasting colors. Principal 
cities indexed with key to locations. Populations 
of States and U. S. Possessions shown alphabeti- 


cally. Cities over 50,000 also shown 
alphabetically; over 100,000 numeri- C 
Pes WO dtbedécttcetedssecer adue 





























Order Direct from 
This Advertisement 
or Write or Wire for 


NEW CATALOG 


THE GEORGE F. CRAM COMPANY, INC. 


730 E. WASHINGTON ST. - 


NEW YORK 1 
230 Fifth Ave. 


CHICAGO 54 
1524 Merchandise Mart 


INDIANAPOLIS 7, INDIANA 


LOS ANGELES 15 
1,000 So. Los Angeles St. 


Prices Shown Are 
Selling Prices. 
Anticipate Your Needs. 
Order NOW. 


Rak A 
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Los Angeles, recently visited the home office while in 
the city on a furlough. Staller pronounced himself 
very happy in his work in the service. 

~~ * x 

Three-Day Get-together.—Twenty distributors of the 
Friden Calculating Machine Company from various 
parts of the United States were called together for a 
three-day conference and social good time, August 
5-6-7, at San Leandro, Calif., by C. M. Friden, head 
of the company. The gathering concluded on Satur- 
day, August 7, at Mr. Friden’s ranch at Pleasanton, 
Calif.. where a magnificent western barbecue was 
served. Features of the program included strolling 
troubadours and other western entertaining numbers. 

The Los Angeles distributor is E. Williamson, pro- 
prietor of the Williamson Adding Machine Service 
Company, 328 West Ninth Street. Mr. Williamson re- 
ports that Joe Hedeen, a former employee, is still in 
the Southwest Pacific doing service for Uncle Sam, 
and his last letter states that he is well and happy. 

L. J. Burt, also a former employee, is now taking 
his secondary air corps training at Baker, Calif. 

* * * 

Reports Steady Business.—Robert Muller of the Los 
Angeles Adding and Bookkeeping Machine Company, 
1000 South Hill Street, Los Angeles, reports that busi- 
ness has now settled down to a nice steady pace both 
in the rental and the servicing departments. 

a” 


* * 


How To Get Along 
With 
Your Wartime 
Typewriter 
USE 


—GRAND- 


Pacific Desk Man in the East.—H. P. Ryan, sales | 
manager for the Pacific Desk Company, 1031 South | 


Hill Street, is spending a month in the East, combin- | 


ing business with pleasure. 
* * * 

Spends Vacation with Husband.—Mrs. Marvel Wil- 

liamson Reynolds of the Ediphone Company, 943 

South Broadway, took her vacation while her hus- 


| 
| 
| 


band, Wilbur Reynolds, was on’ a five-day furlough. | 
Mr. Reynolds has been taking officer’s training and is | 


now ready for active duty. 


Mrs. Regina Dimmitt, formerly Miss Ries, also with | 


the Ediphone Company, will take her vacation in 
September, probably at home. 

The Ediphone Company reports an excellent busi- 
ness in rebuilt machines. 

* * * 

Big Backlog of Business.—The proprietors of the 
Southern California Adding Machine Company, 947 
South Broadway, Los Angeles, report that they have 
sufficient sales of rebuilt adding machines already 
made to keep them busy 50 hours per week until the 
end of October. This company rebuilds machines to 


fit the needs of its customers. The boys report that | 


they are particularly in need of factory-trained me- 
chanics to work on Elliott Fisher and Burroughs 
machines. 


* * * 


Gemmill Takes Vacation.—‘Scotty’” Gemmill, sales 
representative for Burroughs Adding Machine Com- 
pany, 747 South Hill Street, took a two-weeks’ vaca- 
tion in August. Mr. Gemmill has been quite steadily 
on the job during these war days and greatly enjoyed 
his breathing spell. 


* + 


Johnson Takes Rest.—James Johnson, manager of 
the Los Angeles branch of Underwood Elliott Fisher, 
and wife spent a two-weeks August vacation at Laguna 
Beach. Miss Anabel Bowes of the same office has 
scheduled a two-weeks vacation but at this writing 
has not decided where she will spend it. 

Service work at the Underwood Elliott Fisher branch 
continues to come in in large volume. 

* + a” 

New Roytype Supervisor.—John G. Noe, a crack 
West Coast wholesale Roytype representative, has been 
appointed Roytype supervisor for California, Arizona, 
and Nevada, according to announcement by J. F. Vire- 
land, sales manager of the local branch. Mr. Vireland 
Says that three years of star Roytype sales work pre- 
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PRIZE 


TYPEWRITER RIBBONS and 
CARBON PAPER 


Whether your typewriters can outlast 
the duration with ease . . . or whether 
they are old and decrepit . . . you'll get 
the cleanest, sharpest work by using these 
super-quality “GRAND PRIZE” producis! 


In war work, too, "GRAND PRIZE” Car- 
bon Paper and Typewriter Ribbons are 
setting records for performance. Over 50 
per cent of our production now goes to the 
armed forces, the Federal government, 
and war industries! 





BUY MORE 
WAR BONDS NOW! 


PACIFIC CARBON and 
RIBBON MFG. Company 


J. FRANCIS O'CONNOR, Pres. 











Head Office and Factory: 
1451 Harrison Street, San Francisco 3 
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Victory is in "Sight 
and Good Sight is always 
assured by 


VAN DYKE 
FLUORESCENT 


America is going to work harder than ever this fall 
and winter to put the finishing touches on the Axis. 
That means long hours at benches, drafting boards 
and desks under artificial light. Let's make it our 
business to see that the workers secure the maximum 
help from proper illumination. Sell VAN DYKE 
Fluorescent and contribute to war work efficiency. 








Walnut Wood Base. 
Wood Uprights. 
Adjustable shade. 


No. 1000 


Instantaneous man- 
ual type, switch 
and ballast. 


THE LAMP OF A 1000 USES! ... U 
any height. White Liquid Plast reflector, baked or 
Morocco finish. A. C. 


Model No. 1280 for 15 watt tube. Extension !5'', height 24", 
reflector 18", weight !2 Ibs. 


Model No. 1280-A has 24"' arm extension, weight 12'/2 Ibs 
Model! No. 1281 for 20 watt tube, reflector 24'', weight 13 
bs. 

Model No. 1281-A has 24"' arm extension, weight 13'/, Ibs. 
No. 1280-2 for 2 15 watt, 18" tubes. Extension 15". 

No. 1281-2 for 2 20 watt, 24" tubes. Extens 








NO ORDER FILLED WITHOUT PRIORITY 


VAN DYKE INDUSTRIES 


21st and Rockwell Sts. Chicago, Illinois 
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ceded Johnny Noe’s appointment to his new position. 
He was first a salesman at Louisville, Ky., in 1940, 
then salesman and later wholesale representative at 
Los Angeles from 1941 to the time of his present pro- 
motion. Well known for his creative selling technique 
and for his knowledge of carbon and ribbon merchan- 
dising, Mr. Noe is well qualified to aid salesmen and 
dealers. 

Wendell Meek, who has recently been appointed 
wholesale typewriter supplies manager, has had sev- 
eral years of sales experience in typewriter ribbons 
and carbon. 

+ a * 

Back From Vacation.—Jerry Horton, Southern Cali- 
fornia representative of the Wilson Jones Company 
of Chicago, is back on the job after enjoying a six- 
weeks vacation. 

ol * * 

Visit Factory.—_Harry Homer, western representative 
of the Esterbrook Pen Company, Camden, N. J., and 
his junior salesman, Guy Dennison, have recently re- 
turned from a visit to the factory. 

* * a 

Carriers on with Reduced Crew.—With four men in 
the service and with five others in other lines of 
work, Sam Yocum, 925 South Hill Street, Los Angeles, 
has but three of twelve former employees still on the 
job, and yet he is caring nicely for his old customers, 
he reports. He states that he is not eager for new 
customers until after the war. 

Mr. Yocum says he is finding good acceptance for 
wooden filing cabinets but is having some difficulty 
in finding cabinets of standard quality. His firm is 
manufacturing some small wooden office appliances 
such as card files, letter trays, and ledger trays. 

* * + 

Enlarges Floor Space.—A. W. Willis, manager of the 
Atlas Desk and Safe Company, 835 South Spring 
Street, Los Angeles, is enlarging his floor space by 
taking over the second floor of the building which he 
occupies. Eight thousand square feet of new space will 
thus be made available. This upper floor will be used 
for storage space, while the lower floor will be used 
as the show room with shops at the rear. 

Mr. Willis will employ at least one new man when 
the job is finished. The second floor will be redeco- 
rated and will present a new and fresh appearance. 

The demand for older-type office chairs with steel 
mechanism has been so great, Mr. Willis reports, that 
he has refinished a large number of these for sale 
to his customers. He finds also that the general 
civilian trade is increasing perceptibly. 

* a ~ 

Vallet Now Lieutenant.—V. H. Vallet, for six years 
a salesman for Southern California Stationers, 818 
South Hill Street, has finished his training at Babson 
Institute, Babson, Mass., and is now a lieutenant, 
junior grade, in the United States Navy. At this writ- 
ing he is ready to report for active duty. Mrs. Vallet 
is remaining in Los Angeles. 

Ebenezer Wallace, president of Southern California 
Stationers, is planning a vacation at this writing. He 
states that business is very satisfactory. 

* > * 

Changes in Personnel. Jack Rofhoff is the new base- 
ment manager and building superintendent for the 
Schwabacher-Frey Company. Wallace Jones is taking 
Mr. Rofhoff’s place as manager of the third floor. 
Ed Gilbride takes Mr. Jones’ place as manager of the 
cutlery department. 

Sd > = 

Son Dies in Jap Prison. Mrs. Edith Huber of the 
camera department at the Schwabacher-Frey Com- 
pany has received word of the death of her son in a 
Japanese prison camp. 

* > - 

Filing Department Manager Dies. Floyd Weidaman, 

who had been manager of the filing department for 
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To carry ON fora hundred years, to make friends .. . to grow 
... to prosper...is a major achievement. And, at the turn of 
a century, we take some measure of pride in our accomplish- 
ments, to which successive generations of skilled workers 


have so richly contributed. 


No Factor has meant more to our progress and success than 
the loyal support and co-operation of our many friends and 
customers .. . the stationers. To each one of you... our 


sincere thanks and appreciation. 


As weE start the second century, we pledge ourselves anew 
to pull our full load in harness with our dealer partners... 
and we look forward thankfully and confidently to a con- 
tinuation of the same friendly teamwork we have prized sO 


highly in the past. 


NATIONAL BLANK BooK COMPANY 


HOLYOKE, MASSACHUSETTS 
NEW YORK BOSTON CHICAGO SAN FRANCISCO 
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THE VICTOR 
WOOD FILE 


A “Hit” at Last Year’s 
Show. Time has proven 


Victor 
Cabinet 
Visible 




























the advantages of fine ~% 
construction. 
Adds to the list of —| 
Now available in enthusiastic users daily. fos 
both four and two vo! 
les, let- 
drawer sty es, e Sold through 
ter and legal sizes. Are 





franchise dealers only. 






NEW 


Wood Reference Equipment 


Rotaries, Desk Stands, Wall Brackets 
Frames and Panels 
































Supplies Manila, Kraft and 


Angle Tab Guides Supertag Folders 


and Folders 
BUILD PROFITABLE REPEAT SALES 


Victor Quality Makes Friends 













Are Your Salesmen ow 
equipped with our 
new No. 611 Filing 
Supply Price List? 
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Check Guides 


Space-Saving 


Tube Tab Guides SH 


















VICTOR VISIBLE FORMS 


Victor’s field force and 
home office staff can help 


It’s New- Timely - Selling Fas 
COMPUTAX fee 








you with sketches and 
plans for better, more for 
efficient records. 
] 
’ 
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More than 100 stock _ Signals 
forms for prompt “Make the 
shipment. Record 
TALK” 


THE VICTOR SAFE & EQUIPMENT CO., INC. 


NORTH TONAWANDA, NEW YORK 
Consumer-Approved Products Sold Only Through Dealers 


Makes Witholding Tax 
Deductions Eas 
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VICTOR SECTIONAL VISIBLE VICTOR BOOK 
RECORD Book Visible "he Book of 
EQUIPMENT Sells “over 1000 Uses 
the counter” 
. with the 
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Post Binders 





Save time and | 








) : Aye FOR BINDING 
& PHOTOGRAPHS 
Visible Record rac Sam protect costly 
Binders porto 
ILLUSTRATIONS photos, plans, 
INSTRUCTIONS 
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Insertable Tabs specincations 
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: with Color Bar 
and Blank Inserts. 
Fas Printed Sets. 








Attached in 
a moment. 
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See the Victor Exhibit at the National Stationers Convention 


War Market Place, Palmer House, Chicago, Booths F5 and F6 


or write for full information on these fast-selling, profitable products 
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What's A 


FEATHER 


Got to Do 
with 


STENCILS 
? 





The Red Feather always points to 


a good stencil and a good dupli- 
cating ink. Red Feather dealers 
and distributors have profitable 


duplicating departments. 


RED FEATHER 
PRODUCTS, LTD. 


Manufacturers 
431 BUSH STREET 
SAN FRANCISCO, CALIFORNIA 








the Schwabacher-Frey Company for many years, died 
very suddenly early in July. He leaves his widow but 
no children. 

7 - . 

Business Hits Steady Keel.—E. L. Hoffman of the 
Marchant Calculating Machine Co., Inc., 804 South 
Spring Street, is another man who says business has 
settled down to a steady keel. Everything is running 
smoothly, permitting careful handling of detail and 
allowing a chance to plan carefully from day to day. 

+ aa * 

Two New Men. Two new men have joined the Vic- 
tor Adding Machine Company force in Los Angeles 
branch office in order to help take care of field in- 
stallations. The men are J. C. Aldige and E. R. Ragan, 
both of whom have had many years’ experience in 
the operation and installation of office machines. 

J. G. Heimer, who has been with the organization 
for almost ten years, has been transferred to Los 
Angeles from the factory in Chicago as manager of 
the service department. 

The Los Angeles branch organization personnel, with 
their wives, got together for a dinner-banquet at the 
Gourmet-Hollywood restaurant on Friday, July 30, 
About 30 were present. 

Speaking from a business standpoint, the branch 
activities have shown a constant increase to the point 
where the Los Angeles territory now ranks with the 
leading branch territories in the United States. 

Kurt Vasen, on his return from a trip recently to 
the San Francisco office, reported that this office has 
been moved to larger quarters at 63 Second Street 
from 153 Kearney Street, in order to care properly 
for the increased business. The new office is larger 
and more attractive than the old one. The San Fran- 
cisco manager, W. L. Woempner, reports everyone 
very pleased with the new surroundings which are in 
keeping with the constant growth of the Victor or- 
ganization. 

a ee 
JOHNSTON CHALKS UP 35TH YEAR IN INDUSTRY 

W. AA. Johnston, head of the Knoxville typewriter 
and adding machine concern bearing his name, has 
established a service record that few men in the in- 
dustry can equal. The W. AA. Johnston Company, 721 
Market Street, Knoxville, Tenn., agents for L C Smith 
& Corona typewriters and adding machines, was 
founded back in 1908, and July 28, 1943, marked the 
completion of 35 years of continuous service for the 
concern. 

Mr. Johnston’s many friends extend their congratu- 
lations and hope that many more years of active par- 
ticipation in the office machine field will be added to 
this already fine record. 

——— 2 


VISIBLE INDEX MAKES TEMPORARY 
APPOINTMENT 
The Visible Index Corporation, 535 Fifth Avenue, 
New York, N. Y., has announced the appointment of 
Miss E. Fay Hebbert as acting sales promotion and 
advertising manager, to fill the post vacated by Hiram 
Ashe, who left to join the armed forces on August 9. 


| Miss Hebbert has served as assistant to Mr. Ashe since 


joining the company in the fall of 1942. During his 
absence, Mr. Ashe will continue to serve in an advisory 
capacity. 
—>-——- 
HIGGINS ADOPTS GROUP INSURANCE PLAN 

The Higgins Ink Company, 271 Ninth Street, Brook- 
lyn, N. Y. has enrolled its entire staff and their depend- 
ents in the medical and surgical care plan of Group 
Health Co-operative, Inc., it was announced recently 
by Tracy Higgins, president of the concern. 

According to arrangements with the Co-operative, 
the entire premium for each employee for the first 
year has been paid by Higgins Ink, and premiums for 
employee dependents are paid through payroll de- 
duction. 
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SAVE 


The Greatest Job of Production in History 
Is Taking Place Before Your Eyes 





HORT of help—equipment scarce — 
S material hard to obtain—transpor- 
tation slower—all these difficulties are 
being overcome every day by the in- 
genuity and perseverance of American 
men and women. And, every day Acme 
Visible Records Systems are justifying 
their reputation in helping War Plants, 
Factories, Ordnance Plants, the Armed 
Services, Government departments and 
many others to accomplish more with 


less effort. 


The tremendous pressure on industry 
today calls for better planning and con- 
trol methods. The men responsible for 
getting things done must have facts 
available at all times, instantly and ac- 
curately. Through their wide experi- 
ence with record installations in War 
Industries, Military establishments and 
Government departments, Acme repre- 
sentatives are singularly equipped to 
recommend record systems that increase 


speed and promote efficiency. 


TIME 


Every day more and more key men in Govern- 
ment and Industry are turning to Acme Visible 





booklet No. 440... 


War Records.” 


Descriptive literature is available: PURCHASE 
AND PERPETUAL INVENTORY RECORDS—ask for 
Acme booklet No. 387 . . . PRODUCTION CON- 
TROL RECORDS—ask for Acme booklet No. 417 

. CMP ALLOTMENT RECORDS—ask for Acme 
MANNING TABLES AND 
REPLACEMENT VISUALIZATION—ask for bulle- 
tin No. 1398 ... WAR RECORDS (various kinds) 
—ask for “Manual of ‘304’ use Tested Acme 


Systems to solve problems of record control 





ACME VISIBLE RECORDS, INC. 


122 SOUTH MICHIGAN AVENUE e CHICAGO, ILLINOIS 


APPLIANCES, 


September, 1943 
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eggs abe the circumstances of the times, this Thirty-Fourth Annual Spe- 

cial Office Furniture Section is presented with an unusual measure of sat- 
isfaction. The units featured in displays and the new numbers described picture 
an interesting parade of most of the lines by which office furniture has become 
an outstanding division of the office equipment industry. And also by which the 
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commercial stationery division of the industry has been materially expanded. 
By scanning these pages as a reviewer of the furniture parade, the reader 


will sense the enterprise with which the difficulties of production have been 





met and national requirements and civilian needs supplied. 


Steel, conspicuous by its absence from the "parade," reminds that wood is 


ae aoe 


also on all fronts to such extent as to put some limitation on supply. Yet in the 


RE RCNA RUA noe 


ranks of the parade is a fine display of products long fabricated of steel but 
now produced in wood. 

The Wood Office Furniture Institute, with headquarters in Washington, has 
announced a reduction in the number of designs, which has increased produc- 


tion and speeded up deliveries to armed services and war plants. But there 


| remains a wide range of models of finest artistry and craftsmanship. 

On and under the sea, in the air and at every point on land where the 
: U. S. war effort is directed and its requirements produced, office furniture 
contributes its important service. 


Augmenting its charm of 
appearance is wood's adapt- 
ability to utilitarian purposes, 
affording convenience, com- 
fort and efficiency. A part of 
the finest fruitage of the hard 
woods is office furniture. 
Carefully selected and _ skill- 
fully treated, woods from the 
mighty oak, the spreading 
walnut, the glamorous ma- 
hogany, and numerous other 
domestic and foreign trees, 
are transformed into desks, 
chairs, cabinets and other 
pieces for the office. From 
the finest period patterns for 
the private office to the 
straight line desks for clerks, 
wood furniture serves effec- 
tively in the offices of the 


world 


Natural beauty, enhanced 
by craftsmanship, gives to 
wood a charm that suits it 
eminently for use as a ma- 
terial in making furniture. Un 
der the tools of a skilled arti- 
san it takes pleasing form and 
reveals the loveliness of grain 
and fibre. Something of a 
vital quality remains in wood 
that has been transformed 
from a living entity into a 
piece of furniture serving 
the needs of man. Apt to the 
designer's skill, wood lends it- 
self admirably to the flexible 
demands of artistry. Beautiful 
as a tree and beautiful as a 
material subject to the wood 
worker's art, wood makes a 
dual contribution to man's 
aesthetic nature. 
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Furniture Sales Now Largely for Replacements i . 103 
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Basically Furniture Business Continues “As Usual” 106 
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Today’s Dreams—Tomorrow’s Plans 
By Paul R. Anders, Dean, School of Business Administration, 
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Exotic and Domestic Woods Research of WOFI Laboratory 153 
By Lurelle Guild, Design Consultant, Wood Office Furniture 
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Purpose and Function of Wood Office Furniture Institute 155 
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“Duration” Furniture and Post-War Markets.... a 165 
By H. Wray Crane, Sales Manager, Peerless Steel Equipment 
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Put Confidence in Your Wood Furniture Selling 168 


By Phil Lance 
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Radio Station Calls New Filing Room “Treasure House” 177 
By John E. Hubel 
Recent Installations 104, 105 
Wartime Messages and Products of Leading Office 
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Office Furniture Merchandising 


V COMMON with every other 
industry, the office furni- 
ture field has been subject to 
the disrupting impact of the 
war. Like the others, it has 
responded magnificently to 
the challenge of the times 
through an almost complete 
conversion to war work in the 
metal division and through 
change over and expansion in 
the wood division. Greatly in- 
creased demands for office 
furniture because of new and 
enlarging war plants and 
mushrooming governmental 
agencies had to be satisfied. 
With metal furniture prac- 
tically eliminated and many 
of the supplies needed in the 
manufacture of wood lines se- 
verely curtailed, the task fac- 
ing the industry was particu- 
larly difficult. A crowning 
obstacle was the manpower 
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shortage that became increas- 
ingly apparent during the past 
year. Despite these hamper- 
ing conditions the demand is 
being met. Deliveries are slow 
in some instances, but orders 
are coming through and deal- 
ers are serving furniture cus- 
tomers with assurance. 


Priorities and Furniture 


From the standpoint of of- 
fice furniture, the priorities 
picture has undergone a num- 
ber of interesting changes in 
the past seven or eight months. 
In the latter part of 1942 and 
the first months of 1943, when 
the Production Requirements 
Plan was being replaced grad- 
ually by the Controlled Mate- 
rials Plan, considerable con- 
fusion developed as to what 
constituted maintenance, re- 
pair or operating supplies, 


OFFICE 


which were eligible for priority 
ratings under both plans. 
Many dealers were extending 
invalid ratings on furniture. 
Similar mistakes were being 
made in other industries. The 
situation was straightened out 
by an amendment to Priorities 
Regulation No. 3, issued Feb- 
ruary 16, in which eight cate- 
gories of materials, including 
office supplies, machines and 
furniture, were specifically 
eliminated from the defintion 
of maintenance, repair and 
operating supplies. 

At first this was looked upon 
as an advantage. “You don’t 
need priority ratings on office 
furniture any more.” It soon 
became obvious, however, that 
ratings were much to be de- 
sired. By April, WPB began 
issuing ratings on PD-3A cer- 
tificates for Army and Navy 
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Artility Metal Products, Inc... 98 


Bolens Products Co. 147 
Boynton and Co. 142 
Bright Chair Co., Inc. 172 
Browne-Morse Co. 64 
Business Efficiency Aids 175 
Central Desk Mfg. Co. 130 
Clemco Desk Mfg. Co. 159 
Cole Steel Equipment Co. 129 
Columbia Steel Equipment Co...145 
Commercial Furniture Co. 140 
Corry-Jamestown Manufacturing 
Corp. ; 171 
Cotterman, I. D. : 208 
Cramer Posture Chair Co. 141 
Darnell Corp., Ltd. 198 
Doten-Dunton Desk Co. 148 
Enhrlich Upholstery Works 209 
Fritz-Cross Co., The 174 
General Fireproofing Co., The_90, 91 
Globe-Wernicke Co., The 114 
Gunlocke Chair Co., The W. H...144 
Gunn Furniture Co. 146 
Harter Corp., The 127 
High Point Bending & Chair 
Co. 149 
Hoosier Desk Co. 126 
Imperial Desk Co. 123 
Imperial Methods Co. 39 
Indiana Desk Co. 150 
Jasper Chair Co. 92, 93 


Jasper Desk Co. 108, 109 
Jasper Office Furniture Co..... 96, 97 


Jasper Seating Co. 175 
Leopold Co., The 143 
Lyon Metal Products, Inc. 125 
Marble Chair Co., The B. L. 131 
Marble & Shattuck Chair Co., 


The ; i 
Metalstand Co. 168 
Michigan Desk Co. 94,95 
Mutschler Bros. Co. 174 
Myrtle Desk Co... 112 
National Desk Co. 128 
New England Woodworking Co...164 
New Indiana Chair Co. 158 
Niemann, Inc. 124 
Olsen Co., O. C. S. 160 
Perma-Bilt Equipment Co. 170 
Royal Metal Mfg. Co., The 212 
St. Johns Table Co... 173 
Shaw-Walker Co., The 52 
Sheboygan Chair Co. 173 
Sikes Co., The 169 
W. & J. Sloane eS 171 
Sturgis Posture Chair Co. 161 
Taylor Chair Co., The 122 
Toledo Metal Furniture Co., 

The 172 
Typosture Chair Co., Inc. 170 
Victor Safe & Equipment Co...80, 81 
Vogel-Peterson Co. 172 


Weis Manufacturing Co. 
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Under the Current War Economy 


purchases. In May the right 
to ratings on office furniture 
was extended to war plants 
filing PD-1A applications. Fur- 
ther aid came through a di- 
rective authorizing WPB dis- 
trict offices to issue ratings on 
orders up to $100. Later the 
figure was raised to $500. 

On March 15 a limitation 
order was issued prohibiting 
new patterns for wood furni- 
ture and reducing the number 
of existing patterns by two- 
thirds. At first the order, 
L-260, was thought to apply to 
office furniture. Investigation 
revealed, however, that “al! 
wood furniture specifically de- 
signed for use in offices” was 
exempt. From a practical, pa- 
triotic standpoint, new models 
and patterns have been kept 
to a minimum by manufac- 
turers who have concentrated 


on production to meet the ac- 
celerated demand. 

When automatic ratings 
under MRO were denied office 
furniture, machines and sup- 
plies last February, it was 
pointed out that a way open 
to most dealers to secure indi- 
vidual ratings was through 
the use of PD-1X forms. Since 
August 1 these forms have 
been designated as WPB-547. 
They are for distributors and 
dealers who buy direct from 
manufacturers. Ratings is- 
sued are of the blanket type 
and are for use in replenish- 
ing stock. 


Used Furniture 


As in all merchandise fields 
where manufacture has been 
restricted, used office furni- 
ture increased in value and in 
price. As a measure of con- 
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trol OPA issued MPR 429 on 
July 15, effective September 1, 
covering 15 kinds of used con- 
sumers’ durable goods, includ- 
ing office furniture. The ceil- 
ing price on a used article that 
has a good appearance and is 
in good working condition is 
75 per cent of the selling price 
of the article when new. The 
maximum for all other used 
articles is 33% per cent of the 
new selling price. 

In a letter to OPA, the Of- 
fice Equipment Dinner Club 
of New York stated that the 75 
per cent ceiling on steel furni- 
ture was not high enough. 
Sound arguments were pre- 
sented for a higher maximum, 
and, if possible, a separate reg- 
ulation for office furniture. 
Up to the time of going to 
press, no action had been 
taken by OPA. 
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AR created shortages in the 

office furniture field, as in 
all lines, bring problems to the 
merchandiser—problems, however, 
not yet so acute that a little com- 
mon sense and diligent application 
cannot solve them. A look in at 
The Kendrick-Bellamy Stationery 
Company in Denver, for example, 
shows that they have been able to 
maintain a balanced stock by fill- 
ing in with good used office furni- 
ture. 

L. R. Kendrick states that classi- 
fied ads are being used to locate 
the opportunities for purchases in 
line with their needs. The effect 
of the war on the legal and med- 
ical professions has made them 
excellent sources of supply. In 
fact, said Mr. Kendrick “they have 
been our salvation.” A law firm 
of father and several sons, for in- 
stance, may be reduced to a per- 
sonnel of one. Dad, to save ex- 
pense, gives up several of the 
offices and all that there is in 
them. Usually such furniture is 
in excellent condition and of good 
quality. But whatever the condi- 
tion, the furniture is given a care- 
ful going over and a thoroughly 
good job done in refinishing. “The 
volume of used office furniture 
sales has increased from a figure 
somewhere between five and ten 
per cent to from 20 to 25 per cent,” 
said Mr. Kendrick. The outlet for 
it, to quite an extent, is at pres- 
ent among government agencies. 

But there is still a market among 
business firms and others; mer- 
chandising must continue for con- 
siderations of the future as well 
as of the present. Two important 
phases receive the careful atten- 
tion of the Kendrick Bellamy Com- 
pany; one is window display and 
the other model offices set up for 
inspection. 





The “Showcase” Window 

First, window display. It has 
been this firm’s experience that 
window display of office furniture 
and accessories is a very valuable 
method of merchandising. They 
think so much of it that when 
plans were made for the new 
quarters into which they moved 
last year, a special window was 
designed for showing office furni- 
ture and kindred items. It looks 





Looking Ahead as Important as 
Present Considerations 


Planning and Operating Systems of Kendrick- 
Bellamy Stationery Company, Denver, Colo. 


By FRANKLIN H. ROHRS 


ey \ 


WINDOW OFFICE INSTALLATIONS THAT DEMAND ATTENTION.—tThe spe- 
cially-designed “‘showcase’’ window of The Kendrick-Bellamy Stationery Company, 
Denver, Colo., lends itself admirably to the display of complete installations of 
office furniture. Pictured in the two top photographs are two such installations. 
The lower set-up is devoted exclusively to the display of modern filing and visible 
equipment. Note the effective use of show cards in connection with each of the 
displays. In the background can be seen a portion of the extensive gift department. 


OFFICE APPLIANCES, September, 1943 








BR en ets 


= RRR or pee pas 


ESA TATA OST ENE AN TRE AREAS 2 





-— *— ameeara ea é©+§@e@n  & te ob Set fe fl 


Do ne no ae OS | 








pe- 
ny, 


ns. 
ble 
he 
nt. 


43 














like a giant showcase about nine 
feet square, glass on three sides, 
placed between the two front en- 
trances that are recessed about 15 
feet from the building line. Two 
other windows for general display 
on either side make up the front- 
age. The floor of the furniture 
“showcase” is only ten inches 
above sidewalk level—whereas the 
other two window floors are about 
30 inches—the purpose being to 
give one a view that looks down 
on the display, the effect of being 
in the same room with it. 

In the photos accompanying, 
note the extras included in the 
display; the desk lamp, globe, pen 
set and so on. Although war con- 
ditions have obviated the need 
for special price considerations, 
the company plans, when condi- 
tions warrant, to resume a plan 
that was in the process of de- 
velopment when war broke out— 
that of offering a complete office 
setup at a unit price. For example, 
one in which items—if bought 
separately—would sell for $340 
would be offered for a flat $300, 
unit price. Note the sales appeal 
on the cards at the left and the 
invitation to see the Model Office 
Furniture Display, the card on the 
right. Behind each of these signs 
is a spotlight for playing up the 
featured offering. These displays 
are kept alive and provocative by 
weekly changes; the live wire 
business executive likes to do busi- 
ness with a live-wire organization. 


Model Offices Boost Sales 


The second phase of important 
consideration, that of Model Office 
display, is another feature that 
helps to increase sales. Instead of 
coming upon a vast loft of furni- 
ture when alighting from the ele- 
vator, one finds it interesting to 
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OFFICE FURNITURE OF A FAMOUS MAN.—The desk 


observe the Kendrick-Bellamy 
plan of partitioned rooms, large 
and small, about ten in all. Units 
in each room are of the same 
wood, some given over to a mis- 
cellaneous assortment and some 
to model office display layouts in 
rooms of average office size. 

“Prospective buyers like to ex- 
plore from one room to another; 
the arrangement is an appeal to 
their curiosity,” Mr. Kendrick re- 
marked. “Model offices supply in- 
dividuality, character and inter- 
est—they provide an opportunity 
for the buyer to visualize the lay- 
out just as it will appear in the 
office for which it is intended.” 
At present three rooms are given 
over to used stock, grouped in 
walnut, oak and mahogany; one 
room to a combination of new 
and used. Sometimes complete 
units are bought even to the pic- 
tures, draperies, linoleum and 
rugs. Occasionally rug purchases 
are made at a local store for a 
customer in accordance with the 
color scheme and the size of the 
room. Purchases such as_ these 
show the value of displaying fur- 
niture in a manner that permits 
playing up effectively such items 
as lamps on desks, desk baskets, 
fountain pen sets, side files and 
accessories that go to make an 
office complete. Salesmen are 
trained to see to it when selling 
furniture, whether one piece or a 
complete office, that guides, fold- 
ers, indexes and such are sold 
along with the deal. The oppor- 
tunity for extra profit is never 
overlooked. 


An Effective Goodwill Builder 


The possibilities of promotion 
and service are being explored in 
the plan of sending copies of Or- 
FICE APPLIANCES to purchasing ex- 
ecutives of 12 important accounts. 





In fact, regular subscriptions have 
been sent thru for each executive, 
who received a letter from OFrFrice 
APPLIANCES notifying him that 
copies would come to him regu- 
larly through the courtesy of the 
Kendrick-Bellamy Company. The 
idea is to keep these executives 
posted on all the latest develop- 
ments and ideas for improvement, 
although difficult to trace the re- 
sults from such a plan, it is rea- 
sonable to expect that whatever 
springs from it is bound to be 
positive rather than negative, in- 
cluding the important factor of 
goodwill. 


Post-war Developments 


Mr. Kendrick manifested much 
concern over developments that 
will follow the end of the war— 
the sale by the government of sur- 
plus office furniture and other 
equipment. It is a problem vitally 
important to everyone engaged in 
the business—the consideration of 
just how the government is going 
to handle the disposition of those 
items. Will the government dispose 
of them through industrial chan- 
nels, enabling factories to bridge 
the gap while they retool, giving 
to the returning salesmen some- 
thing to work on right away? Or 
will it dispose of the items in a 
manner that will demoralize the 
industry by flooding the market 
through irresponsible opportun- 
ists. Congress is becoming aware 
of the need for study, Mr. Ken- 
drick stated, but the subject must 
be pursued. Insofar as possible, 
steps must be taken to forestall 
any deluge that will flood business 
with an unnecessary burden at a 
time when wits and resources are 
needed to cope with giant troubles 
that cannot be avoided in days of 
readjustment. 
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and chair used in his California home by the late Will 
Rogers, beloved humorist, is now on display in the Will 
Rogers Memorial at Claremore, Okla., which claims him 


as a home-town boy. 


metal and glass enclosure.—EVH 
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The display is protected by a 
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The job that must be done is one that t 
makeshift equipment cannot support. ; 
Every modern facility must be available I 


... every modern method must facilitate 


the speed demanded of our war effort. 


There is as little room for inefficiency in | | 
the business office as there is at the battle | 
front. The gun must hit its target...the | F 
file, the desk, the table must hit hard and \ 






fast to maintain the increased demand for 


records and plans... get them out and on 
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t their way with maximum accuracy. 


The acceptance of GF Wood Files, 


P Desks and Tables is confirmation 
that the understanding of office 
needs and skill continues to set the 

he 
high standard of office procedure. 
GF Wood Files, Desks and Tables 


gear office procedure to America’s 


Victory Production. 
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IS A MIGHTY 


® When the nation called, industry fully meas- 
ured up to the unprecedented demand for war 
materials. Naturally the administrative phase 
of war production assumed increased impor- 
tance and with its responsibilities multiplied. 
proper seating of office workers became a 
necessity. The great contribution of the office 


chair industry is a matter of record. 


Jasper Chair Co. is proud of its role in furnish- 
ing thousands of office chairs to government 
agencies and war industries. For the duration, 
we will continue to serve war requirements 
first and as rapidly as possible. When peace 
comes, it will be a pleasure to fill dealer orders 
with the same degree of cooperation that char- 


acterized our prewar service. 


In the post war period, greater possibilities 
than ever will open up for the efficient and 
comfortable seating of business men and 


women. Jasper Chair Co. and its dealers may 


well look forward to this day with confidence. 


, AJASPER CHAIR CQ. 


JASPER INDIANA 
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REPRESENTATIVES 


Geo. A. Litchfield, Sales Mgr 





W. Thomas (Southwest James S. Fowls, (Southern W. H. Brown, (Chicago-Midwest) S. H. MacDonald, (West R. J. Freeman, (Eastern) 
8 3493 Peninsula Station 327 Sunset Drive North 6708 Glenwood Ave., Chicago 405 Orpheum Bldg 383 Madison Ave. 
®tona Beach, Florida St. Petersburg, Fla Phone ROGers Park 3644 Seattle, Wash New York, N. Y 
; 
=— 
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DEALERS °°: ¢. 


No. 564 Oak or Walnut 
List Price 
Oak $80.00 
Walnut 82.00 


| TO OUR MANY 


No. 564NT Typewriter 
List Price 
Oak $90.00 
Walnut 92.00 


Prices subject to change 


CABINETS 








CARD 


Double or Single. A size for 
every record. Made to stand 


abuse. Olive green finish. 








List 

No. Size Price 
36 “> Single Drawer $ 4.40 
Packed four single cabinets or 46 4 6 Single Drawer 5.40 
two double cabinets to carton. 58 . ° Sing e Drawer 6.40 
Orders for less than 3 cartons, 69 6 9 Single Drawer 7.40 
10% additional. 53 .<« 5 Double Drawer 8.00 
64 4x6 Double Drawer 9.20 
85 5 x 8 Double Drawer 10.80 
96 6x 9 Double Drawer 12.20 


Investigate Michigan’s Complete Line. Dealers are welcome to our catalog. Write to us. 


| MICHIGAN Uboht 
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These Numbers Need 


, No Introduction - : - 

















t 
No. 30, 60 x 32 List price $60.00 
OTHER SIZES AVAILABLE 
Prices subject to change 
. 
‘e 


No. F7 Letter Size 
List Price $58.00 


No. F8 Legal Size 
List Price $63.00 





e 

40 . : , 

40 Full drawer extension, cradle suspension full 

40 progressive, operating on large plastic roll- 

40 ers. Drawers are non-binding and interior 

“ smoothly finished giving file an excellent ap- 
vearance. 

80 : 

20 Available in large quantities and quick 
service. 

to Us. 


GRAND RAPIDS 
MICHIGAN 
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Mille shill pave 
JACKSON QUALITY! 


OFFICE 


e We have infinite faith in the future of America. It gives us 
new courage to look forward to post-war days when industry 
will return to peaceful pursuits. Undoubtedly, there will be 
changes in the design of desks as there will be in other manu- 
factured products. What physical appearance the ‘Desk of 
Tomorrow’ will take, is anyone's conjecture. However, we are 
sure of one thing . . the quality of Jackson Desks will remain 
unchanged .. their sturdiness . . their functional advantages 


can be counted on TODAY—TOMORROW—and ALWAYS. 


JASPER OFFICE FURNITURE CO. 


JASPER, INDIANA 


S. R. Evans, 421 Hampton Court, Athens, Ga 
Howard Maley, 115 Tarbell Ave., Bedford, Ohio 

L. H. McDaniel, 2718 Cockrell Ave., Ft. Worth, Tex 
L. Pettibone Bedford, Ohio 


REPRESENTATIVES 
James H. Davison, Hotel Figueroa, Los Angeles, Cal 
Marion V. Follin, 220 Fairbanks Rood, Riverside, Il! 
George B. Wray, 130 W. 42nd St., Room 819, New York Charles 


woot 


OFFICE FURRITURE 
pes TITUS 
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DEALERS: = 
PLEASE NOTE— 


PROMPT SHIPMENTS 


Increased production enables us 
to ship promptly. 


A REAL POSTURE CHAIR 


Completely Adjustable and 
easily fitted to user. 


STURDY CONSTRUCTION 


Sound engineering and good 
construction mean long life. 


PRICED RIGHT 


You can give your customers 
good value and still make a = 
nice profit. ee 
WRITE DEPT. “OP” = : 


Today for information. 
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ARTILITY METAL PRODUCTS, Inc. 
ELKHART, INDIANA 
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News you know and I know, nothing 
else around an office takes such a 
terrific beating as an index guide. Unless 
it is a typewriter. But a typewriter is 
built to stand the fast and fancy fingering 
of the frails. 


Not so an index guide. Every day a file of 
guides gets ‘‘the business” severely under 
the long nailed digits of the dames, and 
maybe a bit of mauling by a horny-handed 
guy or two. It is no time at all until the 
poor cardboards lop like the ears of a 
pekingese pulling out of a mud puddle. 


This sorry mess is something I am hearing 
much about, and it makes me sad. So, 
one day I say to a Weis big shot, I say, 
‘‘See here, you,” I say, ‘‘leave us do some- 
thing to correct this bad situation.” And 
he says, ‘‘Okeh; leave us do something.” 


II 


That makes it sound simple, which it is not. 
Much experimenting goes on for maybe two, 
‘three years. Weis builds up machines of 
one sort and another, then unbuilds them 
and builds them up some more. All kinds 
of coating stuff are tried over and over; 
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Grete Light GCH1 W et LOMMUGY Weis 


There is an unnumbered clan of Little Folk called Prac- 
ticks. 
sively in industry, business and politics. 
invisibly, doing good, only. They are 
the individual mind’s eye. 


This school of legendary characters works exclu- 
Practicks work 
seen only by 


Doing good only, and having no powers of mischief or 
evil, Practicks are unlike any others of the progeny out 
of fairyland. Our special Practick, Willowby Weis, is 
influential only over persons on the Weis premises, en- 
couraging them to better efforts, preventing errors and 


How Cell-U-Seal Was 











one goo then another is fed in and thrown 
out because it is too wet or too dry, too 
thick or too thin, too gummy or too what- 
not. It is a long-drawn-out headache, in- 
deed, for one and all. 


Il 


One day a big shot shouts, ‘‘I got it!” 
He is not a baseballer on the Brooklyns 
or the Monroe Tigers, so he is not scurry- 
ing to catch a fly. The machinery is per- 
fected and he now figures out how a liquid 
cellulose formula will give index guides a 
tough, transparent film that lays into and 
on the tabs and upper surface. 


General jubilation prevails and as the 
demonstration goes on around and about, 
the top Weis noggins get together and 
declare that this what-is-it shall be called 
CELL-U-SEAL. 


IV 
Now, I can go on from here and tell you 
all the secrets—how guides go in and come 


out which last and last and never get dog: 
eared. But this you will not wish to be 


bothered with. (Continued on Page Four of this Insert) 


accidents, correcting mistakes of head and heart. Willow- 
by is not a he, but an It, with a capital I. Concensus 
among Weisers is that It stands six inches tall and has 
a round face, wreathed in a knowing smile. The Prac 
tick is anywhere and everywhere around and about the 
Works, usually on the shoulders of men and women. 











Willowby’s garments are said to have their signifigance, 
as explained in the foreword of a forthcoming booklet, 
the first in a series Of stories by Willowby Weis, called 
"Old Higgins and the Charlotte Ruse". 
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So, instead, I will explain you simply why 
this exclusive proposition is the nuts, 
indeed. 


V 


Weis uses select guide stock of uniform 
thickness. This they got to do for sure, 
or otherwise it is no good go. Then they 
apply some layers of the just-right liquid 
stuff under controlled heat. 


The first coat, like oil paint on new wood, 
soaks into the stock and seals it all up, 
including the top and end edges. More 
layers build up a beautiful, smooth gloss. 


The guides then have got a hard surface 
which is yet pliable but will never chip or 
peel or lift up, because it just cannot do 
these things. You can finger a file of 
CELL-U-SEAL guides until the cows start 
out again, and they will stand erect and 
proud. 


You will expect that such index guides 
cost more, but they actually start out at 
a cost that is low and then keep on getting 





MONROE 


New York: The Weis Mfg. Co. 
54-56 Franklin St. 


Omaha: Carpenter Paper Company 


aa > y. a+ 
Sf éde MICHIGAN 


Chicago: Associated Stationers 
Supply Company 


more and more economical as they outlast 
ordinary guides. 


And, someday, when you get around to it, | 


you will need only a damp cloth to brighten 
CELL-U-SEAL Indexes like new, doing the 
same as easily as I am saying to you 
here, in conclusion: To make some dandy 
new friends and customers, sell them 
CELL-U-SEAL. 























| 5 Years— and Look. This alphabet of 
| CELL-U-SEAL guides had taken five years 
punishment in a 24-hour restaurant when 
the above unretouched photograph was 
made. Grease, gravy and finger grime 
were sponged from the first five guides 
to reveal the staying qualities and re- 
newable beauty of this Weis product. 





Boston: Adams Cushing & Foster, 
Incorporated 


Oklahoma City: Carpenter Paper Company 
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Furniture Sales Now Largely 
Replacements 


San Antonio Dealers Express Opinions 
By B. C. REBER 
© 


for 


USINESS furniture and equip- 

ment have had their day and 
future business will be confined, 
primarily, to replacements, expan- 
sion and new business, in the 
opinion of several furniture deal- 
ers in San Antonio, Tex. 

The first half of this year 
brought in some good business. 
This may be attributed in part to 
the fact that San Antonio is a 
large military center, being the 
home of several military reserva- 
tions. In addition, several others 
are located in the immediate 
vicinity. Establishment of small 
reservations in the vicinity, to- 
gether with the expansion of those 
already established, has brought 
good business. This program, how- 
ever, has now been largely com- 
pleted, and a subsequent dropping 
off in business volume has re- 
sulted. Opinions of local dealers 
follow: 

G. S. Thorne, manager, 
Anderson Company: 

“Business in office furniture and 
equipment is now marking time 
with us. During the first quarter 


Paul 


of the present year, and immedi- 
ately following this country’s entry 
into the world conflict, increased 
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AN INSURANCE COMPANY CHOOSES WALNUT.—The 





— 


office of S. E. McCreless, 


ety 


president of the American Hospital and Life Insurance Company in San Antonio, 
Tex. The furniture shown is the Adams Suite, manufactured by Stow-Davis, Grand 


Rapids, Mich. 


Installation of the suite was supervised by Frank Ducos, manager 


of the business furniture department of Maverick-Clarke, San Antonio, Tex. 





A TRANSIT COMPANY INSTALLATION.—Characterized by the good taste and 
conservatism of genuine walnut is the office of D. Gordon Rupe, president of the 


San Antonion Transit Company. 


Dunton Desk Company, Cambridge, Mass. 


The furniture is the Davanzati Suite by Doten- 


Frank Ducos, manager business furni- 


ture department of Maverick-Clarke, San Antonio, Tex., supervised the installation. 
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government activities, with their 
subsequent effect on local firms, 
brought us some fine business. All 
this preliminary work has now 
been completed, and sales have 
dropped off. 


“We do not anticipate much 
business in replacements. My rea- 
son for this statement is, in the 
majority, business firms and ex- 
ecutives have good equipment, 
much of it metal. Consequently, 
there is little possibility for re- 
placement business since it would 
be poor business to replace metal 
furniture with wood, the latter 
now selling at good prices and 
having a business life of only a 
a few years. 


“Opening up of new business 
establishments and expansion has 
brought us some business, and we 
are depending upon these to sus- 
tain our sales for the duration. 
At the same time we are consider- 
ing expansion of our remodeling 
department for repairing furni- 
ture and believe there will be some 


(Turn to page 106, please) 
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Recent 
Instal- 
lations 


ERN FURNITURE, 
An installation 
Junior 


pany, Burlington, 
in the Denver & 
Grande offices, M 
adnock Building, 
Francisco. The de 
modernly 


were installed } 


Co., San Francisco, 


WHERE FILE SYS 


Globe-Wernicke woot 
files in the accounting 
department of Chane 
Vought Corporation, 
subsidiary of United 
Aircraft, East Hart. 
ford, Conn. The sys 
tem was sold through 
Gustave Fischer Com 
pany, Hartford, Conn 


} 
NUCLEUS OF THE] 
BOND ORGANIZA/ 
TION.—The wood! 
paneling and furni 
ture pictured abovt! 
were installed by the’ 
New England Wood 
working Company @ 
New York City in the 
executive offices o 
the Bond Stores, 26! 
Fifth Avenue. Sim 
plicity and good taste 
are the keynote of the 

arrangement. 
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FURNITURE SALES NOW 

LARGELY REPLACEMENTS 

(Continued from page 103) 
good business here from now on.” 

Frank Ducos, manager, business 
furniture department, Maverick- 
Clarke: 

“We have had a good business 
in new furniture and equipment, 
but the present limited selections 
have had their effect on sales, and 
the bulk of our business at the 
present time is for civilian use. 
Business as a whole, however, is 
fair. 

“Our chief market at the pres- 
ent time is among the larger firms 
employing several hundred peo- 
ple. The statute requiring that 


income tax be deducted currently 


from salaries, and other similar 


government requirements has in- 
creased the demand for more fil- 
ing equipment, more chairs, and 
similar equipment. We have been 
working this market with good re- 
turns. It is probable that this will 
continue and will account for 
more business in the future. 
“Our business during the first 
half of the year was good. The 
government program was getting 
under way and this accounted for 
a large purchase of business furni- 
ture and office equipment, in 
which we shared. This work, how- 
ever, has now been completed, and 
replacements and occasional new 


Basically Furniture 
Continues “As Usual’ 


LTHOUGH business as usual 

with old time regular cus- 
tomers is definitely out, there is a 
Silver lining to the cloud for those 
office furniture dealers who ac- 
cept changed conditions, at the 
same time maintaining regular 
contact with old customers and 
doing everything possible to keep 
their good will. 

Typical of the store that is 
building for the future in this 
way is the Farnham Stationery 
and School Supply Company, Lum- 
ber Exchange Building, Minneapo- 
lis, Minn. Although this company 
had a large supply of pre-war 
merchandise in its office furniture 
department, the demand has 
‘taken practically all of it. They 
are now supplying offices with the 
new Victory Model furniture and 
are getting very satisfactory re- 
action from it. 

The new-construction furniture 
is meeting with particular favor in 
far plant offices, now the com- 
pany’s larger purchasers. Many 
of the plants prefer this new type 
furniture, believing it improves 
the posture of employees, thus 
helping do away with fatigue and 
keeping the employee more thor- 
oughly on the job. Leaning back 
in a swivel chair is on its way out 
for the duration! 

Non-war industry customers 
show a tendency not to replace 
old furniture, not only because of 
priorities, but because they are 
looking ahead to post-war days, 
and post-war models. “Wait and 
see” is the policy in regard to re- 
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How Farnhams of Min- 
neapolis Meets Current 
Conditions 


a 


By ETHEL C. PITKIN 
o 


placing furniture purchased for 
long-period service. If necessity 
demands further equipment, used 
furniture is sought. The Farnham 
company reports used furniture 
sales the largest it has ever had 
The demand is far greater, in fact, 
than they can supply. Although 
the company advertises continu- 
ally that they are in the market 
for used furniture they are unable 
to get enough to supply their po 
tential customers. 

The company’s repair section, 
formerly a one-man affair, is now 
at a peak of activity. Three men 
are kept busy and a fourth could 
be added if he could be found. One 
repairman has been with the com- 
pany for many years; another had 
been engaged in the repair of 
school furniture of the Minneapo- 
lis public schools. As others are 
engaged, they are trained by the 
head repairman. 

The regular number of salesmen 
continue to make their usual calls 
on accounts. On their visits, they 
can check on what an office needs 
even though it may not be possible 
to supply the merchandise at pres- 
ent. They offer suggestions as to 
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sales will only result here. It must 
be remembered, however, that 
general business conditions have 
been good, and are continuing so, 
and this’will create a natural de- 
mand for more equipment.” 

J. Andrew Smith, J. Andrew 
Smith Company: 

“Our business during the first 
half of this year was better than 
during 1942, but I foresee a decline 
for the last half, the extent of 
which cannot be determined at 
this time. Much of the business 
We are acquiring at the present 
time is due to expansion and this, 
together with replacements, will 
account for much of the business 
in the future.” 


Business 


substitutes and how to make best 
possible use of equipment and 
supplies. This contact is main- 
tained with valued customers and 
good will is kept up so that there 
will be no loss of good customers 
when the present conditions are 
changed. 

Advertising is carried on as 
usual. Newspaper advertisements 
are run as frequently as before, 
because it is a policy of the com- 
pany to continue to keep its name 
before the public in preparation 
for the day when regular business 
can again be resumed. 

For this reason, too, display 
rooms are continued as formerly. 
The displays are not so large and 
there are fewer styles shown be- 
cause fewer aire being manufac- 
tured. But the items in stock are 
given the same careful display 
that has always been a feature of 
the company, in rooms specially 
reserved for this merchandise. 

There is nothing negative in the 
attitude of the Farnham company. 
Changed conditions are met cheer- 
fully. While a maximum of effort 
is placed where it is possible to 
do the most business there is no 
losing sight of the future by neg- 
lecting loyal, regular customers. 
These are given as careful con- 
sideration as possible in every de- 
tail. This is a good example of a 
forward-looking company which 
will be ready to take its customary 
place in the business field with no 
loss of contact or good will when 
the country swings back to nor- 
maley once more. 
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Who would have thought 
that we at Art Metal, whose business lives 
have been spent in bringing order out of 
confusion would now find ourselves 


creating instruments of destruction instead? 


Yes, war equipment is a far cry from our 





'In reply to yours of December 7th"! 


peacetime business of making fine steel office 
equipment. But—and we have the Army and 
Navy’s word for this—the way our people have 
made the changeover is a tribute both to their 
patriotism and to their ability as craftsmen. 


We salute them. 


Art Metal office equipment has enlisted for the duration. In its place 


we are making Art Wood Desks, Files, and Postindex Visthle Ftles. . . 


ART METAL CONSTRUCTION COMPANY ¢ JAMESTOWN, N.Y. 


4888 Art (Y\ At 2 A943 


Now Turning Steel Office Equipment Into War Materials 
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1}GH IN WARTIME 





War teaches us all a new lesson in APPRECIA- 
TION. Every man and woman who spends long 
hours at a desk, acquires an awakened awareness 

. a new found respect for this business furni- 


ture. 


During peace time, we accept the presence of 
certain commodities so casually. It isn't until 
the needs of war spotlight autos for example, 
do we fully understand their essential function. 


And so it is with office desks. 


So long as the production front constitutes an 
integral part of our war effort, Jasper office desks 
will play the role of "silent partner" in our quest 
for VICTORY. And when peace comes... 
Jasper Desks will accept their new responsibility 


likewise in stride. 


THE JASPER DESK COMPANY 


1876-1943 OUR 68th YEAR 


JASPER, INDIANA 
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FURNITURE DEALERS OF THE NATION! 


As we look back in retrospect . . . to survey the 
contribution of our industry to the nation’s war 
effort, we are impressed by the job done. Literally 
hundreds of thousands of desks have found their 
way through dealer channels to every administrative 
avenue of the war program. It is a satisfaction to 
contemplate the fact that Plans for Victory are being 
formulated by men and women of the production 


front. 


Myrtle Desk Co. and Alma Desk Co. share with 
their dealers the glow of a job well done. Our desks 
have successfully met the stress of war-time require- 
ments . . . we promise that they will continue to 
meet peace-time need when VICTORY arrives. 


And so we again salute the office furniture dealers 
who have supplied war industries and government 
agencies with vital office desks at a critical hour in 


our country’s history. 
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“PILOT” CARD INDEX CASES 
HAVE A THOUSAND AND ONE USES... 


Yo RK customers need card index cases along with thick fronts and backs. These cases are made of 
guides and indexes. The C. 1. case is a swell leader quality fibre board and green cloth. 
for your salesmen... a real order-getter ; i 
: It is attractive. ..the inside of the case is finished 

The new “Pilot” case is just the thing for the new in white: the inside of the drawer in blue: the out- 
tax withholding forms . . . payroll deductions side in green. Available in one and two drawers 
customer and prospect: records a tickler systeme for the following size cards: 3x5: 1x6: 5x8: 6x9; 
for any department. 3'ex 7's: For tax withholding forms. 

The Globe-Wernicke Pilot Case is tough, sturdy, Globe-Wernicke specializes in guides and indexes 
and durable. Drawers slide with ease and are fitted for every business. ..a system that will be fast, aceu- 
with improved follower blocks as well as double rate, and simple 


A few of the many Card Index Cases made by Globe-Wernicke 





AGATE .. . Lift Lid Style , RECRUIT . . . Pull Out Style. . .Single or Double Drawer PEERLESS . . . Hinge Cover 
all stock sizes (Binder's Board) all stock sizes (Wood) all stock sizes (Wood) 


Globe SWernicke CINCINNATI, OHIO 


MAKERS OF OVER 4,000 ITEMS NEEDED IN OFFICES 
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Today's Dreams—Tomorrow’s 


WO principal forms of post- 

war planning alreadyare clearly 
apparent in American industry. 

Every day, as post-war commit- 
tees meet and speculate on things 
to come, the air is filled with peep- 
show previews and the papers 
publicize drafting board dreams. 
Undeniably, many procedures, 
processes and products have 
changed to conform to the needs 
of war. Inevitably, other and still 
greater changes are bound to come 
with the return of full-time pro- 
duction for peace. Certainly these 
changes, all of the improvements 
that have been made as the result 
of war, offer new challenge to in- 
dustrial engineers and designers. 
Fortunately, most post-war plan- 
ners are plotting their future 
against a background of the 
proven progress of the past. They 
are studying existing equipment, 
analyzing known characteristics 
that can help to establish new 
and more desirable developments 
for the future. It would seem that 
upon this premise depends the 
sounder post-war planning of all 
industry. 


Future Market Demands 


There should be little serious 
difficulty in studying market de- 
mands for the products of the 
office equipment industry. It is 
relatively simple to set up definite 
new comparisons with products 
now in use, in order to evolve vari- 
ations that can meet or establish 
new demand. Simple but far- 
reaching changes can revolution- 
ize the office furniture market of 
the future, and it is especially 
promising when one _ recognizes 
the fact that all of the improve- 
ments that have been completed 
and all of the claims that have 
ever been made are but a faint 
whisper against the roaring back- 
ground of a great new demand 
that can and must be created. 

Almost fifty years ago, when the 
first forerunners of modern office 
equipment were developed, manu- 
facturers accepted a never-ceasing 
responsibility. With the installa- 
tion of the first business machine, 
office equipment and furniture 
manufacturers undertook to solve 
office production problems. 
Through the years, to fulfill that 
responsibility, they have developed 
new equipment for the paper con- 


Plans 


An Informed Layman 

Looks at the Post-war 

Planning of the Office 
Furniture Industry 


So 
By PAUL R. ANDERS 


Dean, 
School of Business Administration, 
Fenn College, 
Cleveland, Ohio 


o 


trol of plant production and con- 
tinued to contribute more efficient 
and economical ideas to office- 
production executives. 


Progress Delayed by War 


If the manufacture of office 
equipment could have been main- 
tained at normal levels during the 
war, new progress probably would 
now be evident. But when war be- 
gan, the office equipment industry, 
along with many other major in- 
dustries, was asked to tear out all 
the wonderful machinery of its 
peacetime production. Unhesitat- 
ingly they scrapped a lot more 
than machinery. Except for es- 
sential replacement, they threw 
out great lines of products, the 
business machines, the furniture 
and most of the equipment now 
so necessary to fast, economical 
and accurate paper-control of 
plant-production. When they 
scrapped the machinery of every- 
day production, they also were 
forced to delay their planning for 
the future. As long as the smoke 
of never-ceasing war production 
lies over America, many of these 
manufacturers will still be forced 
to devote the major portion of 
their manufacturing time and ca- 
pacity to the production of mate- 
rial for the armed services. 

Yet to a greater extent than 
ever before, war has emphasized 
the interdependence of plant pro- 
duction and office procedure. It 
has also indicated new need for 
intelligent and far-sighted plan- 
ning to improve office procedures 
and reduce the cost of paper con- 
trol of plant production. Perhaps 
the most important phase of serv- 
ice that office equipment manu- 
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facturers can render is the better 
integration of all the essential 
equipment required for the pro- 
duction of better paper work. Cer- 
tainly, in their proper position as 
implements of war, typewriters, 
calculating machines, tabulators 
and bookkeeping machines, furni- 
ture and all forms of office equip- 
ment should no longer be consid- 
ered as individual products but as 
a part of a vital process. If, for 
the duration, men in the office 
equipment field will accept this 
fact, much of their post-war plan- 
ning will tend to change the whole 
face of the future. 

When peace returns, there is 
every indication that its urgencies 
will be as pressing as are the pres- 
ent needs of war. Released by an 
eventual Allied victory, a new 
stream of production will flood the 
factories of America. That pro- 
duction, too, must be planned on 
paper, controlled by paper work, 
developed by co-ordinated equip- 
ment. 


Future Co-operation Needed 


It may be that the exchange of 
essential information between of- 
fice equipment manufacturers, co- 
operation that has stemmed from 
the war-contracting in which they 
have engaged, will bring about a 
closer relationship between these 
manufacturers in the future. Cer- 
tainly, if co-operation helps now, 
it would seem highly desirable for 
the future. During the years of 
its greatest development, the man- 
ufacture of office equipment has 
been highly specialized, closely 
segregated, and essentially com- 
petitive. The manufacturers of 
business machines have endowed 
their products with almost unbe- 
lievable efficiency, and left the 
choice of auxiliary equipment to 
the judgment of an office man- 
ager. One office furniture manu- 
facturer specializes in desks, an- 
other in chairs, and the two may 
be brought together for the first 
time in a dealer’s window. Still 
another type of manufacturer de- 
signs fine equipment for the effi- 
cient performance of an office 
process, then attempts to apply it 
to complete office procedures. 
Though this method of operation 
may forestall competition, it also 
lowers office production efficiency. 

The result of too great special- 
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HOW SIMPLE CHANGES TURN WASTE MOTION INTO INCREASED OUTPUT 


Above left, unnecessary reaching for stencils proves 
to be an important time-consuming element. Above 
right, fatigue factors delineated here are wholly avoid- 
able. Even with the stand moved so the operator is 
enabled to use the right-hand column of her desk, the 
assembly is still most inconvenient. 
fortable full-time performance becomes an actuality 


ization and segregation is chaos. 
The result of too close competition 
is consumer uncertainty. When 
faced with the necessity for equip- 
ping an office, too few office man- 
agers know how to choose ma- 
chines, furniture and files, much 
less coordinate groups of equip- 
ment to serve specific needs. 
Everything that is done in the 
name of service for war and every- 
thing that can be done by way of 
post-war planning must consider 
the solution of this problem. 
Recognition of any problem is 
probably the first essential in its 
solution. Then, in true American 
tradition, someone, somewhere, 
solves it. One such experiment in 
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Lower left, com- 


transforming products into process 
has proven both spectacular and 
significant, and would seem to 
offer the equipment industry food 
for thought. 


Common Sense Office Furniture 


Some months ago, the first of a 
series of stories appeared in the 
columns of this magazine, articles 
based upon a series of studies 
made by a man named A. H 
Stricker, Chief of Statistics at the 
General Electric Company at Nela 
Park. According to these reports, 
Stricker had evolved a direct and 
simple plan for the integration of 
business machines and furniture 
which made it possible to perform 


OFFICE 


when the work is raised to eye-level, storage facilities 
provided and the machine lowered. Lower right, space 
for receiving and disposing of work, the assembly of 
typewriter and moistener at a comfortable work-level 
and the simple addition of a copy-holder key this 
adapted furniture 

Comfort and speed go hand-in-hand. 


increased office production. 


more office work with fewer peo- 
ple in less time. 

Because Fenn College is proud 
of its School of Business Admin- 
istration, we felt that there might 
be an opportunity for us to adapt 
some of Stricker’s findings to our 
own use. When we first investi- 
gated, we expected to find a highly 
specialized operation, utilizing spe- 
cial equipment for the perform- 
ance of highly specialized work. 
What we found was a beautiful 
demonstration of common sense, 
one of the rarest commodities in 
the world. 

With all the detachment of a 
true research mind, Stricker chal- 
lenges time-study, in all the 
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phases of its orthodox application. 
So, for several years, he has 
peen studying office equipment, 
attempting to adapt standard 
equipment to the needs of his 
average worker. Because all office 
work is a known multiple of a 
single office worker, Stricker put 
together a simple combination of 
operator, desk, chair and business 
machine. 

Then he stood back and studied 
the operation. The worker, a girl, 
was of average height and finished 
her work at a rate typical of the 
office as a whole. But, Stricker 
wasn’t satisfied. He had to know 
why her rate was average, know 
whether her chair and desk and 
the position of her calculator had 
any bearing on comfortable full- 
time office production. Someone 
had told him that 31 inches was 
the proper height for a desk, that 
a simple adjustment of the chair 
would compensate for the physi- 
cal variation between employees. 
He learned a lot by just standing 
and waiting, and by now he 
wouldn’t take anyone’s word for 
“Good morning.” So, he sent for 
a carpenter and started cutting 
down the height of desks. Inch by 
inch, they dropped the height 
until desks were only 26 inches 
high and operators could work in 
complete relaxation. Then he cut 
away a section of desk top to 
lower the level of the business 
machine, put the figures and the 
figure processing unit on the 
same level. Now he was having 
fun because his operators, by ex- 
pending no more energy than be- 
fore, were turning out a far larger 
volume of more accurate work. 
And, though he did not think 
about it then, nor has given it 
more than passing thought since, 
he was offering a challenge to the 
office equipment industry. 

He made no claims for the new 
height of his adapted furniture, 
did not know whether 26 inches 
was the ideal working level. He 
only knew that his workers fin- 
ished more work with fewer errors 
when all of their equipment was 
integrated. 

Stricker, being the kind of man 
he is, was unwilling to base con- 
clusions on a single experiment. 
Thirty-one hundred consecutively 
successful studies, comprehensive 
in their scope and conclusive in 
their findings, demonstrated the 
relationship between an_ office 
worker, her desk, chair and ma- 
chine and her known production 
record. 


When office equipment and 
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furniture manufacturers started, 
for the first time, to replace the 
tall stools and the high desks at 
which office production workers 
had formerly been forced to work, 
some study must have determined 
the design of most of the furni- 
ture now currently used in offices 
all the way across the country. 
There may still be men in manu- 
facturer organizations who re- 
member what that study consti- 
tuted. Since that original good 
and great change took place, how- 
ever, there has been relatively 
less progress than should be evi- 
dent today. Careful analysis of 


ITEM 


On Stand Beside 
Desk 


MANNER IN WHICH MACHINES 
ARE MOUNTED 


special work will undeniably leaa 
to the evolution of specialized 
furniture which can be integrated 
with specialized equipment. Why 
should there not be a specially- 
designed desk for a stencil typing 
operation? A study of the time 
consuming acts required when the 
typewriter and moistener are 
mounted on a stand has already 
shown that special furniture is 
justified. When Stricker analyzed 
the job of typing stencils, he broke 
down the work into six individual 
items each of which is set up in 
the accompanying table. 

Nothing is so permanent as 


ADVANTAGES OF 
USING DESK 


On Specially De- 


signed Desk 





21 Papers 


4 


th 


Two pieces of equip- 
ment, a desk and a 
metal stand are 
used, without com- 
pletely providing 
satisfactory facili- 
ties for all steps of 
the operation. 


Equipment. 


No definite place is 
provided for the 
papers when tran- 
scribing the infor- 
mation to the sten- 
cils. Under ordinary 
operating condi- 
tions papers lie flat 
on the desk, com- 
pelling the operator 
to assume an awk- 
ward and unnatural 
position in order to 
read the informa- 
tion to be tran- 
scribed. 


from which 
stencils are 
to be typed. 


Ordinary general 
illumination is in- 
adequate for com- 
fortably doing vis- 
ual tasks at a desk, 
such as transcrib- 
ing information to 
stencils. 


Light 


Supply of No provisions made 
stencils for keeping a sup- 
ply of stencils at 
the machine other 
than those placed in 
the hopper (50 sten- 
cils), unless a box 
is put somewhere 
on top of the desk. 


Machine 
noise and 
vibration 


Typewriter and 
moistener cause 
noise and vibration 
which is transmit- 
ted to and amplified 
material'y by the 
stand. 


Space oc- Both desk and stand 

cupied are so positioned 
that although the 
entire floor space is 
occupied, the right 
hand desk drawers 
cannot be used 
without moving the 
stand, unless the 
desk is moved far- 
ther away, result- 
ing in greater in- 
convenience in other 
directions 


September, 1943 


Only one piece of 
equipment, a desk, 
required provid- 
ing complete facili- 
ties for every step 


Specially 
copy holder from 
which information 
is transcribed 


Better-Sight Copy 
Holder, consisting 


Two drawers hold- 
ing 750 
each, a total of 
1,500 stencils, are 
provided in the 
righthand pedestal 
for the storage of 
stencils 
drawers each ac- 
commodate one and nates daily trips to 
one-half packages 
of stencils 


Moistener is sus- 
pended on 
cushions, 


with the desk. Type- 
writer is surround- 
ed by a felt covered 
box to deaden noise. 


Entire unit is con- 
solidated in one at the 
desk with all space 
efficiently used ing surface is in- 


The equipment re- 
quired is materialiy 
reduced and the fa- 
cilities for doing 
the job are im- 


the typing of proved. 


stencils. 


Places records in 
the most convenient 
position for tran- 
scription, pages are 
easily removed, and 
are located at the 
correct distance 
away from the eyes 
for normal reading. 
Permits operator to 
assume a natural 
and relaxed position 
at the typewriter. 


designed 


Better-Sight Copy 
Holder properly po- 


fluorescent lamp sitioned, produces a 


fixture, is provided soft, restful light 
to supplement gen- 
eral illumination. 


where it is needed, 
without glare or 
disturbing reflec- 
tions. Smudged and 
indistinct copies at- 
tain maximum leegi- 
bility. Continuous 
eye-strain avoided. 


Provides several 
days’ stock of sten- 
cils at the machine. 
Stencils easily ac- 
cessible from oper- 
ator’s position for 
withdrawal from 
drawers and inser- 
tion in hopper. Elim- 


stencils 


These 


get stencils. 


Material softens 
mechanical noise of 
both machines while 
in operation and en- 
tirely eliminates 
desk vibration. 


rubber 
eliminat- 


direct contact 


Floor space is saved 
same _ time 
that effective work- 


creased. 
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change. Somewhere somebody has 
said that the size of the scrap 
heap is an indication of the rate 
of progress. The desk for housing 
the typewriter and moistener is a 
change from the old method; it 
brings together at one place all 
those things required in connec- 
tion with typing stencils, estab- 
lishes a method for saving time 





KEEPING SUPPLIES WHERE NEED- 
ED.—Above, office forms and sup- 
plies are always available when 
needed if kept in special cabinets 
that can be checked at a glance. 
Center, a traveling supply tray keeps 
desk drawers well supplied. Below, 
smali wall-mounted cabinets prove 
to be the logical answer in providing 
supplies for the individual office oper- 
ator or clerk. 
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and increasing efficiency, com- 
bines a_ scientifically designed 
facility, in the form of a desk, 
with the task of typing stencils. 

Not only is the special desk a 
measurable time-saver, but physi- 
cal and ocular fatigue are also 
substantially reduced. The oper- 
ators who use this equipment type 
more stencils in less time with 
fewer errors. A better procedure 
is assured and a number of make- 
shift devices are eliminated. In- 
evitably, the creation of a place 
for everything keeps everything in 
its place and floor space and 
equipment requirements can be 
materially reduced. 


Modernizing Other Equipment 


There are a number of other 
simple things that can result from 
sounder post-war planning. Sim- 
ple standardized cabinets can be 
evolved which will concentrate 
needed supplies in the rooms 
where work is being done. A sup- 
ply tray from which a messenger 
can stock supply drawers can save 
an untold amount of clerical time 
and maintain far higher effi- 
ciency. Small individual supply 
cabinets can be designed to hold 
all the supplies needed by any in- 
dividual office operator. Whether 
these be wall mounted or become 
a part of the desk assembly is a 
small matter so long as they are 
regularly supplied and restocked. 
This process, together with the 
stocking of the supply drawer in 
the desk, can do away entirely 
with the need for requisitions. 

Here, then, is proof that co- 
ordination and integration can 
furnish both the office equipment 
industry and the overburdened 
offices of war industry with a new 
and better method for paper-work 
production for the present. Quite 
simply, when the Stricker plan has 
been studied and adapted by office 
equipment manufacturers, it can 
become a major objective for the 
furniture manufacturers of the 
future. Inevitably, the products 
of the office equipment industry 
will become a part of a planned 
production process. The time to 
plan the change is now. 


—- 


“RANCHO GRANDE” LOUNGE 
CHAIR DESIGNED BY DEALER 


J. Andrew Smith of the J. An- 
drew Smith Company of San An- 
tonio, Texas, with that same 
initiative that has brought him 
one of the best business furniture 
establishments in Texas, as well 
as responsible offices in the Lion’s 
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Club, has designed and is mer- 
chandising an easy lounge chair 
under the trade name of “Rancho 
Grande.” 

The cHair has a saw-buck frame 
fitted with woven rope webbing 
in place of springs. The cushions 
are of rustic, natty fabric stuffed 
with cotton. Wood is pondorosa 
pine. 

The chair is extremely comfort- 
able and has found a welcome re- 
ception in local army circles. A 
number of them have been in- 
stalled in officers’ clubs and army 
day rooms. One has also been in- 
stalled in the waiting room of a 
local air depot and scores of others 
have been purchased for offices 
and private homes. 

The chair is made in San An- 
tonio for Mr. Smith and as soon 
as production really gets under 
way, some good business is antici- 
pated.—_BCR 





WINNER OF THE TAYLOR POPU- 
LARITY CONTEST.—Not by acci- 
dent is this posture typewriter chair, 
No. 885012W, the most popular of 
the entire line manufactured by The 
Taylor Chair Company, Bedford, O. 
For every adjustment to make the 
chair fit the individual operator—tall 
or short, slender or full-figured— is 
provided. Raising or lowering is ac- 
complished by the Taylor Wood Screw 
Swivel, the back tilted by a con- 
venient hand screw, and the back 
rest raised or lowered by a quick 
simple adjustment. The top of the 
back rest tilts to follow the motion 
of the body, whether sitting erect or 
leaning backwards. Seat and back 
rest are upholstered in Cavalon or 
Brown Belmont fabric, and seating 
comfort assured by a soft, two-inch 
cushion. The posture typewriter chair 
is available in quartered oak, birch in 
oak finish and birch in green, mahog- 
any or walnut finish. 
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ts AT'S a question we are frequently 
asked. Its correct answer depends on 
many things. 

When the Stylemaster Line was 
first introduced it was generally con- 
ceded to be years ahead in design—in 
working convenience and in appear- 
ance. Its neutra-tone gray color was 
the first advance in office equipment 
finish since the introduction of olive 
green. Your sales figures and ours 
proved how tremendously popular 
Stylemaster Desks were. 

Now—while the facilities of our 
metal working plant are 100% on war 





work—we are busy in our design de- 
partment planning a still better Style- 
master Steel Line. New materials— 
improved methods of fabrication— 
better finishes—all the 101 details that 
gointo building a complete line of office 
equipment are being studied and 
weighed—recommended or discarded. 

When peace comes again the NEW 
Stylemaster will be even more worthy 
of its name—will continue the record 
pace the original Stylemaster set. It’s 
your guarantee that the “Y and Ek” 
Franchise will be more valuable than 
ever. 


YAWMAN AND ERBE MFG. CO. 


1015 JAY STREET, ROCHESTER 3, N. Y. 
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BACK THE OFFENSIVE— 
BUY WAR BONDS 
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These six Tilt and Swivel Chairs are proven star performers. 





They’ve made sales history during a period when proper office 
seating has been so vital. That’s why hundreds of dealers 


from coast to coast SELL WELLS—SELL WISELY. 
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ADJUST HEIGHT ADJUST TENSION ADJUST HEIGHT 
OF SEAT OF BACK OF BACK 








U pholstered 
Posture Chair. 
Leatherette 
in 6 colors 








No. 3008 
SOQ)" ) 
List Price 


Oak or Walnut Finish 


Executive Swivel Arm Chair 


Upholstered seat and back with high grade leather 
No. 3604 $2 B00 No. 3606 8D 80 ette covering in Maroon, Tan, Green. Red. Brows 


List List and Blue. 
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Oct. 4th, Sth, 6th 





Palmer House—Chicago 
Make WELLS Your Headquarters 


No. 3600 





Swivel 
Armchair 
$28.80 
List Price 
No. 3605 aoe neem eme nemereanmeninnernina tamed 
, | FREE: ae 
$26.70 ! 
a | Send toe these coves mes a | 
ist Price ! SIT ‘ ; 
— : — TO HELP YOU a 
No. 3602 Oak or Walnut Finish ! SELL MORE SERVE; 
$22.40 ack : ¥ 
ge Packed 2 to Carton | TILT ond SWIVEL _ 
SWIVEL—NO ARMS IMMEDIATE DELIVERY - CHAIRS - > 


Wadia 410-12 SOUTH 


FuRnTune ff) OY 


COMPANY EHICAGO 





MANUFACTURERS e© CHAIRS e¢ BEesnkse eo: FILES 6 TABLES 
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. 88491, 


two Ww 
TAYLOR 


TYPEWRITER 
CHAIRS 











Designed and Built for 
WAR and WEAR 


BA 











These chairs in stock can be shipped without 


priorities. However, orders with priorities will 


be given preference. 
prompt delivery, attach 


wherever possible. 


No. 984544 BA 


e These attractive Taylor typewriter chairs have been 
specially designed to withstand the strain and hard use 
of war-time service. 

To provide super-strength, certain minor adjustments 
not required for this type of service have been eliminated 
and the correct posture seat and back have been joined 
into one substantial unit by means of strong wood braces 


at the sides. 


The upholstered chair, No. 88491,4BA, has a sturdy 
subseat of wood which with the substantial arm braces 
provides unusual sturdiness. The tilting back rest gives 
added comfort by supporting the small of the back in 
every position—sitting erect or leaning back. Available 
in green or brown covers. 

Both chairs are equipped with the self-lubricating. 
easy adjustable Taylor Wood Screw Swivel which is not 
only long-wearing but extremely smooth operating. The 
seat can be easily raised or lowered to any desired height 
with ease and precision. 

Supremely Comfortable and = smartly styled, these 
Taylor typewriter chairs fill a real need where unusual 


strength and super-service are desired. 


Therefore, to insure 


priorities to orders 


The‘Taylor Chair Company 


BEDFORD, OHIO, U.S. A. ° FOUNDED 1816 
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October is convention month for ofhce 
furniture dealers. There’s going to be a 
lot of discussion of postwar plans. Viany 
sound theories will be advanced, and 

| many good ideas will be born there. 
| We, too, have been doing a lot of 
| thinking about postwar products—desks, 
| particularly. We have, at times, let our 
| imagination have full play. We have run 
the gamut of modernistic streamlining 


and intriguing gadgets. But, after each 


Craftsmen 
of Fine 
Desks 


EUAN UE 


DESK COMPANY 





Let's Talk About Postwar a Moment 


of these flights into fancy, we come back 
to earth, with the parachute of “practi- 
cability.” 

Men, business men, are not aesthetes. 
They, we believe, will still want sturdy, 
dignified, and practical desks—after the 
war. 

When VICTORY comes, IMPERIAL 
will bring you new ideas in ofhce furni- 
ture to give the maximum utility value 


designed to meet Postwar trends. 





EVANSVILLE aa INDIANA 
i 
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Styled for America’s 
EXECUTIVE 
OFFICES 


LEATHER FURNITURE AVAILABLE to signify the ultimate in quality. 
on PRIORITY ORDERS Even in the face of wartime restric- 


Leather like many other materials is tions, NIEMANN still makes the 


scarce. However, NIEMANN is still finest possible leather upholstered 
furniture. 


able to fill orders for leather daven 
ports and lounge chairs if the end 
use concerns our war effort. Be sure 


then to accompany your order with oan | e mn a n i 


a priority. 
vim RS AE 


: The NIEMANN trademark continues Se ae one pave Gr.-cmecane,cas. 
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LYON WOOD STORAGE 
EQUIPMENT OUTPUT 


— 
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You know how fast this Lyon Engineered storage equip- 
ment has been selling .. . even though shipments couldn't 
be promised ‘til long after orders were booked. Now— with 
production facilities expanded—you can really go to town. 
Your ability to promise IMMEDIATE DELIVERY on these 
items gives you a decided ad- 
vantage over any type of com- 
petion Let your customers know 
they can get Lyon Engineered 
Storage Equipment RIGHT NOW 

and watch the orders roll in. 




















LYON ADJUSTABLE WOOD SHELVING: Available for imme- 
diate delivery in open and closed types. Strong, hardwood 
shelving adjustable every 3” vertically and horizontally by 
hand—no tools necessary. Complete assembly requires only 
one tool—a screw driver! Quickly set up by inexperienced 
help. Easy to take down and re-erect in a new location. 








LYON WARDROBE 
CABINETS 


Equipped with full-width shelf fox 
hat storage and full width coat 
rod. Also combination type with 
full-width top shelf, coat rod and 
space for coats, and four half- 
width shelves for storage. Im- 
mediate delivery on both types. 





LYON LYON STORAGE CABINETS 
SHOPROBES LYON LOCKERS Attractive in design. Sturdy in con- 

Safe, convenient mobile storage Immediate delivery on Sin- struction. Equipped with four full- 

for workers’ clothing. Takes up gle Tier or DoubleTier types width shelves adjustable on 6” cen- 

less floor space per person than Roomy, sturdy, sanitary. In ters. Immediate delivery 

the area covered by a man’s hat. big demand by war plants 

Especially suited to industries requiring clothing storage 

where personne! fluctuates and facilities for women. 

compact, low cost clothes stor- 

age is a prime requirement. Both Single Face (10 persons) and 

Double Face (20 persons) models available for immediate delivery 


METAL PRODUCTS, INCORPORATED 
General Offices: 928 Madison Avenue, Aurora, Illinois 
Branches and Distributors in All Principal Cities 
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@ Sculptured out of the rock of the Black 
Hills are the portraits of four famous Ameri- 
cans . . . Washington, Jefferson, Roosevelt 
and Lineoln. Just as the rock itself will 
endure forever, so will the memory of these 
men who have played such an important 
CHIEFTAIN SUITI role in American history. Their quality en- 
No. G560 dures forever. 
Beauty of design, finish and trim are outstand- 


ies features of the Chicftain Suite Quality is a sacred trust and the Hoosier 


Desk Co. does not accept this fact lightly. 






All during this war period we've spared no 
effort to maintain quality ... we've zeal- 
ously guarded the high standard of our 
merchandise. The trade can now and always 
rely on the intrinsic merit of Hoosier Desks. 


As Allied Victory approaches. it becomes 
more and more necessary to expend every 
ounce of energy towards winning the war. 
If our dealers do not receive Hoosier Desks 
as promptly as they would like. they may 
exact satisfaction from knowing that the 
delay springs from the urgency of providing 
war needs first. 


2000 SERIES 
No. 2560 


This line meets the modern demand for office 





furniture, having added utility value and 
streamlined appearance. 


HOOSIER DESKS 


BUILT TRUE CLEAR THRU—HOOSIER DESK COMPANY, JASPER, IND. 
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HARTER 





Wood Chairs 
Sook Ltke 


HARTER 
Steel Chairs 








| DESIGN and finish Harter Wood 
Chairs-—for fine offices—resemble the steel lines. This applies to 
both posture and conventional chairs. 

The Harter Posture Chair—No. W-35—illustrated in the cen- 
ter at the right, has all the Harter posture features, including self- 
fitting adjustments. The seat is well cushioned and comfortable. The 
back rest gives positive support. 

At the right above is the W-1510, an arm chair similar to the 
arm chair in the Universal Suite, except as to materials. The W-1520, 
shown at the right below looks like the Universal side chair. 

Harter is cooperating to the fullest extent in war work. Steel 
chairs for general distribution are not being produced. At the same 
time Harter is planning for the future. When vital war materials are 
again available Harter will present chairs——advanced in design — 
smartly styled in steel. 


(Notice: Whenever possible please send priority ratings with orders. 


"i I. j } j [ - " - * 
They are needed for scheduling shipments and securing war matertals.) 


HARTER CORPORATION, STURGIS, MICHIGAN 


New York, 354 Fourth Avenue @ Chicago, 14 East Jackson Boulevard 


WAM BUY UNITED STATES WAR BONDS WIS 


* 


Ww-1510 


w-35 


Ww-1520 
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“let us work together” 








*FLUSH 
CONSTRUCTION 


Originated and developed by 
NATIONAL, is a feature which 
affords decided advantages of use 
and durability. Eliminating, as 
it dees, corners and crevices, it 
makes for cleaner, more sanitary 
furniture. It permits of greater 
simplicity if design—in line with 
the decorative feeling of modern 
business offices. And the very 
method of construction which 
this flush feature requires con- 
tributes greatly to strength and 


consequently to durability. 


NATIONAL DESK No. 60445 


receded center legs with adjustable glides 


We’ve done it before 
We ean do it again! 


History does repeat! Here we are teaming up with the nations 
dealers to do a smashing job, despite all handicaps . . . as we 
did in 1918. This time we're even better equipped. with con- 
trol of lumber sources and all manufacturing steps . . . with 
a fine line-—headlined by NATIONAL’S famous FLUSH 
CONSTRUCTION *—emphasized by mechanical improvements 


which heighten the value of every desk in this great line! 


THE NATIONAL DESK CO., Inc. 


HERKIMER, NEW YORK 
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No. 3618S Storage Cabinet 


Equipped with 4 adjustable shelves 
36°W x 72”H x 18"D 


$55.00 


BLUE PRINT CABINETS 


No. 4028W 
$78.00 Including base. 


Without base deduct $10.00 


A five drawer Blue-Print Cabinet designed 
for the safe keeping of drawings, maps, 
tracings and blue-prints to sizes 24%4” x 
39”. Made of seasoned plywood. Drawers 
glide smoothly and easily. Material filed 
will be free from curling, creasing or tear- 
ing. A hood in the rear and a lift com 
pressor in the front of each drawer keeps 
prints in perfect order. Cabinets can be 
bolted into solid batteries. 33%” high in- 
cluding base. 


olive green enamel. 
are thoroughly reinforced and are 
equipped with a locking device 
controlled by a paracentric lock 
in the right hand handle. 


AND 


STORAGE 


WARDROBE 
CABINETS 


Steel-like storage and wardrobe 
cabinets made of pressed wood. 
Sturdily constructed. Finished in 
The doors 


No. 3618R 
Wardrobe Cabinet 
s Equipped with 1 shelf 
and 1 coat rod 
36”°W x 72”H x 18”"D 


Combination Storage 


$50.00 





No. 3618C 


and Wardrobe 
Cabinet 


Equipped with 4 shelves 


and 1 coat rod 


36°W x 72”H x 18”"D 


$56.75 














PORTABLE DESK FILE 


\ combination letter file 
with safety personal com- 
partment. Offers a means of 
keeping papers private. Can 
be moved from place to 
place. Both upper and lower 
compartments are fitted with 
lock and keys. 

Made of high quality pressed 
wood. Olive green finish. 
Brushed brass handles at 
each end. Guide rod operates 
in a depressed groove de- 
signed for eyeletted opera- 


tion. 


No. 458W 
$29.00 
Upper compartment 
1234” x 10%” x 24” 


Lower compartment 
1396” =x 11° = 36 


Height 30” 
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THE DESKS 


have a STAKE in VICTORY! 


No. 4266-4 





Since 1884, Central Desk Manufacturing Co. has been making quality office furni- 
ture. Over this span of years, our country has faced many a crisis. We take great 
pride in the fact that these United States have successfully weathered every obstacle. 
The war we're fighting has taxed our country’s resources to the utmost... yes and 
given new responsibility to the desk industry which is so essential to the administrative 
phase of the war. Central Desk Manufacturing Co. is humbly proud of this op- 


portunity to serve the nation’s desk requirements. 


If at times, we have disappointed some of our good friends on deliveries, it has been 
due to the need for meeting war needs first. We're looking forward to our hour of 


Victory and the day when we can again render our usual service to Central Desk 


dealers. 





” 


Woot 


OFFICE FURNITURE 






CENTRAL DESK MANUFACTURING CoO. 


454-456 ARMOUR STREET CHICAGO, ILLINOIS 
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BUSINESS CHAIRS 
by 8. L. Martde 





% From August 1942, when we announced our substitute wood 
swiveling device, until June of this year, our entire production 
was allocated to high priority orders for wartime demands. 
Naturally our dealers suffered because of our inability to ship 
non-priority stock orders during that period, but we believe they 


realized that these conditions were beyond our control. 





In the past sixty days, we have resumed shipments against 
our back-log of dealers’ stock orders and we hope to steadily 
improve our position to fill such orders with more of our usual 
promptness. However, we must still give preference to con- 
tinued priority orders as they are received. 


Our production from now until the end of the war will be 
contingent upon our ability to secure materials and labor. 
Rated orders will help us secure those materials. We urge our 
dealers to secure priority ratings at every opportunity, either 
when negotiating a sold order or when selling chairs from 





stock. 


Our line at present is confined to the practical ‘‘all-purpose’”’ 
chairs in our June 1943 folder. Today, like countless other 
manufacturers, we serve a common cause... the attainment of 
Victory! But we are already planning for the post-war market 
and looking forward to the day when we can again give our 





dealers the full cooperation and prompt service of past years. 





7114V 





‘ What about Substitute Swivel 
Chairs rn Wealers’ Stocks 


When the ‘War isn ¢ oer? 


That’s one problem that won't 





offer complications for B. L. 
Marble dealers! Our Victory 
base is so designed that the wood 
swiveling device can be re- 
placed with metal mechanism 


THE B. L. MARBLE CHAIR COMPANY when again evailebis. 


Foremost Manufacturers of Wood Office Chairs 














BEDFORD, OHIO, U. S. A. 
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Wartime Messages and Products of 





Leading Office Furniture Builders 


There is scarcely an office furniture manufacturer 
in the industry today but has made a definite contri- 
bution to the war effort, either through placement of 
furniture in Government service and war industries 
or by a change in manufacturing methods to meet re- 
strictions in critical materials. The following state- 
ments have been submitted by leaders in the field. The 
products illustrated represent models that have met 


© 


widest acceptance in the war program. 


S YOU probably know, Art Metal Construction 

Company has made available through its dealers 
a line of wood desks and files called ARTWOOD. Our 
Postindex Division has also made some very fine con- 
versions from steel to wood cabinets and continues to 
offer a comprehensive line of visible index cabinets 
and appliances under the name ARTWOOD. 

The entire facilities of Art Metal factories are, and 
have been, devoted to the manufacture of large unit 
assemblies for various airplanes for the Army and 
Navy. In addition to the manufacture of parts of the 
plane itself, we have many contracts for interior fit- 
tings of other planes as well as cabinets for appliances 
used in operating the planes. We are also engaged in 
manufacturing interior fittings in aluminum for small 
dirigibles used for submarine patrol work. 

Our Ship Furniture Division is occupied to full ca- 
pacity in turning out interior fittings for naval vessels, 
especially for patrol craft and destroyer escorts and 
some interior fittings for submarines. 

The Postindex ARTWOOD cabinets would probably 
best quality for the one division of the company’s line 
that has been put to the widest use in the war pro- 
gram, especially in Government service and war 
industry. 


Qramnr Posture Chair Company, 
Kansas (City, Mo. 


OR YOUR information the complete facilities of 

our steel plant are used in producing chairs and 
seats of a special type which go directly into combat 
airplanes. These chairs are over every battle field all 
over the world today and are doing a tremendous job 
so far as airplane seating is concerned. 

We might also add that we are rated by the Army 
Air Forces as a “Class A” manufacturer, which means 
that our products and service have been 100 per cent 
efficient. 


The Fritz -Cross. Company, 
St. Paul, Minn. 


O CARRY on a business during a war has been a 
novel and exciting experience for this branch of 
our company. The conversion from steel to wood pos- 
ture chairs, of course, necessitated revolutionary 
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changes in our manufacturing methods . . . substitute 
materials presented their quota of difficulties and the 
going has not been without its rough spots. There is 
much satisfaction and real compensation, though, in 
knowing that our product has filled its niche in the 





FRITZ-CROSS ““COMMANDO” CHAIR 


over-all war effort in this country and at advanced 
bases. Our wood chair has been most favorably ac- 
cepted for offices in all branches of the service, has 
made for better seating conditions in the offices of 
many war plants all over the country and, too, has 
also done a mighty fine job on the home front. 

To a large extent, we are imdebted to our many 
estimable dealers for the success of our “Commando” 
chair. They have been on the alert sponsoring our 
product whenever and wherever possible, and it is with 
sincere appreciation that we give credit where credit 
is due. 

We shall be very happy when we get the green light 
to reconvert, for then the war skies will be clear and 
we can go back to our first love—steel posture chairs. 


The Globe-Werniche (o., 
Cincinnate, 0. 


HEN Limitation Order L-13-a prohibited the 
manufacture of steel office equipment May 31, 
1942, the entire load created by an increased demand 
for office furniture and equipment by war industries, 
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war agencies, and the armed forces was thrown on 
wood. 

The Globe-Wernicke Co. had been manufacturing 
a wide line of wood furniture and equipment for more 
than sixty years and it thus was a comparatively easy 
job for them. to utilize their “know-how” in gearing up 
their wood production to meet this unusually large 
demand. 

The offices of the war plants, war agencies, and the 
armed forces had to be equipped in a short period of 
time and the Globe-Wernicke unexcelled wood produc- 
tion facilities together with their already widely de- 
veloped wood lines permitted them to do this job that 
had to be done in helping set up the nation for a 
successful prosecution of the war. Before these offices 
could begin to function, plans had to be formulated, 
drawings made, detailed records kept. Globe-Wernicke 
and its dealers recognized this fact and set about to 
utilize the wide Globe wood lines to do the best pos- 
sible job in serving these requirements. 

Now that this job has been substantially completed, 
Globe-Wernicke and its dealers are concentrating 
their efforts in servicing these essential offices, and, 
since they now have more equipment available, are 
taking care of civilian requirements for office furni- 
ture and equipment. The big equipping job for the 





GLOBE-WERNICKE “DEFENDER” FILE 


armed forces is over but they are not unmindful of 
their responsibility in assisting in their office problems. 

G/W’s wide line of wood filing equipment was one 
of the outstanding lines which helped do this job. 
These lines are not “war babies.” They were manu- 
factured many years before Pearl Harbor. Designed as 
modern wood files, they have been doing a real job for 
dealers for many years. 

During the emergency period Globe-Wernicke has 
continued to manufacture wide upright lines including 
two-, three-, and four-drawer letter and legal files and 
complete lines of uprights designed to house 3x5-inch, 
4x6-inch, 5x8-inch, check, ledger, tabulating and bill 
size records. 


WW. dL. Gunloche (hair Company, 
Wayland, NL. Y. 


URING the war period, our company has concen- 
trated on the manufacture of office chairs for 
war industries and various branches of the Govern- 
ment service. Dealers’ demands for these purposes 
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have taxed our capacity to the limit. Fortunately, 
however, our large factory addition, completed in 
March, 1941, and the modernization of five large kilns 





GUNLOCKE “WHIRLAWAY” SWIVEL CHAIR 


found us better prepared than most to meet the de- 
mands placed upon us. At the peak, we were employ- 
ing over 500 persons, a considerable portion of whom 
were employed on a night shift. Through concentra- 
tion on sales to Government and to war industries, 
our dealers and ourselves have contributed substan- 
tially to the war effort, and have justified our position 
as an essential industry. 

So far we have been able to cope with the numerous 
restrictions on the use of materials regularly incor- 
porated in our products. The elimination of metal 
swivel and tilting mechanisms was a challenge that 
we met in the development of the new “Whirlaway” 
swivel mechanism, a ball-bearing swivel action that 
avoids the need for critical materials. The ban on 
metal upholstery springs found us ready with an alter- 
nate construction that has found wide acceptance 
among our dealers and their customers. Our success 
in meeting the various challenges of material restric- 
tions gives us confidence that we can and will con- 
tinue to surmount the increasing difficulties that beset 
all wartime production. 








CENTRAL’S STREAMLINED GENUINE WALNUT BUSINESS 
DESK.—An unusually attractive desk with convenient pulls, 
rounded corners and more freedom for the user to swivel 
about on his chair, thanks to the set-back center posts. Full 
height (3012 inches), this model is available in two sizes, 
50 inches long and 28 inches wide; or 60 inches long and 34 
inches wide. Large desk drawers measure 12 inches wide 
inside, those of the smaller model 10 inches inside measure. 
The desk is built by Central Desk Mfg. Co., Chicago, Ill. 
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Jasper Chair Company, 
Gaspor Ind. 


E HAVE been behind in filling our orders for the 
past two and a-half years, and more than 60 
per cent of the volume produced last year and this 
year was shipped on high-rated orders. We still have 
many high-rated orders on hand, and are making 
delivery of these just as quickly as possible. 

The percentage set out above were chairs going into 
the Government service and war industries. But, of 
course, there were many shipments made to dealers 
that also went to the same sources, but on which we 
have no record. 

We are mighty glad to help along in the war effort, 
and are very proud to do our part, and have promised 
to do our best to bring on a speedy Victory. 

Mr. Koerner, in making a talk to the stockholders 
last February, stated that the year 1942 was the million 








JASPER SWIVEL ARM CHAIR 


dollar year with a million headaches. Of course, we 
still have as many headaches in 1943, and with the 
shortage of materials, it looks like a few more head- 
aches are going to be added in the future. Yes, we 
welcome the day when we can say, “Your order was 
received this morning, and chairs will be shipped out 
Within the next ten days.” 





Jasper Seating Company, 
Gaspor Gnd. 


T IS generally recognized and admitted that industry 

has done and,‘{8 stilP@oing a most astounding and 
remarkable -jot Of production since Pearl Harbor in 
the building of equipment for offense..and defense. 
Recent developments attest to this. , 1 

From the “village smithy” to the @iant plants, the 
traditional American spirit of genius, patriotism, and 
loyalty has demonstrated to the world what can be 
accomplished by hard work, science, co-operation, and 
concerted effort. America has been tested in the scale 
and not found wanting. 

The woodworking industry has done its part by 
building ships, docks, truck bodies, homes, office furni- 
ture, and numerous other items, all of which play an 
important part in the over-all plan to win this global 
war. 

Through necessity deprived of what was considered 
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indispensable—metal fittings—the desk and chair in- 
dustry developed wood substitutes that replaced steel 
remarkably well, without sacrificing appreciably the 
stability, utility, and comfort of the furniture. This is 





JASPER EXECUTIVE CHAIR 


but another evidence of the ingenuity and resourceful- 
ness of the two respective industries. 

The unusual demands for which none were geared 
caused unavoidable delays and inconveniences, even 
handicaps. But the trade and Government exercised 
patience, since they recognized the situation. Speak- 
ing for ourselves, we app&eciate and thank all con- 
cerned for their indulgend® In closing, permit us to 
remind you that shortage-of labor and man-power, 
Government, gégulations and restrictions were, and 
now are, largély responsible for the delays. 

Here is hoping and praying for a speedy Victory. 


The Leopold. Company, 
Burlington, Ja. 


HE WORD “infiltration” has come into prominence 

and significance through its use on the war fronts. 
Its methods and formulas, however, are cannily assert- 
ing themselves on the home fronts as well. 

Infiltrations are effecting the problems which con- 
cern the supplying of materials, of labor, equipment, 








LEOPOLD “SERVICE LINE” DESK 
replacement and upkeep, curtailment of patterns and 


deferred deliveries. All these and many other problems 
are crowding in upon the manufacturer in almost 
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overwhelming force. But these things are expected in 
wartime. To wrestle with them is but the producers’ 
share of carrying the wartime loads. 

So, in compliance with the dictates of the WPB, the 
OPA and other government agencies, deviations must 
be made from former practices. 

Infiltrations must -necessarily be made in former 
practices, notably in’ processing operations, material 
substitutions, less-selected materials, a smaller range 
of designs and patterns dropped. These infiltrations 
en: masse constitute the industrialists’ acceptance of, 
and compliance with, the war effort. 

But the finesse of the whole situation is the part to 
be played by the dealer. It is he who must couch this 
philosophy in understandable and acceptable phrases. 
He must convey its importance to both clients in de- 
fense plants and in civilian fields alike. The dealer 
has done an excellent piece of work in this field. The 
highest tribute must be paid to him for this excellent 
wartime job. It is truly characteristic of the best 
American principles. 





Tho B. L. Marble Chair (o, 
Bedford, 0. 


ONSIDERABLY before the attack on Pearl Harbor, 
The B. L. Marble Chair Company had already re- 
ceived many important orders for office chair equip- 
ment required by the early expansion of the nation’s 
preparation for almost certain entrance into the war. 
Contracts were placed with us by the United States 
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%& MARBLE “VICTORY” OFFICE CHAIR 


Mariti™e Comimission for chair equipment for 312 
“Libe Ships,” followed by a second contract a few 
monthg¢;latery for 300 more, making a total of 612 
“Liberty Ships” for which we furnished seating equip- 
ment, all within a twelve months’ period. 

After Pearl Harbor, the rapid expansion of Govern- 
ment war facilities and offices of plants making planes, 
tanks, ships, guns and ammunition of all kinds, took 
our entire output until recently. 

Our real problem now is what our operations will 
be for the balance of the war. We had felt that our 
main problem would be difficulty in procuring mate- 
rials, but that now is a lesser worry than whether or 
not we will be able to obtain the necessary employees. 
The new National Directory of Essential Industries, 
recently issued, eliminates furniture manufacturers 
entirely and it becomes more and more evident that 
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employees are to be withdrawn from concerns not 
listed in this directory and placed with those concerns 
listed as essential. However, we are hopeful that 
enough of our older skilled employees, plus a consid- 
erable number of women we have employed, will pro- 
vide sufficient production to take care of the more 
imperative demands of our many loyal customers. 





National Desk Company, 
Herkimer, N. Y. 


E’RE PROUD of the contribution National Desk 
has made, and is making, to the war effort. In 
the Army, Navy, Maritime Service and overseas—in 
airplane, tank, munition and other war manufacturing 





NATIONAL SQUARE PEDESTAL DESK 


plants—National Desks are serving the urgent demands 
of war. 

To meet these demands, our factory has at times 
been compelled to work night and day, and extensive 
alterations have been made necessary to increase our 
production facilities. Even with the added shifts and 
the expanded production lines, our present rate of 
output could not have been attained without the 100 
per cent co-operation of National employees. 

National Desks are particularly suited for export and 
overseas service because of their “flush” construction, 
assuring satisfactory performance under a wide range 
of climatic conditions. All sales of National equipment 
have been completed and installations made through 
the splendid co-operation of National dealers. 

National Desk Company salutes the nation’s office 
equipment dealers. Theirs has been no small contribu- 
tion to the vast war program that now holds forth a 
rosy promise for an early and complete victory. 








IMPERIAL TYPEWRITER DESK WITH SENGLIDE MECHAN- 
1SM.—The new Imperial Desk here illustrated makes ingenious 
use of the No. 12 Senglide to save space and metal. Note in 
inset how machine stows away in a fraction of the space 
usually necessitated in typewriter pedestal desks. A large 
center drawer and three commodious pedestal drawers make 
the new desk a most convenient one for the stenographer. 
The desk is made by Imperial Desk Company, Evansville, Ind. 
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New England Woodworking (o., 
Now York, N. Y. 


HE New England line of wood filing equipment has 

been developed entirely to meet the unprecedented 
wartime demand for this type of office equipment. For 
many years prior to the outbreak of war, New Eng- 
land’s facilities were devoted to the production of fine 
interior work. 

When United States entered the war in December, 
1941, however, we converted our production facilities 





NEW ENGLAND CARD CABINET 


to the manufacture of wood office equipment to help 
fill the void left by the discontinuance of steel filing 
equipment. The New England line has continued to 
expand as the needs of our customers have created 
new demands for varying types of filing equipment. 








JASPER ALL-WOOD PEDESTAL TYPEWRITER FIXTURE.— 


Standard equipment in all Jackson pedestal typewriter desks, 
the new fixture embodies a number of advanced principles of 
construction. Typewriters can be firmly anchored on the 
fixture without bolting to the platform and 14-inch type- 
writers may be used without shifting the position of the 
machine. The mechanism is rigid and positive in operation, 
and is vibrationless, while the platform moves smoothly in 
and out of the pedestal with a minimum of effort. The manu- 
facturer is The Jasper Office Furniture Company, Jasper, Ind. 
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JASPER WOOD DESK WITH TYPEWRITER PEDESTAL.— 
Unusually easy to operate is the rigid and sturdily constructed 
mechanism, claimed by the manufacture to eliminate 90 per 
cent of the noise of opening and closing. Yet the size and 
height of the platform remains the same as in previous models. 
The door to the mechanism is of the swinging type, assuring 
privacy for the desk’s user. When closed the pedestal presents 
the usual attractive three-drawer appearance. The desk is 
manufacturd by The Jasper Desk Company, Jasper, Ind. 





Porma-Bilt Equipment Company, 
Cleveland, 0. 


ARD records have long constituted a more serious 

filing problem than records of other classifications. 
Naturally, the housing problem is of primary impor- 
tance in the two required operations—filing and find- 
ing. Since cards are not filed in folders, but constitute 
an individual record, the volume of accounts per 
drawer is many times that of a drawer containing 
correspondence. Therefore, individual drawers which 
can be readily removed to a desk, offer the utmost in 





PERMA-BILT FILING CABINET 


efficiency. The ability to add to the filing unit as 
records accumulate is an advantage to the user, since 
any usable height can be provided with the sacrifice 
of the minimum floor space. 

Through these efficiency factors, Perma-Bilt files are 
contributing substantially to the war program on the 
home front. In standard widths and depths for all 
standard types of cards, these files are made of non- 
critical materials—Masonite exteriors over hard wood 
frames. 
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St. Johns Jable Company, 
Cadillac, Mich. 

INCE 1868, three years after the close of the Civil 
War, the St. Johns Table Company of Cadillac, 
Michigan, has been successfully manufacturing wood 
furniture. The present war is the third one in the 
history of the company, and during all of them the 
St. Johns Table Company has contributed its share in 

the manufacture of furniture for the war effort. 
During the present crisis, the St. Johns Table Com- 
pany’s wood office tables are being used by every 
branch of the armed forces: the Army, Navy, Air Corps, 
Maritime Commission and the Marines. They are in 
demand in the leading industrial plants manufactur- 
ing countless war items; and they are being used by 
Selective Service boards, in the Office of Price Admin- 
istration, the War Production Board, Treasury Pro- 
curement and other government agencies. The No. 28 
table illustrated is the one of which the government 
has used the largest quantity. Besides office tables, 
the St. Johns Table Company has made student tables 
for the Navy and dinette furniture used in Federal 
Housing projects. Just as the office table line adapted 
itself so readily to the needs of the armed forces and 





ST. JOHNS OFFICE TABLE 


industry, so did the well-known St. Johns dinette line 
fit into the needs of war workers in the Federal Hous- 
ing projects throughout the nation. 

The office tables manufactured by the St. Johns 
Table Company have been designed and fabricated to 
meet wartime restrictions. Anticipating the possible 
curtailment of production due to the shortage of labor, 
the company has streamlined its manufacturing set-up 
to produce the maximum amount of furniture under 
present conditions. Despite the uncertainties of labor 
and of deliveries of raw materials, the St. Johns Table 
Company has been able to maintain both its produc- 
tion and the quality of its tables for civilian use and 
at the same time produce items for the war effort. 





N. J. Shephard Chair Company, 
Salt take (City, Utah 


E ARE happy to have this opportunity of ex- 

pressing our deep appreciation for the extensive 
patronage we have enjoyed on our V-45 Victory Model 
Posture Chair. 

We do not believe that we are entitled to any special 
credit for having developed our all wood posture chair 
at a time when the need for it was urgent. 

In having this opportunity, however, we exerted our- 
selves to supply our Government and the trade with 
the best product that mechanical skill could produce. 
We believe that our greatest contribution to the war 
effort was to develop quickly such a product and thus 
continue in business. By so doing we have been able 
to keep factory employees on their jobs. While war 
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plants producing essential war materials have pro- 
vided employment for hundreds of thousands of work- 
ers we believe that both large and small factories, 
which have been able to maintain production of civil- 





SHEPHERD “VICTORY” POSTURE CHAIR 
ian commodities not entirely connected with war pro- 
duction, have made a real contribution towards 
maintaining a high standard of morale on the home 
front. 

We are, therefore, happy we are able to produce a 
product we can supply to the trade-at-large and there- 
by stay in business and help keep other people em- 
ployed. We believe that this is our most important 
contribution to the war effort. 

We also sincerely feel that it is the duty of every 
forward-looking business concern to make every effort 
to continue in business with the view of helping to 
provide employment and stimulate activity in the busi- 
ness world in the post-war period. 





Sturgis. Posture Chair Company, 
A, Much 
Sturgis, | 
HE Sturgis Posture Chair Company, like many 
others in the office equipment field, is naturally 
hard hit under Limitation Order L-13-a, which pro- 
hibits the use of steel in office equipment. 

As our product has always been sold through recog- 
nized office equipment dealers, we naturally did not 
want to lose contact with our customers or lose our 
sales organization, whose members have called on the 
trade on our behalf for many years. 

Therefore, right after Pearl Harbor we built and 
equipped a new factory building for the production 
of wood chairs for sale through office equipment 
dealers. 

To be different we designed our wood chairs to look 
like steel and have kept this point before the trade, 
as there are many installations of steel furniture 
where new equipment is desired and this is just where 
our line of STURGIS Wood Chairs fits in. 

The Sturgis Swivel Chair, No. 110 CA, which is illus- 
trated along with this statement is exceedingly com- 
fortable, due to the generous size, form fitting back 
and deep saddle seat, both of which are upholstered 
over curled hair pads in either genuine leather or 
du Pont “Cavalon.” 

The all-wood swivel mechanism used on _ these 
Sturgis Wood Chairs has proved to be as successful 
as it is rugged in construction and simple in operation. 

The swivel mechanism is based on the use of two 
circular plywood discs which are impregnated with 
paraffin. Between these two discs we insert a hard 
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piece ot circular fiber which is also impregnated with 
paraffin and the whole mechanism “floats” in a special 
lubricant which results in an excellent, easy swivel 
assembly. 

The equipment which we had on hand for the manu- 
facture of steel chairs has been used in the produc- 
tion of shipboard furniture. Many of the Type 1-2-3 
Navy Chairs which we have manufactured have been 
sold through office equipment dealers and, wherever 
possible, it has been our aim to see that the office 
equipment dealer gets in on this type of business. 

If these special steel chairs cannot be put through 
office equipment dealers, they are put through some 
kind of dealer who specializes in shipboard furniture 
and is actively connected with the shipbuilding in- 
dustry. 

In all the special mailings we have made to war 
agencies, Government agencies, and other users of 
office equipment, we have stressed the fact that our 

















STURGIS UPHOLSTERED SWIVEL CHAIR 


products are sold through office equipment dealers. 
It has been a definite aim on our part to see that the 
office equipment dealers have an opportunity to stay 
in business. 

Since Pearl Harbor we have had an opportunity to 
continue our research and experiments in new types 
of seating equipment, which we feel certain will fit 
in with the post-war program. 

These new chairs will all be sold through office 
equipment dealers just as soon as we are permitted 
to start manufacture of them. 





Tha Joledo Metal Furniture (o., 
Toledo, 0. 


ES, we believe that many items of office furniture 
have aided materially in the war effort; in fact, 
we have indisputable evidence. 

One of the most conspicuous examples of office fur- 
niture adapted to war work use is one of our highest 
priced office chairs, Posture Chair No. 7206. Built in 
17-, 19-, 22-, 25-, and 28-inch heights, each one is 
adjustable upward 4% inches, has rotary seat and 
ball-and-socket feet. Before the war they were used 
extensively by typists, adding machine and comptom- 
eter operators, stenographers, draftsmen, bank tellers, 
high-desk bookkeepers, according to heights required. 

Now, to our utter amazement, nearly all the largest 
defense plants are buying them in large quantities for 
use at all kinds of machines, bench-work and on as- 
sembly lines, especially those operating 24 hours a day. 
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The instantaneous adjustable height is a highly im- 
portant factor when changing shifts because each 
succeeding worker using the same chair almost in- 





TOLEDO ADJUSTABLE POSTURE CHAIR 


variably requires a change in the seat height. One 
pull at the seat or lever and the desired height is at- 
tained in less than one minute. 

We could recite many other instances almost as sur- 
prising but the above is the “King-Bee.”’ 


Victor Safe & Equipment (o., 
North Jonawanda, VL. Y.. 


IME is the essence of Victory. That the tremendous 

record load occasioned by the war effort should 
lend impetus to the adoption of visible record equip- 
ment, improved filing systems, and increased capacity 
in safes and files is a natural development. That it 
should come with restrictions on nearly all the mate- 
rials used in the manufacture of the devices just when 
they were in the greatest demand has induced some 
major headaches and produced some ingenious solu- 
tions. 

The Victor Safe & Equipment Co., Inc., of North 
Tonawanda, New York, was one of the first in the field 





















































VICTOR WOOD VISIBLE EQUIPMENT 
with wood cabinet visible and other non-metal equip- 
ment and more than a year’s active use in Government 
agencies, munition plants, aircraft factories, shipyards 
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and other war industries, large and small, have proved 
their efficiency and popular acceptance by consumers. 

It is probable that a number of changes made when 
planning the wood lines will carry over into the post- 
war period, and be incorporated into the units pro- 
duced when the days of “critical materials” are over. 
Among these may be listed angled slide fronts and 
full-width single label holders. The lightness of the 
wood devices has caused much favorable comment, and 
offers a field well worth exploring for post-war ex- 
ploitation. 

Visible equipment in itself is merely a method of 
holding the cards and signals which make up a record 
keeping system. Victor equipment has been adapted 
in war plants for personnel, production and stock 
records, social security and payroll, PRP and CMP 
controls, for fast reference to standard specifications, 
costs and transportation data and other uses beyond 
enumeration here. 

One of the interesting developments has been the 
wide adoption by executives and desk workers of “Book 
Visible” and “Recordex” folders to replace memo pads, 
desk-drawer card and letter files and other means of 
rendering easily accessible those daily references which 
form so large a part of the desk routine. In one 
prominent national company one or more “Recordex” 
folders is standard equipment for every desk, and 
sales are climbing into the thousands of folders with 
this one customer. 


Wells Office Furniture (Company, 
Chicago, Slt. 


O SMALL part of the rapid growth of Wells Office 
Furniture can be attributed to the great number 
of specially-designed items built to meet wartime re- 
quirements without the use of critical materials. A 





nation-wide dealer organization now looks to Wells for 

a complete line of office furniture and accessories. 
Typical of the recent members added to the Wells 

family is the Tilt and Swivel Chair No. 3606 illustrated. 





WELLS WOOD POSTURE CHAIR 


Of all-wood construction, it features three adjustments 
—tension of back rest, height of back, and height of 
seat. Among other outstanding Wells wood products 
are the suspension type four-drawer wood file, the 
all-wood typewriter copy-holder, wardrobe and storage 
cabinets, and typewriter tables. 








When passers-by are unable to distinguish between 
wood and steel desks and cabinets without careful 
examination, the dealer may be sure he has some fast- 
selling items in his line. Such was the pleasant ex- 
perience of the D. C. Wax Office Furniture House, 
219 S. W. Broadway, Portland, Ore., in June, when 
a window display was devoted for the entire month 
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WAX OFFICE EQUIPMENT’S JUNE DISPLAY OF G-F WOOD BUSINESS FURNITURE 


to modern wood business furniture built by The Gen- 
eral Fireproofing Company, Youngstown, O. The dis- 
play occupied the window fronting the entire north 
side of the sales floor. Given a prominent spot in the 
display were a number of catalogs and folders covering 
salient features of the line. Individual placards were 
also placed in advantageous spots in the big window. 
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COMMERCIAL FURNITURE COMPANY 











1388 1943 


FIFTY FIVE YEARS 
of SERVICE to the TRADE 


~~ — 


DEDICATED TO 
the WANUFACTURE of QUALITY 
OFFICE FURNITURE 





COMMERCIAL FURNITURE COMPANY 


2739 west CHicaco AVENUE 


CHICAGO 
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Now Complete 





The 


CRAMER 


Family 





Model 1350V 
Seat Size 16) x 17'’e—Back Size 12 x 132 


Among the Nation’s Leading Needs— 
POSTURE CHAIRS — Among the Na- 
tion's Leading Manufacturers— 
CRAMERS. Simplicity in Construction 


— Foolproof in Action — THE ACME 


Model 1L400V 
Seat Size 15'eo x 12’e—Back Size 5! x II 


IN COMFORT. 


CRAMER POSTURE CHAIR CO. 


1205 CHARLOTTE ST. KANSAS CITY (6), MO. 
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VERSATILITY 
BOYCO 


CARD INDEX FILES 


are meeting requirements 





BOYCO Files are manufactured to give years of service 
rather than to meet any specific competition. 


Drawer Follower 
Block: 

The follower block is made of 
selected hardwood. easily re- 
movable, positive, and is pa- 
tented. The same follower is 


used in all BOYCO Files 





The File Case is manufactured of 3% 5 ply Plywood and 
has I ock Corner construction on all corners. The Drawers 
are of solid kiln dried hardwood and have dove tail con- 


struction. 


The illustration shows a stack of 16 Drawers built up of 4 
t drawer units on a 3” base. All two or four drawer Card 


Index Files can be stacked into a single unit. 


BOYCO Card Index Files are for standard 3x5, 4x6 or 5x8 
ecards. Files are made in One, Two and Four Drawer units. 


‘Two lengths 15” and 24”. 


Compared on a basis of filing inches, you will find the 
BOYCO file cheaper than other equipment being offered 


at lower price. 


DEALERS WILL FIND THAT THEY CAN RECOMMEND 
THIS FILE. FOR DETAIL INFORMATION DEALERS 
CAN WRITE OR WIRE 


The BOYCO Line also includes Tabulating Card as well 
as Single Drawer Legal and Letter Size Files. 


BOYNTON anp COMPANY 


1725-45 North Bosworth Street Chicago 22, IIl. 


MANUFACTURERS OF QUALITY PRODUCTS FOR OVER 60 YEARS 
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« “Hat tops,” those intrepid carriers of the naval air 
HE “flat toy tt trepid f tl 


arm, are writing new pages into modern warfare. Dauntless 


Yankee flyers, operating from these floating airdromes, are 


rapidly driving the foe from the seas. 


The Leopold Company is proud of its famous “Service Line” 
flat-top desk. And rightly so. This wartime Leopold desk is 
constructed of non-essential materials, so that more floating 
“flat tops” may be built . . . without sacrificing the service 
feature. (Note the greater foot range in this comfort-designed 


flat top desk.) 


The dawn of “V” Day will find Leopold ready with a line 
of post-war desks and office furniture with beauty, utility, con 


venience and endurance built in . . . the Leopold way. 


Leopold has BUILT service into its line since 1876! 





THE LEOPOLU COMPANY e Burlington, lowa 
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VD-2200 








Lack of metal upholstery springs 
has not materially lessened the 
sale of this popular model, 
Its aoppecrance remains un- 
changed, with 
the same fine 
details of tailor. 
ing ond crafts. 
manship that 
distinguish all 
Gunlocke prod- 
ucts. 





oO 
& OD — vv-2206 
This model is still the choice of 
many buyers. The absence of 
metal upholstery springs is in 
large port offset by the con- 
struction, which 






gives a surpris- 
ing degree of 
comfort 


BECAUSE limited amounts of necessary 


leather have been released, you can again 





sell four of the most popular pre-war models 






of Gunlocke leather upholstered leather 






chairs! Their fine leather tailoring and un- 






excelled craftsmanship are of typical Gun- 






locke quality. Ingenious cushioning methods 











largely make up for unavailable steel springs. ae 
This is the wartime equivalent of 
one of the most popular styles 
Gunlocke ever built. New spring- 
less method of upholstery is also 
characteristic of this 
choir 










The desk models feature Gunlocke’s 











Whirlaway enclosed swivel mechanism... 






the smoothest swivel action ever designed. 







All tour models are available in corrected 






top grain and Wayland grain leathers. 


Orders will be filled as long as materials 






can be secured, and in the order in which 











they are received. To insure early delivery, 





VD-2264 








The new ball bearing mechanism 
provides quiet, easy and smooth 
action. Conservative style offers 
dignity and an air of hospitality to 
the modern office 





send in your order today. 








. H. GUNLOCKE 
CHAIR COMPANY 


WAYLAND, N. Y. 






“Back the Attack”—Buy More War Bonds 
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COLUMBIA 





WORKING 100% FOR 
UNCLE SAM 


When Victory is won and wartime restrictions removed, 





we shall again give our dealers the service for which 


Columbia has been known these last 25 years. 


COLUMBIA STEEL EQUIPMENT COMPANY 


LINCOLN-LIBERTY BUILDING PHILADELPHIA 7, PENNA. 
FACTORY: 3rd, Annsbury, Orianna and Wingohocking Sts., Philadelphia 40, Penn. 
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we are all faced with an increasing shortage 
of materials and skilled labor, but 

pledges itself to build the best merchandise it 
can under present conditions, and 

you anticipate your needs as long in advance 
as possible. 

has forced us to confine ourselves to the manu- 
facture of fewer lines and this should enable 
us to give you better service. 


EVEN A BETTER BUY THAN GUNN 
DESKS. 





GUNN FURNITURE COMPANY 
GRAND RAPIDS, MICHIGAN 
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Look tor a seusution 
in postwar O1ice 


{ seating comfort... 


At Bolens today, a famous ORTHOPEDIC 
SURGEON is guiding research and design- 
ing engineers to a new idea in Office Chair 
design... New Scientific Chair Action so far 
advanced that today’s finest posture chairs 
will be recognized as definitely “pre-war”. 
“Orthopedically Correct” will be an impor- 
tant sales feature when these new Bolens 


Chair Irons can be put into production on 


3 
BOLENS ORTHOP 





KDIG CHAT ACTION 


post-war seating. It will mean tremendous 
progress in new chair design — and new 
working efficiency and comfort in every 
office. It will offer a new scientific approach 
to office chair selling never before available 
to the Office Supply Dealer. 


This is promise that will be a reality — for 


your profit — after “V-Day”. Watch for it. 


‘““ORTHOPEDICALLY CORRECT”’ 
BOLENS SYNCRO-TILT CHAIR ACTION 


BOLEAS PRODUCTS COMPANY 


PORT WASHINGTON, WISCONSIN 
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Embodying a half century of continuous development in distinctive suites 


and commercial wood office furniture 


Doten-Dunton office furniture embodies a halt century criminating dealer of today to offer the unquestioned 
of continuous development and leadership in distinc best in wood for the executive office. 


tive suites and commercial wood furniture products. Doten-Dunton products are particularly adapted to 


: meet the strong, continuing demand of war industries 
Whether the result to be achieved is expressed in 5 5 


5 cae and other establishments which can offer suitable 
terms of richest elegance or dignified simplicity, the 


Dietenduesns line dillerds appsopciate selections in priorities. Later they will be available to help satisfy 


the enormous pent up desire for quality furniture 


e distinctive designing and quality construction. 
refinements for the business home, which is the office. 
Our fitty years of continuous experience in translating 0 a ee ee ae ee ee 
commercial character into wood enables the dis t America, San Fras hy the RUCKER FULLER DESK CO 


DOTEN-DUNTON DESK COMPANY 


Vanufacturers f Distinctive Banking, Executive 


Commercial Furniture 





91 FEDERAL STREET, BOSTON, MASS. * FACTORY—CAMBRIDGE, 
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It's A Matter Of 


Shipping War Orders 


FIRST! 


FROM CAIRO TO ALASKA ... from New York to Australia 
. . . wherever you find Allied military establishments you're apt 
to find chairs manufactured by us. Add to that the accelerated 
demands of American war industry and you'll find the answer 
to a question that's probably been uppermost in the minds of 
our dealers. 


Why can't we get chairs? 


It isn't a matter of production! We've made more chairs 
since Pearl Harbor than we have in any similar period in our 
forty year histoy. Still, some of our valued dealers haven't been 
able to get deliveries on orders. Why? 


Simply because the war has imposed restrictions on us... 
to deliver, first, orders with high-rated priorities. 


Those dealers who have been able to extend these priorities 
have, of necessity, been given first call on our production. 


Those dealers, located outside of military or war production 
areas have found "the pickin's mighty slim'' at times. 


This is not a matter of choice with us! It is a situation brought 
about by Hitler, Hirohito and (the late) Mussolini. 


Until ''V-Day'’, then, we must all do business with a full under- 
standing that 


It's a matter of 
shipping war orders 


FIRST! 








High Point Bending & Chair Company 


SILER CITY, NORTH CAROLINA 
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are BOTH important 


to the war effort? 


It’s still true that a chain is as strong as its weak- 





est link. In total war, every job must be well 


done. 


We all know how important it is that the armed 
forces function efficiently. Let’s not overlook 
the responsibility of other participants in this 


all-out drive for VICTORY. 


{ desk for every office need 


INDIANA DESK COMPANY 


JASPER INDIANA 
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To provide better equipment for the 
office worker. 


To provide the trade with saleable 
merchandise. 


To create a postwar market for our 
industry. 





OFFICE FURNITURE INSTITUTE 


WASHINGTON 5. BD. C 
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Exotic and Domestic Woods 
Research of WOFI Laboratory 


STRANGE jargon reaches 

your ears as you enter. “The 
paldao, kokka and haddang are 
here,” “Did the marnut come up 
from Brazil?”, “Where is the Ni- 
gerial opepe?” and so on. You 
pick up “cross-cuts,” ‘“flitches,” 
and a dozen others to add to your 
vocabulary when you can find out 
what they mean. You wonder if 
the sign on the door is right. 

It is! This is the laboratory of 
the Wood Office Furniture Insti- 
tute in Washington. Realizing 
that the use of wood is about to 
assume heretofore unbelievable 
applications in amazing new 
places, appreciating the incompar- 
able beauty of wood grain and 
colorings, and knowing that the 
average business man spends a 
large part of his waking hours in 
his office, this organization has 
set up a research laboratory. Not 
content to give you just a well- 
built and utilitarian piece of fur- 
niture, they seek in addition sub- 
stantial beauty, newness, color- 
ings, durability and warmth of 
texture that comes with wood. Nor 
are they solely concerned with 
walnut, mahogany and oak that 
have always been accepted, and 
deservedly so. They search out 
strange grains, subtle natural col- 
orings and the most advantageous 
cuts and new finishes to bring to 
the office furniture industry a 
fresh and inspiring beauty. 


Woods from Every Continent 


It is amazing to look around and 
see the great variety of wood pan- 
els. Over here are _ iridescent 
woods. The nearest thing to them 
is the ripple of an inland lake 
when a fresh breeze is blowing. 
There is satinwood from India and 
Ceylon, golden and shimmering 
with light; and harewood which 
comes from England and is a spe- 
cies of maple, but is termed syca- 
more. This wood is naturally white 
with fine parallel graining, but we 
are told that the delicate silver 
grey of the second sample is 
achieved by intricate processes 
while the tree is still growing. 
Over on a wall hangs a large panel 
of lacewood, native of Australia, 
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and sometimes known as silky oak. 
It is a delicate pink in color sil- 
vered over with small uniform 
flakes of remarkable design. A bit 
of teakwood catches the eye with 
its tawny gold tones, and brings 
to our minds the mystery of the 
Orient—Burma, Siam and French 
Indo-China. 

But come to the group of panels 
which should be dubbed “zoolog- 
ical.”” Be prepared to doubt Mother 
Nature and your own eyes and 
then open them upon zebrawood! 
Native of the Cameroon and 
Gabon provinces of West Africa, 
this wood belies so conservative a 
description as exotic! It needs 
words like flamboyant, unearthly, 
fantastic! Dark brown parallel 
lines on a straw colored ground 
give the dashing pattern that was 
responsible for its name. Less con- 
trasty, more silvery, but equally 
dramatic is tigerwood, also from 
the Guinea Coast. This is the de- 
partment of the dramatic and 
spectacular with the acknowledged 
leading lady, Macassar ebony, 
sometimes called coromandel. This 
bizarre and unbelievable wood 
comes from the East Indies and 
looks like a designer’s masterpiece. 
Straight, definite stripes of greys, 
light browns and yellows on a 
dead black ground form its start- 
ling but handsome pattern. Gon- 
calo alves and paldao are both 
definitely striped and are in this 
section along with others too nu- 
merous to mention. 


We could stop for hours and ad- 
mire Brazilian and East Indian 
rosewood, orientalwood, figured 
red gum, redwood burl and a hun- 
dred others, but let’s look further. 


We pass an industrial designer, 
creatively busy at his large draft- 
ing table. His is the job of co- 
ordinating the grains and tex- 
tures of these magnificent woods 
with the finest of line and design 
in office furnishings. Each phase 


WOOD GRAIN BEAUTY.—lIllustrated 

from top to bottom are satinwood, 

gray harewood, lacewood, teakwood, 
zebrawood and tigerwood. 
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CHARM AND GRACE IN THE GRAININGS OF FURNITURE WOODS.—Top left, Macassar ebony. 
Center left, oriental wood. Center right, figured red gum. 


of the work in the laboratory is 
synchronized with every other so 
that the final result will be per- 
fect from every point of view. 


Cutting for Pattern 


In an adjoining room, we feel 
a bit less strange, for here are the 
mahoganies, walnuts and oaks 
with which we are all familiar. 
Even here we are struck with the 
variety of unusual cuts. We see 
flat cuts, plain or figured, quarter 
sliced, burls and crotches. We are 
given an explanation of these 
terms which is most enlightening, 
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for in most cases the beauty of 
grain in any finished piece of 
wood is dependent on the way it 
is cut. 

Rotary cut simply means that 
the veneer is obtained by cutting 
around the log in a continuous 
strip, jelly-roll fashion. Plain cut 
is up and down through a half 
log, and quarter sliced is cut on 
a forty-five degree angle throug: 
a quarter log. The variety of 
grains produced from a single log 
cut in these three ways is unbe- 
lievable. Other variations are ob- 
tained from the crotchwood or 
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Top right, goncalo alves. 


Bottom left, redwood burl. Bottom right, Brazil rosewood. 


from burls. The latter are the 
warty protuberances or humps 
that are often seen on large trees. 
Both of these woods give a highly 
figured and sworled grain due to 
the disturbance of normal growth 
in the tree. 

After even a quick scanning of 
these displays and the study being 
made in the laboratory, it is im- 
possible to leave without being 
greatly impressed with the behind- 
the-scene work that the Wood 
Office Furniture Institute puts into 
its products to bring together the 
finest in design and materials. 
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Purpose and Function of the 
Wood Office Furniture Institute 


HE wood office furniture in- 

dustry is one of the oldest in 
the country, so the manufacturers 
who support the Wood Office Fur- 
niture Institute represent a wealth 
of knowledge and experience. The 
wood desk and table manufactur- 
ers, through the Institute, created 
an organization, the foremost pur- 
poses of which are as follows: 

To provide means whereby the 
industry can co-operate with 
the various governmental agen- 
cies. 

To assist the dealers and users 
of wood office furniture in prob- 
lems relating to these products. 

To promote the appreciation 
of wood office furniture. 

To collect, assemble, and dis- 
seminate information and sta- 
tistics pertaining to the indus- 
try. 

Wartime Functions 


The first interest of every Amer- 
ican is to win the war, and the 
Institute’s offices were located in 
Washington in order to offer the 
maximum contribution. The scope 
of this activity has included not 
only the problems of the manu- 
facturers, but those of the dealers 
and users as well. 

The industry is to be congratu- 
lated on maintaining its service 
to the Government to such an 
extent that shipments have been 
channeled through the dealers 
who have been able to continue 
their regular relationships with 
these agencies. In many other in- 
dustries this has not been ob- 
served. The dealers, in turn, are 
to be commended for their skillful 
handling and their unusual serv- 
ice on Government orders. They 
have done an excellent job in 
servicing these accounts under ex- 
tremely trying circumstances. 

Another, and a very important 
function of the Institute and its 
part in the war effort, has been in 
informing, advising, and instruct- 
ing the manufacturers on operat- 
ing in accordance with the Gov- 
ernment’s regulations and re- 
quested procedure. The Institute 
has advocated the conservation of 
all critical materials and the sub- 
stitution of more plentiful ones 
wherever it is possible to do so 


By JOHN J. REINECKE 


Executive Secretary, 
Wood Office Furniture Institute, 
Washington, D. C. 


o 


while still maintaining the neces- 
sary quality of the finished prod- 
uct. Manufacturing is indeed dif- 
ficult, but it still has been possible 
to continue producing office furni- 
ture which is serviceable, substan- 
tial in construction, and artistic in 
appearance. 


Advice for Dealers 


The Institute appreciates that 
the dealers and users have trouble 
in understanding and Keeping ad- 
vised on Government regulations, 
and it was for this purpose that 
the “News and Views” page was 
started last December. This page 
was primarily designed to guide 
and inform the dealers on priori- 
ties, and so on, but it has been 
equally helpful in such matters as 
the recent request for co-opera- 
tion in the conservation of car- 
tons. 

Another step in the Institute’s 
effort to keep the trade advised 
was the mailing of the special bul- 
letin which announced the War 
Production Board’s decision to 
recognize the need for preference 
ratings on office furniture. Many 
of the local WPB offices were slow 
in complying with the instructions 
issued in Washington, but these 

















MR. REINECKE 
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were brought in line after they 
were reported to the proper au- 
thorities. 

A field of ever increasing popu- 
larity and importance is the In- 
stitute’s individual service to the 
office furniture dealers. Many 
have already profitably used these 
facilities, and the list of such 
dealers is increasing constantly. 
Problems have been presented in 
all the usual ways—correspond- 
ence, telegrams, telephone calls, 
and personal discussions, but the 
last has been by far the most sat- 
isfactory. For this reason, the In- 
stitute has taken space on the 
exhibit floor at the National Sta- 
tioners’ Convention to extend 
these acquaintances. This is fur- 
ther evidence of the desire on the 
part of the manufacturers to bring 
the industry and the dealer closer 
together. 


Promote Better Understanding 


The Institute wishes to thank 
Mr. Charles P. Garvin, of the Na- 
tional Stationers’ Association for 
sharing the opinion that the office 
furniture manufacturers and the 
dealers should lose no opportunity 
to promote a better understanding 
of each others’ problems. Realiz- 
ing the importance and scope of 
the work being done, Mr. Garvin 
has invited me, as secretary, to 
take part in the program in Chi- 
cago. I naturally welcome such an 
opportunity to come before you 
at that time, to discuss matters 
which are of interest and impor- 
tance to all of us. 

The war has brought about 
amazing developments in the 
treatments and use of wood, and 
it is now commonly and rapidly 
attaining respect as an “engineer- 
ing material.” How this knowledge 
can be applied to the improve- 
ment of office furniture has yet 
to be determined, but it is obvious 
that changes of major importance 
will be possible. The Institute is 
watching these developments with 
much interest. 


Data Collection Important 


One of the important but least 
conspicuous of the _ Institute’s 
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functions is the collection of sta- 
tistics and other data concerning 
the industry. In many instances, 
this information has provided the 
basis for a far stronger case when 
industry appeals have had to be 
made to WPB and other govern- 


mental agencies, and the results 
have proven the worth of this 
effort. 

The Institute is proud of its 
accomplishments of the past year, 
and the unbelievably large quan- 
tities of office furniture produced 





have played a major part in the 
progress of the war. This industry 
has contributed its share toward 
Victory in two other wars, and, 
as every American, we gladly 
again work that much harder to 
hasten the approach of “V Day.” 


Prominent Industrial Designer Retained by 
Wood Office Furniture Institute 


URELLE Guild nationally- 

known industrial designer 
with more than a thousand prod- 
ucts to his credit, has been re- 
tained by the Wood Office Furni- 
ture Institute as a consultant. 

A graduate of Syracuse Univer- 
sity, Mr. Guild has conceived and 
designed new models in a host of 
commonplace products ranging 
from tableware to typewriters, and 
from clocks to refrigerators—even 
railroad stations have emanated 
from his prolific drawing board. 
Guild’s method is neither surface 
nor three-dimensional styling 
alone. It might more aptly be 
termed “mechanical styling” in 
most cases. 

Mechanical changes and im- 
provements in a product are to 
him a substantial guarantee that 
the design will “stick,” as he ex- 
presses it. Designs can be copied, 
adapted and otherwise appropri- 
ated by others. But patented me- 
chanical improvements, associated 
with, and by their function influ- 
encing, the exterior design, may 
be promoted to the consumer as 
a feature. Thus they become iden- 
tical, in the public mind, with the 


design itself, and mere copying of 
the physical appearance will be 
less impressive to the consumer. 

When the actual “three-dimen- 
sional” designing starts, Guild 
makes the first drawings from 
various crude memorandum 
sketches. These are followed by 
carefully drafted working models. 
From these a plaster or wood 
model is made in full size. If the 
design continues to look good 
(several variations may be de- 
picted in the models) a full-sized 
mechanical model is built. The 
final and most important step is 
a canvass to determine customer 
acceptance, a procedure carried 





DESIGN FOR THE FUTURE.—Typical 
of hundreds of products in which 
beauty and utility are united is this 
television radio, designed by Lurelle 
Guild. Note the simple, but distinc- 
tive, sweeping lines, giving eloquent 
promise of new standards of beauty 
in post-war furniture and appliances. 


WOFI TO TAKE ACTIVE PART IN NSA 


John J. Reinecke, executive sec- 
retary of the Wood Office Furni- 
ture Institute, reports that WOFI 
is preparing to participate actively 
in the forthcoming National Sta- 
tioners Association convention in 
Chicago. Among other things the 
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Institute will have an informative 
display in the exhibit hall, giving 
dealers in attendance an oppor- 
tunity to meet the organization 
first hand and discuss problems of 
mutual interest. 

Mr. Reinecke is scheduled as 


OFFICE 


out by contact with at least 300 
prospective customers. Replies are 
reported carefully and tabulated; 
thus successful marketing is as- 
sured before a newly-designed 
product is put on the assembly 
line. 

The list of Lurelle Guild’s cli- 
ents reads like “Who’s Who” in 
American industry. Included are 
such organizations as Carrier En- 
gineering Corporation, Ingersoll- 
Waterbury Company, General 
Electric Company, Johns-Manville, 
Montgomery Ward and Company, 
Underwood Elliott Fisher Com- 
pany, Weston Electric Instrument 
Company, Aluminum Company of 
America, International Silver 
Company, and many others. 

The Wood Office Furniture In- 
stitute is justifiably proud in its 
announcement that Lurelle Guild 
is being retained to explore ways 
and means of providing better 
“tools” for the office workers of 
America. In so doing, it is the 
Institute’s sincere hope that the 
stage may be set for a post-war 
wave of business that will yield 
rich benefits to dealer and manu- 
facturer alike. 


CONVENTION 


one of the speakers on the con- 
vention program. He will present 
the story of WOFI to the Chicago 
assembly and explain the impor- 
tance of its activities to every 
office furniture dealer today and 
in the future. 
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INSTITUTE ANNOUNCES 
RESEARCH PROGRAM 


In this issue of Office Ap- 
pliances the Institute an- 
nounces its program to 


develop improved office fur- 


niture for the post-war 


period. Surveys of the needs 
are being studied, while 
Lurelle Guild, noted Indus- 
trial Designer and Engineer, 
has been retained to inter- 
pret and execute the results 


of the findings. 





INSTITUTE TAKES 

CONVENTION SPACE 

TO MEET DEALERS 
Since our organization, we 
have followed the policy of 
closer co-operation with you 
who represent us to the 
users of the products which 
we manufacture. 
As immediate evidence of 
this policy, the Institute has 
reserved space in the Na- 
tional Stationers’ Conven- 
tion being held in Chicago 
We believe this 


in October. 





is one of the most forward 


steps in the entire 75 years’ 
history of the Office Furni- 


ture Industry. 


We have purposely planned 
no display of office furniture 
at the Convention but our 
exhibit has been designed 
by Lurelle Guild. We are cer- 
tain that you will find it 


very interesting. 


We hope that all of you will 
visit us at the Convention, 
regardless of whether or not 
you have already made our 
acquaintance. We are confi- 
dent that our discussions 
with you will result in our 
better understanding your 
problems, and in your appre- 
ciation of the conditions at 
present affecting the manu- 


facturers of this Industry. 


Also, we who have been 
privileged to organize the In- 
stitute will welcome your 
suggestions either at the 


Convention or at any other 


time. The dealers who have 
already availed themselves 
of our services have been 
unanimously appreciative of 
the Institute’s policy of con- 
cerning itself with the prob- 
lems of the dealers as well 
as with those of the manu- 
facturers who support the 
organization. The majority 
of these inquiries have natu- 
rally centered on priorities 
and other war time problems, 
but we notice that they are 
gradually broadening to in- 
clude other phases in our 


relationship. 





SECRETARY ON CONVEN- 
TION PROGRAM 


I have been honored by being 
asked to speak at the Con- 
vention at which time I will 
discuss matters of real im- 


portance to you. 


Secretary 

















American Security Building 











WASHINGTON 5, D. C. 
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Success to the Armed Forces! 


They express the will of the nation and are the first interest 
of American Industry, which stands closely backing them up 
with all things needful to victory. Industry must continually 
adjust its facilities and replenish its supplies to meet changing 
needs and conditions. And we in the office furniture business 


are especially and actively engaged in that process. 


New Indiana Chair Co. Office Chairs 


are offered on proper priority with our unqualified recommen- 
dation, confirmed by the experience of hundreds of dealers. 
Most of today’s business is for the government and government 
contractors but we are genuinely interested in all our dealers’ 


requirements. 


A typical example of the present line is our No. 1001 shown 
herewith maintaining standards of quality long established, 
only that some materials have been transferred to war pro- 
duction. We believe our replacements of these parts are the 


best available for the duration. 


The present series may be ordered in quartered oak, birch 
walnut or birch mahogany, with features of adjustable seat 
height, tilting action for executive chairs and bumper strip 
for secretarial chairs. The situation as to shipments is still 
not wholly clarified, however, we maintain close check and 
will make shipments just as promptly as conditions will pos- 
sibly permit. We especially appreciate the consideration of 


the trade in this difficult situation. 


New Indiana Chair Uo. 


JASPER, INDIANA 
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LEMCO DESKS 


? "Silent Partners” 


in the War Effort! 
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What fascinating tales CLEMCO DESKS could tell if they could speak 
... their's has been an impressive contribution to the war effort. Over 
these desks pass blueprints and plans that will mean final Victory. 
And while CLEMCO DESKS play a silent role . . . they provide men 


and women engaged in vital war work with indispensable office equipment. 


Our all-out effort today lies in providing desks for war use. When peace 
comes, we will welcome the opportunity of again providing the trade 


with the fine executive desks which have so justly earned CLEMCO 


wooo 
OFFICE FURNITURE 
ois rit ut 


wT 


CLEMCO DESK MFG. CO. 


Factory and Showroom 


4401-4531 West North Avenue—Chicago 


an outstanding reputation. 
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Today... 
STEEL for 

















WE RECOGNIZE the need for sacrifice in 
many ways during a war period, yet, in spite 
of the many curtailments, no noticeable change 
has been made in the appearance or efficiency 
of OLSEN products. 

Throughout the years, the only place we have 


never found it necessary to sacrifice is in 


OLSEN QUALITY 


We are actively co-operating in the research 
program and post war planning of The Wood 
Office Furniture Institute and we will not fail 
to keep abreast of new developments so we 
may continue to create the ultimate in desk 


efficiency and quality. 


You Can Always Sell 


OLSEN DESKS 


With Confidence in Their Inherent Value. 





0.0.8. OLSEN COMPANY 


2527 Moffat St. Chicago, Illinois 

















Tomorrow... 
STEEL for SAFES 


Wartime needs absorb our nation's atten- 

tion. The steel that formerly went into fine 

safes now is transformed into bullets and 
other essential war materials. 


For many years, the name MEILINK has been iden- 
tified with Safes. We're proud of the role 
MEILINK has always played . . . protection to 
business against fire and theft. We're confident 
too that steel will continue to be the essential 
material out of which the Fireproof "Safe of To- 
morrow’ will be built. 


Our fervent desite for a speedy victory makes us 
happy to relinquish our share of steel to more im- 
pelling uses. It is with keen anticipation that we 
look forward to the day when MEILINK SAFES 


will again contribute towards our dealers’ success. 














MEILINK STEEL SAFE C0. 


CHICAGO soe) G ielemme) ite) NEW YORK 
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Nearly every hunter some time or other experiences 
a severe attack of buck fever. It is a kind of stage 
fright that shatters his calm and his aim. The 
affliction affects principally the uninitiated who sud- 
denly find themselves staring at game within easy 
gun range. Anything can happen, and usually does. 
The hunter is like a rudderless ship on the ocean. He 


has no control. 


Excitement of the type of buck fever has nothing to 
commend it. Too often it is a nervousness which 
breeds a state of panic that in turn utterly defeats 


the purpose at hand. 


There is no lack of excitement these days, but it is 
not buck fever. After the first blow at Pearl Harbor 
America settled down in earnest to the grim task of 
winning a war. Calmly, and without faltering in its 
aim, industry multiplied its efforts, attaining goals 
which were believed impossible. Our lives and our 
business affairs were disrupted. All of us have felt 
the effect of complete transition of so much of our 


national economy. 


Although keeping our first interest in the produc- 
tion of goods to help win the war, we still have our 
sights on the resumption of that kind of business 
which will send us knocking at your door. We'll go 
through this war without buck fever and appreciate 


your companionship in hunting along with us. 


\DERSON-HicKEY G. 


Inc. 











ILLINOIS 


Boo 
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WOOD CHAIRS 





No. 110-CA No. 140-CA 
STURGIS ARM STURGIS SWIVEL 
SWIVEL CHAIR CHAIR 


No. 222-FR HIGH BASE SWIVEL CHAIR 





No. 125-GL No. 175-GL 


SIDE ARM CHAIR SIDE CHAIR 
These new STURGIS Wood Chairs are different, smart. 


modern. 

They harmonize well with installations of Steel Office 
Furniture and are available in a wide range of color 
combinations, including oak or walnut stain. 

All the chairs are equipped with deep, saddle, comfort 
able seats and form fitting backs. Upholstery is in 
either Genuine Leather or duPont Cavalon. 


Sold exclusively through Office Equipment Dealers 








Write For PARTICULARS 


STURGIS POSTURE CHAIR CO. 


SsTURG ‘ 1 eC | 
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Spider Arms Glued and i 


Doweled. Four Dowels 
Each Side of Seat 


cpetiiaies VICTORY MODEL 
appre Wood Swivel Mechanism 


<a _ Thumb Screw “B’ 
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Keystone Shaft Bearings <I 


Keystone Thrust Bearing 





Threaded Collar 
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Swivels Freely and Easily on Oil Im- 


pregnated Keystone Bearings. 


Threaded Shaft Allows Easy Adjust- 
ment to Desired Seat Height. No 
Borings in Shaft to Weaken It. 


ci siitaiataatataacl 


® 
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A Combined Catalog Illustrating 
M&S Chairs To Be Manufactured For 
The Duration Of The War Now Avail- 
able For Distribution. 


3 4” Threaded Shaft of 
ard Maple or Beech 


Stee! Bottom Plote 
Held by 8 Screws 


x 


See That You Receive Your Copy Or 
Write Us. 


The Marble & Shattuck Chair Co. 


Cleveland 8, Ohio 








PORTABLE TYPE STAND--- All Wood 


MADE OF 
selected hard 
wood. Tops are 
five ply veneer. 
26 inches high. 
Tops 14x 1714 


inches. 


THIS STAND 
featuresa 
sliding leaf 
that ejects 
} from either 
side. 

Two inch easy 
rolling casters 


Leaf adds 12 
assure utmost 


inches to top 
portability. 


when opened. 
Finished in of- 
fice furniture 
dark olive 
green. 

HERE IS A 
STAND de- 


signed and 


Twin stagger- 
ed doweling 
used through- 
out. Shipped 
set up, ready 


for use. 





Individually 
No. 550W 
constructed for 


sq ENDURANCE, 

EFFICIENCY 

Rie and ECON- 
OMY. 


Discount 


cartoned. 


Shipping 
LIST 


weight 15 Ibs. 





METALSTAND COMPANY, 1615-25 Melon St., Philadelphia, Pa. 
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No. 150 Size 50x30” 
No. 160 Size 60’x32” 





In use at home and throughout the world, Wells No. 100 
"Utility Grade" is giving that built-in service. 


Made in all standard sizes of flat tops, drophead type- 
writer, as well as tables. 





Send for catalog and price list. 


Sold only through established dealer outlets. 


"“WELLS-MADE 
means WELL-MADE" 








No. 24 
32x17—26” high 
No 24—Oak 
No. 25—Mah 
No. 26—Wal 
Packed 6 to carton 
Wt. 175 Ibs. 


Wells Furniture Mfg. Co. 


LAUREL, MISSISSIPPI 
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NEW ENGLAND 


Ca ied FILING EQUIPMENT OF WOOD 
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TABULATING CARD FILE 5 x 3 CARD FILE 6 x 4 CARD FILE 8 x 5 CARD FILE LEGAL FILE 
20 drawer unit for cards 10 drawer 8 drawer 7 drawer |, 2, 3, 4 and 5 drawers in 
7%'" x 3," 20 compartments 16 compartments 14 compartments letter or legal! sizes 


The Tabulating Card File illustrated at the extreme left is NEW 
ENGLAND's latest contribution to the industry. Now you can offer 
your customers matched units in wood to meet all standard filing 
requirements. 


The new Tabulating Card File is made according to the same NEW 
ENGLAND high craftsmanship standards of fine cabinet making. Each 
pair of drawers set on a sliding tray which operates on metal rollers. 
When on the tray the drawers are held positively in position but all 
drawers are removable. This file is also made as an 18 drawer unit 
52” high to match other NEW ENGLAND numbers. 





CARD CABINETS 


The NEW ENGLAND LINE embraces many other office and factory 


Sturdily made of laminated 


Cabinets in ex eae ee units designed expressively to take the place of steel so vital to our 
ave teel-lik a rance. 

They come in I-drawer, 2-draw- war efforts—LOCKERS, STORAGE CABINETS, SECTIONAL BOOK- 
8x" S cards arn ae oe CASES and CLOTHES RACKS. We are equipped to manufacture 
pete nay goad gen ahh ar i special equipment in all types of wood from architects drawings and 


drawer cabinet with 20 compart- * ge . ’ . 
ments for 5 x 3 cards. Select specifications. Let’s get acquainted. 


a sample order from our cata- 
log. One examination will con- 
vince you. 


New England Woodworking Co. + 512 E. 137th Street, New York, N. Y. 
SL ET TE TT RTNARNRRNRINRERN = Re RR RRR EneenemmnnaneeS 


164 OFFICE APPLIANCES, September, 1943 























ers in 


BS 


NEW 
offer 


filing 


NEW 
Each 
llers. 
it all 


unit 


story 
») Our 
OK- 
‘ture 


and 


Il x 


1943 





“Duration” Furniture and 
Post-war Markets 


A Manufacturer Looks Into the Future 


N TRAVELING among office fur- 

niture dealers throughout the 
country, it is alarming to note the 
wide variance of opinion as to 
the future of their business as well 
as a growing reluctance to stock, 
to any substantial degree, items 
now serving as “duration substi- 
tutes.” 

Possibly the most outstanding 
example pertains to steel office 
equipment such as desks, chairs, 
files, and so forth, items which are 
now displaced by wood substitutes. 

Could we each take our private 
crystal balls and stare fixedly into 
the future, the problem would 
clarify itself at once. Business 
confidence would be restored im- 
mediately, with consequent profit- 
able business operations. Certain- 
ly the merchant or manufacturer 
without such confidence cannot 
possibly maintain a hard-hitting, 
aggressive policy, but must resort 
to watchful waiting or pussyfoot- 
ing, with losses in both profits and 
morale. 

Without the aid of such devices, 
which so accurately might point 
out our future actions, it behooves 
wise businessmen to use the facts 
at hand to the fullest possible ex- 
tent, and to analyze to the best of 
individual ability their bearing on 
our particular problems. 

Changes in War News 

In the space of a comparatively 
few months, our newspapers, 
quoting men in high government 
positions, have changed their 
statements from “The war is go- 
ing badly for us” to “Victory is 
now definitely in sight.” Govern- 
mental agencies have definitely 
begun studies of our peacetime 
economy. Congressmen either 
have discussed openly or intro- 
duced into committees plans for a 
soldiers’ bonus as well as plans for 
the re-employment of millions of 
men who will return to civilian 
life at the war’s end. 

It’s not hard to pursue a definite 
policy while the “war is going 
badly” for we all know it’s the 
American way to hit harder and 
harder. Industry is speeded up so 
that our production will over- 
whelm the enemy. Everybody is 
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By H. WRAY CRANE 


Sales Manager, 
Peerless Steel Equipment Co., 
Philadelphia, Pa. 


busy; the demand for merchan- 
dise is enormous. Manufacturers 
with full production or merchants 
with full warehouses are really 
“sitting pretty.” In such a hub- 
bub of activity, we buy anything 
we can get and sincerely lament 
the impossibility of building up 
sufficient inventory properly to 
service our customers, whether old 
or new. 

The “Victory is definitely in 
sight” angle, however, created 
confusion in the minds of most 
dealers. We all remember how 
suddenly the last peace fell upon 
us. To those not versed in military 
matters, the complete collapse of 
Germany apparently happened 
overnight. Cancellations for office 
equipment were the “order of the 
day.” Dealers with large stocks 
or even no stocks wired their 
manufacturers to cancel all orders 
on hand. Manufacturers, for their 
part, passed along to their own 
suppliers the reflections of such 
cancellations. 

In 1918, this was good business. 
Our country had hardly scratched 
its vast resources, hardly begun to 
fight. Our civilian economy had 
hardly been disturbed. But will 
such a procedure be good business 
in 1943 or 1944? Most decidedly 
“No.” 


If the War Should End 
December 1 


Let us assume for sake of dis- 
cussion that on December 1 our 
government finds it is possible to 
announce that hostilities in the 
European war zone have suddenly 
come to an end. Will manufac- 
turers, within a reasonable period, 
resume the shipment of all steel 
equipment to take the place of 
equipment now manufactured of 
wood? Will the steel office furni- 
ture industry be able to resume 
the manufacture of all steel equip- 


September, 1943 


ment curtailed shortly after Pearl 
Harbor? Again, certainly “No.” 

Conditions after the present war 
in no way can be compared with 
those existing after World War 
No. 1. The rebuilding of our 
American civilian economy after 
our present war will be a tre- 
mendous task and must proceed in 
an orderly fashion if it is to suc- 
ceed in any degree. 


Civilian Needs for Steel 


First of all, our transportation 
facilities are in a deplorable state. 
Your city and town require new 
trolley cars or buses. This takes 
steel. Our automobiles need re- 
placing—and quickly. This one 
industry alone, if permitted to, 
could use the entire steel output 
of the country for years to come. 

Farmers must replace worn out 
machinery. Cities will need new 
powerhouses, sewage systems and 
buildings. Millions of returning 
soldiers want their own homes, 
which will require millions of tons 
of steel for heating, refrigeration, 
and so forth. 

All these demands must be met 
in their proper order. They must 
and will be handled in accordance 
with the urgency of the need. 
Steel office furniture and most 
office equipment will be far down 
the line in the allotment of basic 
materials. We may as well make 
up our minds that if we are to 
participate in the profitable and 
tremendous program of rebuild- 
ing, it will have to be done with 
substitutes or “duration merchan- 
dise’”’ for at least two or three 
years after the peace. 

“Duration” for the office supply 
field as well as many other fields 
cannot be construed as the dura- 
tion of the war, but must be con- 
sidered as the duration of our 
country’s strained civilian econ- 
omy. 

It behooves us to help our coun- 
try not only in times of war but 
in times of peace as well. Keep 
moving and keep on hand a suffi- 
cient stock of all items properly 
to service customers. Only in this 
way can we maintain constantly 
our high standards and reputation 
for business leadership. 
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The Big Future of Office 


Furniture Merchandising 


NE of the big things that the 

war has seemed to bring out 
about American merchandising is 
the rediscovery of the quality that 
has long been called “Yankee in- 
genuity.” If a man no longer has 
his old product to offer to the 
public, he manufactures some- 
thing out of the materials at hand. 
Or he goes to the customer and 
finds out what his new needs may 
be and sets about supplying them 
in an original manner. 

This alert quality is an impor- 
tant backlog in any defense pro- 
gram the country may have, and 
it is a definite threat to an enemy. 
It is difficult to down people who 
refuse to be kept down or to go 
down in the first instance. And 
at no point is this more clearly 
seen than in the laboratories and 
manufacturing plants of the coun- 
try, where men consistently 
thumb their noses at lack of old- 
type materials and promptly 
adopt new ones. 

In the office equipment field it 
is no longer important whether 
an office is furnished with wood 
or with steel furniture. The im- 
portant thing is the design and 
the scheme of efficiency, together 
with the wearability and ease of 
maintenance. When all of these 
qualities meet in a chair, desk, 
filing cabinet, bookcase, floor cov- 
ering, wall or a lighting fixture, it 
doesn’t matter whether the mate- 
rial used comes from a forest, steel 
mill or soybean patch. 

American business men are 
characteristically open-minded. If 
they weren’t they never could 
have made the great progress they 
have. They aren’t satisfied with 
failures or excuses. They want 
results. And when they get re- 
sults they don’t as a rule quibble 
about how they were achieved, or 
insist that everything be done in 
accordance with set rules of the 
past, or in the traditional manner. 


When office equipment sales- 
men and dealers take these evi- 
dent facts into account they over- 
come one of the major hazards in 
war-time business. For they no 
longer apologize. No one expects 
them to adhere to the pattern of 
the past. They only have to get 
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OFFICE BEAUTY UNAFFECTED BY WAR RESTRICTIONS.—Above, a typical pre- 
war steel office furniture installation. Below, wood paneling and modern wood 
furniture lends dignity and beauty to three of the executive offices of the Inde- 
pendent Engineering Company, O'Fallon, Ill. Marlite Pre-finished Wood Veneers 
and Marsh wood mouldings were chosen for the walls. 
(Lower photo, courtesy Marsh Wall Products, Inc., Dover, O. 
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results through alertness and in- 
genulty. 

The quick furnishing of war 
plant offices, without resorting to 
outdated designs and equipment, 
is evidence of the efficiency of the 
office furniture field. With such 
evidence it is certain that the 
offices after the war will go for- 
ward as they have never done 
before. 

The two photographs shown 
offer good examples of average 
pre-war and wartime offices. The 
pre-war office shows all of the 
latest furnishing angles up to 


that time, such as modern light- 
ing and floor treatment, stream- 
lined furniture, interesting walls, 
and Venetian blind window in- 
stallation. The other shows an 
office stripped ta extreme sim- 
plicity for war-time activity, but 
still with all of the modern angles 
and improvements, and with rich- 
looking wood veneer walls. 
Judging by the promise of these 
two types, the post-war office will 
be a revelation. It will undoubt- 
edly carry out the thought of a 
home atmosphere which had be- 
gun to dominate the pre-war pic- 


ture, and yet it will be cleared for 
action like the war time office, 
with well-planned efficiency. But 
aside from these points it will re- 
flect, is bound to reflect, the im- 
press of “Yankee ingenuity” that 
has been at work through the war 
years. There will be innovations 
such as the office supply field has 
never known. It will be an inter- 
esting field to be in after the war. 
And the interest will probably 
more than compensate for the 
headaches of the present era, 
when the impossible is expected 
-and is usually attained. 





CRAMER’S NEW EX- 
ECUTIVE CHAIR.— 
Lending beauty and 
dignity to any office, 
the new Executive 
Chair announced re- 
cently by The Cramer 
Posture Chair Com- 
pany, Kansas City, 
Mo., embodies all the 
latest Cramer im- 
provements. Out- 
standing among these 
are the Three-Point 
Wedge Lock, Twin 
Taper Spindle, Twin 
Cone Spider and the 
new and improved 
base. The seat cush- 
ion measures 1712 x 
16% inches, the 
back, 12 x 13% 
inches. 





A FILE DEDICATED 
TO CONVENIENCE, 
—A versatile new 
member has been 
added to the family 
of The Perma-Bilt 
Equipment Company, 
Hanna Building, 
Cleveland 15, Ohio. 
The newcomer is the 
Perma-Bilt ‘‘Naviga- 
tor’, Unit No. 818, 
a desk-high, portable 
two-drawer filing 
unit. The upper file 
is stationary with a 
push-back top, the 
lower a standard pull- 
out with full suspen- 
sion and a maximum 
filing capacity. The 
“Navigator” is made 
in letter size only. 





“DEFENDERS” FOR DEFENSE PRODUCTION.—wMass production for the war effort is graphically symbolized 
by long rows of Globe-Wernicke ‘Defender’ desks and tables at the Wright Aeronautical Corporation in 
Lockland, O. The arrangement shown here is typical of many similar Globe-Wernicke installations. 
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Put Confidence in Your Wood | 


Furniture Selling — 


OOD office furniture should 

be sold with an expressed 
confidence that will bring out to 
the customer the fact that wood 
is not a substitute and only useful 
for a limited period, but that it is 
durable and will give practical 
and efficient service. Before the 
war wood office furniture had a 
high place in the business world 
along with steel. During the pres- 
ent situation, when delivery of 
metal furniture to dealers has 
dwindled continuously, wood has 
successfully taken its place to 
maintain dealers’ volume and 
profit sales. 

Bearing these facts in mind, 
Sales manager Lester Barrish, Ace 
Desk Company, Philadelphia, has 
been selling customers wood furni- 
ture, when the metal one has not 
been available. 

Salesman’s Error 

“T have found,” comments Mr 
Barrish, “that when a custome! 
asks to be shown a piece of office 
furniture of metal construction 
that is not in stock, too often the 
sales clerks just shake their heads 
and say, ‘Sorry, we don’t have 
what you want in stock; would a 
wood one do?’ Sometimes a custo- 
mer is willing to look at the wood 
one, but frequently he just leaves 
the store to continue his search 
elsewhere. This is a situation that 
I have tried to correct, and to a 
large degree I have been success- 
ful. 

“Customers know what they 
want, it’s true, but if you know 
what you are selling and know 
how to stress the highlights of 
your merchandise, then I don’t be- 
lieve you will find it necessary to 
apply any excess amount of sales- 
manship in selling a wood item in 
place of the metal one originally 
requested.” 


By PHIL LANCE 


Acquaint your sales staff, and 
yourself as well, with the advan- 
tages of wood furniture. By no 
means knock metal furniture. 
Simply emphasize the advantages 
possessed by wood. Point out such 
things as highly specialized hand- 
work in those that contain it; the 
easy way of repairing nicks and 
chips; how simply the furniture 
can be made to look new with 
only a small amount of labor; how 
it can be repainted easily to make 
it match the color scheme of any 
place where it is going to be 
located; the prestige value and 
the air of permanence that a fine 
model desk and an appropriate 
chair lend to a room or Office. 


Be Careful in Responses to 
Inquiries 


Sales people should not turn 
down a customer abruptly by tell- 
ing him that the metal item is 
not in stock. Instead they should 
respond to a query with a state- 
ment that will build toward a sale 
of wood furniture. As an example, 
an alert salesman might say, 
“Sorry, the war has made quite 
a number of metal items unavail- 
able to the public right now, but 
it has also helped to develop bet- 
ter and finer articles of wood that 
will please you just as well. This 
wood cabinet, for instance, has 
several points of advantage, such 
as and so on.” The sales talk 
should be followed at once by a 
demonstration of the actual mer- 
chandise, which will save count- 
less words and do much to con- 
vince the customer. 

Proper and orderly display of 


merchandise arranged as interest- 
ingly as possible should be a busi- 
ness “must.” Customers entering 
a store are usually willing to go 
through it even if they don’t im- 
mediately see what they want. 
Their remaining in the store be- 
cause of interesting displays 
lengthens the opportunity of sell- 
ing them. Examine your display 
floor periodically to see if you can 
rearrange your merchandise to 
better advantage. 

Window displays are important 
points of contact with the buying 
public. Wood items should be ag- 
gressively merchandised in them 
through frequently changed dis- 
plays that have “eye appeal.” The 
Ace Desk Company has a very 
large cloth advertising banner 
directly in front of the store. Be- 
cause the sign is the only one of 
its kind on the block, all other 
businesses using neon outdoor 
lighting, it is particularly eye- 
catching. 

Allied wood lines such as lamp 
bases, smoking stands, book ends 
and others not subject to priorities 
restrictions should be added to 
stocks whenever possible. World 
globes on wood bases can be sold 
to almost every customer buying 
furniture to open an Office. 

“Before a salesman can sell an 
item of wood furniture to a cus- 
tomer searching for one made of 
metal, he must be thoroughly in- 
structed in the salient features of 
wood furniture. Without this 
knowledge he will reply to a cus- 
tomer with an uncertainty that 
will prevent him from pushing the 
sale effectively,” points out Mr. 
Barrish. “That is why new men 
should be taught the various facts 
about wood office lines before they 
are permitted out on the floor to 
sell. Salesmen who know the facts 
usually can convince customers.”’ 








“PILOT” FIBREBOARD CARD 


countersunk rods. Labels are 
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INDEX CASES.—The 
Globe-Wernicke Company, Cincinnati, O., has built a 
wealth of strength and service into these cases. Cov- 
ered in green cloth, ‘’Pilot’’ cases are made in one- and 
two-drawer styles for 3 x 5-inch, 4 x 6-inch, 5 x 8-inch 
and 6 x 9-inch cards. Drawers are of double thickness 
at front and back and are fitted with black-finished 
wood knobs and adjustable wood followers operating on 
included for indexing. 
The drawers have a filing capacity of 1334 inches. 
The one-drawer style, 32 x 77% inches in size, is espe- 


OFFICE 


cially adaptable for 
Exemption 


housing Employees Withholding 


Certificate, Form W-4. 
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Wood spider arms are 
steam bent for great 
rigidity and strength. 


Spindle of straight 
grain maple is im 
pregnated to prevent 
expansion and con- 
traction 


Laminated wood hub 
guaranteed not to ex 
pand or contract 

















Bottom pivot bearing 
of graphite-impreg- 
nated plastic pro 
vides permanent lu- 
brication. 


WOoCD’S Remarkable 


WARTIME SERVICE 


Lasting Impression 





















Is Making a 


The far-flung success of Sikes 
Velveturn All-Wood Business Chairs 
is a notable example. There’s plenty 
of good in good WOOD .... and 
business people will have great re- 
spect for good WOOD chairs in 


the post-war future. 


Have you a copy of our most re- 
cent folder illustrating the complete 
line of Sikes “Velveturn” chairs? 
Ask for folder No. 9-43. 


Convenient wood 
hand-wheel_ controls 
Sikes exclusive scis- 
sor-grip adjustment, 
raising or lowering 
seat quickly and 
easily. Positive an- 
chorage; no tools re- 
quired, 


Top bearing of graph- 
ite-impregnated plas- 
tic provides perman- 
ent lubrication. 






nt | TIKES COMPANY, Inc. 


ih 


BUSINESS CHAIR MANUFACTURERS, BUFFALO, N.Y. 








-BILT 


FILES 





TABULATING 
CARDS 
» 
FINGER 
PRINT CARDS 
° 
TIME CARDS 
« 
5’’x3"" CARDS 
6"°x4" CARDS 
8’’x5’’ CARDS 
9”x6"" CARDS 


The Sta-tite Compressor is posi- 
tive in operation and will hold 
cards in file even if drawer is in- 
verted. Is only 344” thick and re- 
movable without the use of tools. 


THE STA-TITE 
COMPRESSOR 


| 


PERMA-BILT Filing Equipment is a line which you can sell with 





confidence. It was designed by Filing Equipment Engineers to pro- 
vide MAXIMUM filing capacity in the MINIMUM amount of floor 
space. It is made of selected hardwood and tempered Masonite 
and finished in standard office green. The use of record cards is 
important and it is imperative that they are properly housed for 
QUICK reference. The PERMA-BILT is a quality line that will give 


your customers years of satisfactory service. 


WRITE FOR DETAILS AND PRICES 


PERMA-BILT EQUIPMENT CO. 


HANNA BUILDING * CLEVELAND, OHIO 


ERMA-RILT 
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THE ONLY 


POSTURE CHAIR 
with 


AUTOMATIC 


SELF-TILTING 


BACK 


PRESSURE SUPPORT 


*Exclusive 
TYPOSTURE 
Construction 


PATENT PENDING 


% 













NATIONALLY ENDORSED... 


The Typosture principle, entirely new to the chair 
industry, has won the most enthusiastic approval 
for its comfort-giving as well as its overall quality 
features. 

From all over the country, dealers accepted our 
introductory approval offer as announced in June 
and July issues of Office Appliances. 

The volume of orders already received prompts 
us to urge the immediate placing of your order 
for stock, to assure early delivery. 

Aim for your share of Typosture business — It's 
growing day by day. 


TYPOSTURE ¢o. we. 


11 WEST 32nd ST., NEW YORK 1, N. Y. 









1 —~ 
-TYPOSTURE- 


ema 


TRADE MARK REG 
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LABOR for 
LIBERTY 


Hands that hold Liberty's torch are soiled 
hands—hands bespattered with grease and 
dirt-—but dependable hands, efficient hands. 
They belong to the millions of Americans 
laboring for liberty—building planes, ships, 
tanks and producing food and other necessities 


to carry the United Nations to victory. 


To have a small part in this Labor for Liberty 
is a privilege for which Corry-Jamestown is 
truly grateful, although it has meant a tem- 
porary suspension of our Steel-Age production. | 

This month we pay tribute | 


to all true Americans who 


LABOR for LIBERTY 

















FOR VICTORY 


Buy United States 










(RA ALSTON 


CORRY, PENNSYLVANIA 
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“What with all the new ships going by, 
I haven't slept a wink in months? 


N’ TIME for shut-eye at Sloane, either. 
i These days our famous furniture-making 
skill is all going into contracts we’re executing 
for the Army, Navy and Maritime Commission. 
We'll be working on joiner jobs, ship furnish- 
ings and glider wings for them until the Axis 
is defeated. But when we're back in the market 
for wholesale orders, you can expect Sloane to 
iron out your problems with even greater in- 


genuity than you've always counted on! 


WeJ SLOANE 


Contract Division 


5 FIFTH AVENUE « NEW YORK 














Dealers? 


The Defense Plants are not expecting the war to end 
very soon for they are continually buying Tool Trucks 
in greater quantities. 

The “TOLEDO” Tool Truck (see cut below) has 
recently been reconstructed as to size, style and weight 
to meet the requirements of the War Plants. This also 
modifies the price considerably. Ask us about them. 





No. 7160 with 3 trays. 
No. 7160-D with drawer 





THE 
The “HEAVY DUTY” Tool Truck 


T O L E D O As the name implies, the “Heavy 


Duty” Trucks are built for special, 


M F T A L heavy work and rough usage. 


Office Furniture Dealers are doing 


‘ fitable business by selling both 
Frere Rseee fet trade All ccc made wih 
9 


1, 2 or 3 shelves. 
COMPANY So, get into the factories making 


1774 Hastings St., War material. You will probably get 
an order and they will furnish you 


. TOLEDO, OHIO the necessary (AA-5 or better) prior- 
The “TOLEDO” Tool Truck ity certificates. 


No. 380 R. C. No. 380 A. C. 
PETERSON Wardrobe 


Equipment is provided Two New Chairs 


for factory, shop and 


oGico—-comprices a com- 
eine ae By HRIGHT 


wardrobe racks and non- 





No. 9460 with 3 trays 
No. 9460-D with drawer By 











NEW “WOOD” LOCKER UNIT 
ACCOMMODATES 12 IN 5 FT. 


The new hardwood and plywood 
Peterson Industrial Lockers come 
in both single and double (back 
to back) units that accommodate 
either 12 or 24 persons in every 
5 running feet. Double locker 
reom capacity and save valuable 
floor space for productive use. 
Provide each employee with a 
spaced coat hanger, an individual 
ventilated hat shelf  % 
and a 12 in. x 12 
in. lock box for 
lunch, microm- 
eters, drawing in- 
struments or per- 
sonal effects 


rm 


| 


‘ AA Oh 































tipping (6 or 12 place) 


costumers. Keep wraps “in BRIGHT Craftsmen have produced these two numbers to comply 
press”, dry and sanitary with present war-time restrictions of the use of strategic metals. 
The new swivel used on the revolving chairs is smooth, easy and 


—exposed to air and 

light. No crumpled hats positive in action and adjustable for height. 

or soggy lunches in Customed in full accord with the BRIGHT tradition for fine crafts- 
stormy weather. Prompt manship, which enhances the natural beauty of fine woods and 
delivery. beautiful, long-lasting leathers of your own choice. Made in 


mahogany, walnut or oak. 


These BRIGHT numbers are receiving ready acceptance every- 
where. Order samples for your floor today. 








Write for Catalog and Dealer Propositions 


VOGEL-PETERSON CO. 


“The Checkroom People” BRIGHT CHAIR CO., INC. 


1823 N. Wolcott Ave., Chi Se Ne FY 
ee 127-133 BLEECKER ST. NEW YORK, N. Y. 
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St. Johns Tables 


% Tables for Army, Navy, Maritime and in- 
dustrial specifications. 


% Tables manufactured in a modern wood- 
working factory geared to meet delivery 
schedules under wartime conditions. 


% The ST. JOHNS catalog will give you com- 
plete information and details, send for 
it today. 


BUY WAR BONDS 





St. Johns Table Company 
CADILLAC, MICHIGAN 


Chicago Office: 666 Lake Shore Drive, Chicago 
New York Office: 206 Lexington Ave., N. Y. C. 











FOLDING 
CHAIRS 


TABLET 
ARM-CHAIRS 








All styles Folding 
Chairs. Tablet 
Armchairs—ideal 
for classrooms, 
cafeterias, etc. 


Factory Stools. 


PROMPT SHIPMENT 


out of New York stock or direct from factory. 
Don’t turn down chair inquiries— 


Write us for prices and details 


ADIRONDACK CHAIR ey 


1140 BROADWAY, NEW YORK 1, 
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The “Efficiency Quotient” of an office chair is very 
important. A chair should be designed to avoid physical 
and nervous strains which cause fatigue and irritability. 
Correct sitting posture and chair comfort aid straight 


thinking and efficient work till the end of the day. 


Sheboygan Chair Company has been building good 
chairs since 1868. The sturdy qualities of our chairs 
have made them in demand by the military service, and 
occasionally we have been unable to fill dealers’ orders 
completely and precisely. We have appreciated the 
patience shown by our dealers on such occasions. It 
has been a patience of patriotism, recognizing that 
America has one great task which transcends all 


other needs. 


We ask a continuance of this patience for the dura- 
tion, and you may be assured that we shall do our best 
to serve you at all times. . .and that always, our product 
will be protected against compromise of quality. 

Our diamond trade-mark appropriately symbolizes 
our 75th Anniversary, and it is our aim to perpetuate 
and intensify public recognition of that quality which 


has won customer confidence and dealer satisfaction. 











SHEBOYGAN CHAIR COMPANY 


Designers and builders of good chairs since 1868 — 
for homes, offices, schools and institutions 


SHEBOYGAN, WISCONSIN 
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“IM STILL USING YOUR 
STEEL FILES” 


WRITE FOR WOOD CATALOG 


PEERLESS STEEL EQUIPMENT CO. 


Unruh and Hasbrook Sts. 
PHILADELPHIA, PA. 
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Thanks a Million! 


That’s the gratitude we 








feel toward each and 
every one of our swell 
dealers who have gone 
along with us over 
our ups and downs 
of the past year.... 
For your fine co- 
operation in = mar- 
keting our new 
chair—for your pa- 
tience when deliv- 
eries have been 


slow—again we say 


Thanks a Million! 


THE FRITZ-CROSS COMPANY 


304 E. 4TH ST. ST. PAUL, MINN. 








An Active Ally 


on the 
Production Front 


MUTSCHLER’S long expe ce in styling and building 

SAMSON directors room and office tables for discriminating 

business men has supplied the vital “KNOW HOW” that 

enables them to produce sturdy tables fast for Uncle Sam 
© serve the war winners of today. but as well, 
ers of tomorrow. 





e for complete descriptive Catalog. 


MUTSCHLER BROS. CO. 


NAPPANEE, INDIANA, U.S.A. 
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WAGEMAKER CO., Grand Rapids, Mich. 


CARD INDEX CABINETS 
1 & 2 Drawer—3 x 5—4 x 6—5 x 8—Green 











e Non- priority wood 
construction 

e Two Drawer — Top 
opens completely 

e "Two - Way" Com- 
pressor and Guide Rod 


e Letter and Legal Size; 
Olive Green Finish 


e Desk height 30!/,” 


e Shipment week or ten 
days. 


No. MF500G—Letter 
BUD ccieteiosd $27.00 List 


No. MF600G—Legal 
RE =: $29.00 List 


F.O.B. Rockford, Ill. 


P. O. No. 258-J 





Juma Savor 


FILE 





BUSINESS EFFICIENCY AIDS 


Skokie, III. 








Ke ~ 
“The Best Seat in the House’ 


Furnished by Jasper Seating Co. 








@ Jasper Seating Company dealers can read- 
ily satisfy the critical customer who demands 
“the very best seat” for an office task. 


@ For chairs of solid comfort, for sturdy con- 
struction, for attractive appearance, dealers 
will find a profitable ally in this company. 


@ One year ago, our VICTORY Swivel Chairs 
were introduced to meet wartime needs. They 
have met the most exacting requirements. It is 
a satisfaction to know that thousands of these 
chairs are serving government agencies and 
war industries. 











JASPER, 


Jasper Seating Company inowna 
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Business Builders 


Broadcast over Station S-A-L-E-S 
Operating on a wave length of:— 


CONFIDENCE . . . COUR- 
AGE . . . CO-OPERATION 

UMBER ONE on our HIT PA- 

RADE of BUSINESS BUILD- 
ERS produced by _ enthusiastic 
readers of OFFICE APPLIANCES this 
month is an inspirational original 
gem of sound business advice 
from the pen of a distinguished 
stationer and office outfitter from 
the famed land of the maple leaf, 
Vancouver, B. C. Mr. J. D. Mc- 
Martin, of The Office Specialty 
Manufacturing Company, Limited, 
located at 536 Howe Street of 
that progressive Canadian City, 
and whose firm’s head office and 
factories are in Newmarket, Ont., 
is the author of the following: 

“Under business conditions pre- 
vailing today, when the problem 
is not so much ‘how to sell’, but 
rather ‘how to get the goods to 
supply the demand’, our old ideas 
of salesmanship seem inadequate. 
The problem is one of delivery. 
Many businesses have regular cus- 
tomers whose needs they wish to 
meet in preference to selling re- 
stricted goods to new customers. 
As a result, it has been said re- 
cently that “a good salesman, un- 
der present conditions, is one who 
can diplomatically turn down or- 
ders”’. 

A general manager once said to 
a young man going into a distant 
new field, “Your best asset is the 
number of favorable acquaint- 
ances you make”. That statement 
has been proved many times. 
Favorable acquaintance begets 
friendship—friendship linked with 
character begets confidence, and 
after all is said about salesman- 
ship, the basis is CONFIDENCE, 
without which our initiative, force- 
fulness, loyalty, and the other 
virtues which go to make up 
GOOD SALESMANSHIP are of lit- 
the value in the building of a per- 
manent clientele of SATISFIED 
CUSTOMERS.” 

It’s your OPPORTUNITY and 
your DUTY—BUY ALL THE U. S. 
WAR BONDS AND STAMPS YOU 
CAN! 

You will be glad to share with 
us excerpts from a most interest- 
ing letter written to us from a 
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veteran office equipment dealer in 
distant Brazil—here you have 
them: “Permit me to quote first 
from one of the most valuable 
items from my Idea File for your 
Business Builder page in OFFICE 
AppLIANces—this is from a little 
trade publication called IDEAS. It 
is from an issue of many years 
ago and was sent to me by The 
Vanderbilt Manufacturing Com- 
pany of Detroit, Mich., a leather 
business furniture manufacturer. 
The first quotation is about that 
often-mentioned subject of mer- 
chandising—good will. The sec- 
ond, which is much longer, is one 
that gave me the stimulating de- 
sire to carry on even though I had 
thoughts of retiring, and is such 
an important treatment of this 
subject I suggest you pass it on to 
your international circle of read- 
ers.” (We most certainly will and 
we thank this South American 
friend for his courtesy and kind- 
ness.) 

Here is his first BUSINESS 
BUILDER: “Goodwill is the dis- 
position of the customer to return 
to the place where he has been 
served well.” The second thought 
alludes to the business worth and 
ability of men at the age of 70. 
The first part of this substantial 
evidence is by the late Captain 
Robert Dollar, whose enviable 
career is well known. Here were 
his definite views: 

“Shelving me at 70 is a gross 
error. Some men at 70 are at their 
best. Some men at 25 or 30 
should be shelved. Therefore, you 
cannot go by ages. It is useful- 
ness that counts. 

“Thave accomplished more since 
70 than during my entire previous 
life, so why should anyone ask the 
country be deprived of my, or any 
other useful citizen’s, services. 

“TIT planned and “started our 
round-the-world service when 80. 
I am now 87. I look forward to 
even greater achievement when I 
am 100 and the urge to work 
hard is as strong today as it was 
40 years ago.” 

The second part of these com- 
ments are from Mr. Henry Ford, 
who is doing his part right now 
for our Government in the active 
direction of his many plants’ 
operations in important war work. 
This makes Mr. Ford’s ideas all 
the more vital so give heed to 
them: 

“A man in good health is never 
too old to work. If he feels that 
he is, he should have his bones 
attended to and his diet revised. 

“Elderly men are the best sup- 
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port the nation has. There are 
not enough brains under 50 to run 
the country. But the most val- 
uable work the old man can do 
is to use his experience and his 
judgment. These are better than 
his physical labor. 

“We have a great store of 
wealth in the minds of our older 
men and we foolishly make little 
use of it. THE JOB OF THE OLD 
IN TEACHING THE YOUNG IS A 
SERVICE THAT NO ONE ELSE 
CAN SUPPLY.” 

And our distinguished corre- 
spondent from our neighbor to the 
South concluded his letter with 
these three cryptic axioms titled, 
ign’t i the Truth... . 

No man can make a fool of 
himself all the time. He has to 
sleep occasionally. 

Ignorance and prosperity make 
men bold and confident. 

The mintage of wisdom is to 
know that rest is rust, and that 
real life is in LOVE, LAUGHTER, 
and WORK!” 

* ” * 

It’s your OPPORTUNITY and 
your DUTY—BUY ALL THE JU. S. 
WAR BONDS AND STAMPS YOU 
CAN! 


7 * * 


“Luck is where Preparation 
meets Opportunity!” 


* * * 


“GENIUS IS ONLY A SUPE- 

RIOR POWER OF SEEING!” 
* x 7 

“Sympathy that does not take 
off its coat and lend a hand isn’t 
worth much.” 

* * * 

We repeat last month’s invita- 
tion to dispatch your slants on 
what you believe we will see or 
should see in office furniture 
items of the post-war era. To 
utilize a word one filing cabinet 
manufacturer coined so effectively 
in last month’s OFFICE APPLIANCES 
let's do some real effective 
“IMAGINEERING”! Airmail your 
IDEAS to the coordinator of this 
BUSINESS BUILDER page, Care 
of Shaw & Borden Company, Box 
2153, Spokane 2, Washington ... 
and don’t overlook this immediate 
fact: Better business in every 
business field makes for better 
wherewithal to BUY U. S. War 
Bonds and Stamps with which to 
W-I-N! BE GLAD OF THE FACT 
YOU ARE AN EFFICIENT SUP- 
PLIER OF EFFECTIVE BUSINESS 


TOOLS! Ralph B. Ortel 


se Se tt 
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Radio Station Calls New Filing 
Room ‘Treasure House’ 


N THE new “Radio City,” the 

Milwaukee Journal’s radio sta- 
tion recently completed on the 
outskirts of Milwaukee, an elab- 
orate filing room for the storage 
of song copies, special arrange- 
ments, original manuscripts, elec- 
trical transcriptions and phono- 
graph records, was included at a 
cost of about $75,000, according to 
the management. The radio sta- 
tion WTMJ (standard broadcasts) 
and W55M (FM broadcasts), 
built at a cost of about $800,000, 
was probably the largest of its 
kind authorized for construction 
just before Pearl Harbor. It was 
completed late in 1942. 

The modern filing room, for fil- 
ing and safekeeping more than 
100,000 melodies (and finding them 
at ease when wanted in a hurry 
for a broadcast) is pronounced to 
be a model of its kind, according 
to those in the broadcasting field 
who have been around a lot visit- 
ing other stations. The five tiers 
of double-row metal filing cabi- 
nets in the center of the filing 
room (or library, as those con- 
nected with the station call the 


By JOHN E. HUBEL 
o 


large room), were especially con- 
structed for Radio City’s needs by 
the General Fireproofing Com- 
pany, Youngstown, O. They are 
called “Super Filers” and measure 
52 inches high, 18 inches wide and 
28 inches deep. Each unit con- 
sists of four drawers. There are 
seven units in a row and fourteen 
units in each tier, making seventy 
“Super Filers” in all. These cen- 
tral files are used solely to house 
the sheet music used by the Mil- 
waukee Journal radio stations. 
These include song copies, special 
arrangements, brass band music, 
symphonic arrangements, as well 
as new and old popular music. 
At the far end of the music 
library is the phonograph record 
file. This file was originally con- 
structed about ten years ago by 
the staff members of the radio 
station. Built of wood, it was orig- 
inally used to house the sheet 


music but is now filled with rec- 
ords exclusively. The filing system 
is built in the “pigeon-hole” man- 
ner and holds about 3100 records, 
all of which are of the more re- 
cent type. This file is titled the 
“A” file. Older records which are 
outdated and used less frequently 
are housed in the “C” file on the 
second floor of Radio City. The 
“A” file also contains over fifty 
albums of classical records, which 
includes symphonies, orchestral 
suites, concertos, and so on. 

Small filing cabinets are used to 
index and cross-index the sheet 
music and records in the music 
library, and desks are provided 
for the music librarians. As can 
be realized, for programs arranged 
for certain 15-minute periods, the 
sheet music and recordings must 
be instantly available when the 
need for them arises. While letters 
and other records in the best reg- 
ulated offices of a commercial con- 
cern could be permitted to be tem- 
porarily lost or misfiled, such mis- 
filing could not be permitted in a 
radio station library. 

According to the librarian at 





WHERE ACCURATE FILING IS A “MUST’’.—The library filing room of the Mil- 
waukee Journal’s WTMJ and W55M (FM), where more than 100,000 melodies are 


filed tor quick location. 


The filing room, built at a cost of about $75,000, was 


outfitted with special files, termed ‘Super Filers’’, by The General Fireproofing 


Company, Youngstown, O. 
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Radio City, Milwaukee, “the filing 
system used provides WTMJ and 
W55M with sufficient music to 
carry on almost indefinitely with- 
out repeating any number, if the 
radio public so desired. Needless 
to say, such a collection is almost 
priceless, for many of the selec- 


tions are no longer in print or 
available from the common 
sources.” Thus, it can readily 
be seen that in the selection of 
the new filing system for this 
library no expense was spared to 
make it almost foolproof. The sys- 
tem is housed in a fireproof room, 


everything being in keeping with 
this “most modern of broadcasting 
stations.” It is said that many 
office managers of commercial and 
industrial ‘concerns have been 
among visitors to this filing room 
to learn what is new in such office 
equipment. 


Merchandising Ideas for 
Wartime Selling of 


ELLING the last word in new 

office equipment is a cinch 
compared to selling satisfaction 
in old-style furniture and the new 
war-time lines. For that reason 
the Miller-Davis Company, dealer 
in office furniture and supplies, 
219 South Fourth Street, Minne- 
apolis, Minn., believes that the 
best salesmen a concern can get 
are an essential of war-time mer- 
chandising. 


The same number of salesmen 
are employed now as in pre-war 
days. Each is thoroughly informed 
as to what furniture is available 
and what priorities are required 
so as to be of the utmost help to 
customers. These salesmen divert 
customers in their purchase of 
new merchandising, and explain 
items different from the type to 
which they have been accustomed. 

Regular calls are made on the 
war plants of the area, as well as 
on old customers—as a matter of 
fact, many old customers are now 
engaged in war work (sub-con- 
tracts) and have required addi- 
tional office equipment. This has 
upped the volume of business. 


Miller-Davis has always had an 
active repair department in their 
business. Today this section is 
busier than ever. They have 
solved their manpower problem by 
finding the needed men for re- 
pair work in their own organiza- 
tion. Shipping-room men, for ex- 
ample, are accustomed to handling 
furniture and have been given 
instruction in repair from the 
supervisor of that work so that 
when they are needed they can 
be called on. 

This plan of training men with- 
in their own group has worked 
out very well. No regular school 
for training has been established, 
for individual training has seemed 


Suggestions from Three 
Office Furniture 
Dealers 
o 
to work out satisfactorily, with the 
supervisor concentrating his ef- 
forts in teaching one or two men 
at a time. By having one or two 
in training at all times a backlog 

of repair men is kept up. 

Direct advertising is carried out 
through salesmen and by mail, 
with reliance largely on manufac- 
turers’ pieces. Their extensive 
business is well organized and well 
carried out through their execu- 
tive staff and well-trained sales 
force. 


Consider Old Customers First 


“First serve your old-time cus- 
tomers,” is the business creed of 
the Globe Office Furniture Com- 
pany, Minneapolis, Minn. To this 
end the company makes no par- 
ticular displays of its furniture to 
attract new buyers, preferring to 
remain loyal to the customers who 
helped them build their business 
and serve them with the furniture 
they want to buy for as long a 
period as possible. With displays 
and promotions, their stock, ex- 
tensive as it is (for the store 
bought heavily of pre-war stock), 
would soon be cleared out by new 
customers of the moment, who 
might mean nothing to the busi- 
ness of the future. 

Many of Globe’s best customers 
have established new offices. Last 
year the firm had the largest vol- 
ume of business in its history. This 
year promises to be even better, 
for the business through June was 
equal to that of the first nine 
months of last year. 

In common with other office 
furniture companies of the area, 





Furniture 


Globe has had numerous war 
plants among its customers. (New 
business isn’t turned away, though 
no aggressive measures are taken 
to get it). These plants are pro- 
vided with Victory Model furniture 
by the company, and seem en- 
tirely satisfied with it. 

In pre-war furniture, the com- 
pany sells by complete outfits only. 


If a customer wants a revolving, 


chair, he must also take the two 
side chairs which complete the 
office set. This is to insure not 
having a lot of odd pieces, some 
of which might not find ready 
sale if the set were broken. There 
is no difficulty in selling the com- 
plete sets. 

In the labor emergency which 
seems to be increasing. rather 
than decreasing, the manager has 
on occasions taken the wheel of a 
truck himself! 


The Patriotic Theme 


American flags in the  back- 
ground gave the patriotic touch to 
a recent attractive window display 
of Victory Model office furniture 
at the St. Paul Office Equipment 
Company, 140 East Fourth Street. 
The furniture was arranged in 
dramatized office style, showing 
complete, serviceable equipment. 

A second window also carried a 
patriotic theme. Pictures of serv- 
ice men in uniform were placed in 
various places throughout the win- 
dow, in which diaries for service 
men were featured. These were 
shown in many sizes and kinds. 
In the window were also small 
items for use in offices, such as 
receipt books and many other 
small paper products. These were 
placed on the floor of the window, 
with a border of them at the front 
so that passersby could see the 
large assortment. 


(End of Thirty-Fourth Annual Special Office Furniture Section) 
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CYLINDER LOCK 


O RATIONING [iiaaeRpmoriecinee 
OF MEATY — 
PROBLEMS! 





IVE your students a try at this 
actuating cylinder lock. Ask 
them to draw the correct ortho- 
graphic views. See that they’re all 
equipped with Typhonite ELDO- 


RADO pencils, and then watch DRILL-.706-.703 
C'SINK .88D*«1|20° 


for really good results. C 
TAP .SOAM. 5TD.PIPE 


In the Typhonite process, natural 
graphite is battered in a typhoon 
of super-heated steam until every 
particle is in controlled, uniform 
size. This results in leads that 
make lines of exceptional clarity, 
density, Opaqueness. 

SOLUTION: We will be glad to 
send you the free blueprint show- 
ing this problem’s solution. Write, 
within 30 days, requesting Blue- 
print No. 128-J6. 


B75 -|4NF-3 * 
P.D..628-.825 


FREE TO INSTRUCTORS: Object lines of 
this problem were drawn with a Typhonite 
ELDORADO 2H. We will send a sample to 


instructors if requested. 


DIXON’S “BEST” colored pencils with thick leads for major corrections or 
minor changes in design are recommended. Red (Vermilion) 349, Lake Red 
321%, and Yellow 353 are the preferred colors for most effective contrast. 


School Bureau DIXON'S “THINEX” colored pencils with thin leads for small detail, dimensions 
Joseph Dixon Crucible Company and corrections are recommended. Vermilion 371, Lake Red 369, and Yellow 
Jersey City, N. J. 373 for effective contrast. 


TYPHOWNITE 


ELDORADO 


DIXON'S TYPHONITE ELDORADO-- HB | 


ay s 





Dixon Eldorado advertisements like this reach thousands of teachers and hundreds of thousands of students 
cvery month — building profitable student trade for Dixon Eldorado dealers. (Please see following page.) 




















DIXON’s \ a, 


y/ 
A 


DLO) a: 
Xe 


i 
/ 


























/ 
PU fm ML AP Pig rm TY 
T THIS FO 


OT ¢ oe YOUR COUNTER— 


No. 1182 Typhonite ELDORADO SALESMAKER: Holds one gross of selected degrees 
in greatest demand. A pretty picture, of clear maple, colorful, modern. COMPACT 
—12°%" wide by 74%" deep by 12” high. It pays well for the foot of space it occupies! 
Put this silent but persistent Salesmaker at work in your store. 
Point of sale display is the clincher that sells for YOU. Here is an effective 
tie-up with Dixon’s Eldorado advertising. It can well prove the most productive foot 
of space on your counter. 


USE IT, IF YOU HAVE ONE...SEND TO US IF YOU HAVEN’T 
Pencil Sales Department, JOSEPH DIXON CRUCIBLE COMPANY, Jersey City 3, N. J. 
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SAN ANTONIO NEWS NOTES 





By B. C. Reber, Correspondent 





Vacations are the body of news this month with 
scores of employees enjoying brief respites from the 
unusually hot weather. Al Eisemann, vice-president, 
Maverick-Clarke, has returned from a short vacation 
spent in swimming, fishing and golfing, and, while he 
reported an enjoyable time, he was reticent about his 
success as a fisherman and his scores at golf. 


Most of the staff members at Paul Anderson Company 


have had their vacations. Mr. Anderson has returned 
from a trip to Denver, where he visited with his son | 


who is in the Air Forces. Tim Harvey spent his vaca- 
tion on a trip which included visits to Houston, Beau- 
mont and Dallas. ...G. S. Thorne is back from a 
short vacation on the Texas Coast. ... And Ruth Ross- 
man, Alene Dancaster and Mrs. Kathleen Carroll of 
the Anderson sales staff; are back from short trips. 

A. C. Daunis, branch manager for Burroughs Adding 
Machine Company, spent his vacation on a trip to 
Mexico City, accompanied by his family. 


J. Andrew Smith, of J. Andrew Smith Company, and | 


Mrs. Smith, enjoyed a motor trip which took them 
into Tennessee, and also into Mexico, homes of their 
parents. 

a * 7 


The market for typewriters and business machines 
may be determined by a report coming from E. P. Haye, 
branch manager for L. C. Smith & Corona Typewrit- 
ers, Inc., who reports that he received 50 machines and 
they were all gone in less than two hours. The dis- 
tribution was among dealers. 


* * * 


G. C. Zimmerman, one of the city’s leading type- 





writer repair men, has moved to new and larger quar- | 


ters at 201 Milam Building. Increased working space, | 


| 


a large reception room, and other facilities will help | 


to take care of his expanding business. 

Mr. Zimmerman had a visitor this month in the 
person of R. D. Brewington of the Brewington Type- 
writer Company, Houston, by whom Mr. Zimmerman 
was employed ten years. 


. *~ * 


Lex A. Harp, of the local branch of Burroughs Add- 
ing Machine Company, has returned from Detroit 
where he completed the mechanic’s training course. 

Evelyn Evans has joined the office staff of this 
branch and, according to rumor, Dan Cupid will soon 
convince Helen Stein. Definite date of the marriage 
has not yet been announced. 

N. H. Mitchell, service man with the Austin branch, 





has been transferred to Dallas, and has been succeeded | 


by L. J. Dolan of the San Antonio branch. 


* * ~ 


J. Andrew Smith was honored last month by the 


Lions Club of San Antonio. He was presented with a | 
pin in recognition of his constant attendance over a | 
ten-year period. This is one of the few such pins | 


awarded in the area. Mr. Smith is a former district 
governor of the club. 

His son, James Hanaford Smith, graduated last 
month from one of the country’s flying schools and 
has been commissioned second lieutenant. 

* * * 


Myrtle Richardson has joined the office staff of 
Remington Rand, Inc., replacing Dorothy Jean Wood, 
who has been married. 


* * * 


W. B. Southern of Southern Sales and Service is 
another of the local typewriter men who has been 
enjoying a vacation. 


” - * 


A general survey among the typewriter and business 
machine shops and branches indicates that the serv- 
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ALEO- CRP 


THE ORIGINAL 


TUBULAR EDGE 
INSERTABLE TABBING 


More Convenient to Apply 
More Convenient in Use 
More Durable in Action 


The parallel sides hold tm oe et 
serted title firmly. It-« e ‘ 
not fall out, yet can” . 
changed at will. © 














Skirt is the best “ai 
linen, 64-60 count. $0.86! 5 
ly woven it will nor: ry. 


when cut. Easily app 5 eS . 


to index sheets because. 


Met 


one side is slightly longer”: 

than the other. oe 
Adhesive is adorie j 
moistened. and when once 
applied to an index sheet 


Patent 31848098 it is on to stay. 


THE ORIGINAL 
TUBULAR EDGE 
INDEX TABBING! 


AICO GRIP Insertable In- 
dex Tabs easily prove their 
superiority in every day use. 

It is more convenient in use 
and easier to apply—all be- 
cause of its patented construc- 
tion. 

Fully 80% of the sales of 
Aico Grip Insertable Tabbing 
are on priority orders, which 
naturally must receive prefer- 
ence in shipping, but jobbers 
have sufficient stocks on hand 
to make reasonably prompt 
shipment on non-rated orders 
in the immediate future. 

For satisfied customers and 
repeat orders, feature the 
Original Tubular Edge AICO 
Grip Insertable Tabbing. 


Cut to Size 





Remove 
Waxed Paper 


Save AICO Cartons! 


Conservation is important to 
our war effort especially in 
carton stock. Save your empty 
Aico Grip cartons. We may 
need theml 





AICO-GRIP TABBING 
LOOSE LEAF INDEXES 
DESK PADS and 
ACCESSORIES 

SHOP TICKET HOLDERS 


503 S. JEFFERSON ST., CHICAGO, ILL. 
WORLD'S LEADING MANUFACTURERS OF INDEXES AND INDEX TABBING 
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In the biggest job ever to confront Amer- 


ican production, transportation and dis- 


tribution, GRAFFCO Signals and MAP- 
TACKS, small as they are, continue in 
brisk demand. The big job naturally 
comes first and will command our best 
efforts and those of our dealers, most of 
whom are earnestly engaged in it. Subject 
to priorities for essential uses, GRAFFCO 
products will be shipped to our customers 
in traditional high quality and in the re- 
quired quantities insofar as possible. 


* 


CELLUGRAF Signals. Known as the finest signal 
made for visible records. Easy to apply, remove 
or adjust but secured by inner spring. Six trans- 
parent, four opaque colors. 

NU-VISE Signals. Improved construction for 
“vertical” files. Firm grip, slip on easily, no ex- 
tending edges to catch. Twelve colors. 

NU-VIZ Signals. Non-projecting for visible index 
systems. Lie flat and do not catch adjoining 
leaves or cards. Four styles, three widths. Twelve 
colors. 

MAPTACKS. Precision-made with sharp points of 
tempered needle steel, uniform spherical heads 
that will not break under ordinary usage. Five 


‘ sizes, twenty colors. Also flat head and marking 


tacks. 
Booth W19—Chicago, Oct. 4-5-6 


GEORGE B. GRAFF CO. 
Cambridge 40, Mass. 

Makers of 

CELLUGRAF SIGNALS MAPTACKS 

NU-VISE SIGNALS 


68 Washburn Ave. 


NU-VIZ SIGNALS 
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ice business is better than it has been for many years. 
All shops are crowded with work, and many are em- 
ploying women. One manager stated, “We could get 
the work if we could get the men to do it. We could 
do much more business than we are now doing, but 
have no means of taking care of it. We are not solic- 
iting business. This enables us to give better service 
to our regular customers.” 


—-- 


PERKINS JOINS MAVERICK-CLARKE 


An important addition has been made to the official 
staff of Maverick-Clarke, printers, stationers and office 
outfitters of San Antonio, Tex., in the person of W. R. 
Perkins, who has joined the organization with the 
title of sales manager and assistant to Russell P. 
Grieve, vice-president and general manager of the 
firm. 

Mr. Perkins comes to his new post with an experi- 
ence that well qualifies him for his important duties. 
While all of his business experience has been with one 
firm, it is one of the largest organizations of its kind 
in the country—The Crosley Corporation, Cincinnati, 
Ohio. He started there as shipping and receiving clerk 
in the printing division in 1925 and, at the time of 
his resignation last year, was assistant to the vice- 
president and general manager. 

Mr. Perkins prepared for his business career with 
five years at the evening college of the University of 
Cincinnati where he specialized in the studies of ad- 
vertising, economics, finance, marketing and business 
management. 

He is 37 years of age, married, and the father of 
two children.—BCR 


—<—_-. - 


AYRES TAKES SPECIAL SUNDSTRAND TRAINING 


Walter Ayres, foreman of the repair department of 
O. B. Williamson & Son, Fort Smith, Ark., recently 
spent a month at the Underwood Elliott Fisher dis- 
trict office in Memphis, Tenn., getting special instruc- 
tion on Sundstrand adding machines. He is confident 
that the additional training will be of great value to 
him as well as to Sundstrand owners in the vicinity 
of Fort Smith. 





JUSTRITE WINDOW DISPLAY FEATURED BY COAST 
STATIONERY COMPANY.—Highly effective was this 
window devoted exclusively to Justrite merchandise, 
the well-known brand of the Louis Melind Company 
of Chicago. Owners of the store, which is located at 
241 South Spring Street, Los Angeles, are Mr. and Mrs. 
Jacob Markowitz. This particular display was used for 
several weeks. An inside display, tying in with the 
window, featured the Fortune ad telling of the part 
the stationer plays in business. 
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]] Ym caRO? NOW EVERY GIRL IN 


Y} If 

Y) LD THE OFFICE LIKES 
TO Cur STENCILS- 
OF COURSE THEYRE 
PoLycHROMES/ . 


IRST, after exhaustive testing and ex- 

perimentation, we produced the 
finest possible duplicating stencil from 
the highest quality materials obtainable. 
Then, we enlarged our modern factory 
so that this superior stencil could be 
produced in large quantities, 


Now we have it! Today’s POLY- 
CHROME STENCIL is available to every 
user of stencils at no advance in price, 
Dealers everywhere can_ sell POLY- 
CHROME STENCILS and make a sub- 
stantial profit, while being assured that 
they are selling a product which will 
satisfy the most exacting customer, 
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Be you user or dealer, let your own 
best judgment guide you to choose 
POLYCHROME STENCILS for all stencil 


duplicating requirements. 


We EO Ht 
\ N l ZED SHAMS ANON DZS ANG 
Weg SEAT ERS SUs CRE S 
AMEND POLYCHROME STENCILS 
We WES BEERS j EVEN IF THEY WERE TO 
Oe Deas 5 ge = COST MORE THAN 
SCS eS ORDINARY STENCILS/ 














COMPLETE INFORMATION 


THE POLYCHROME CORP. 99 university pace, NEW YORK, WN. Y. 
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1943 PACKAGING CATALOG HOLDS SOLUTION TO 
MANY WAR-TIME PACKAGING PROBLEMS 


If there’s any single reference work that should be 
given a favored spot on the shelves of every merchan- 
diser’s and manufacturer’s library, now that war-time 
restrictions have presented dozens of new facets to 
the already perplexing packaging problem, that vol- 
ume should be the Packaging Catalog for 1943. Be- 
tween its green- and gold-clad covers lie the answers 





PACKAGING CATALOG—1943 


to dozens of problems that every war-time manufac- 
turer must face ... and the answers in these days of 
bans, restrictions and priorities aren’t ordinarily easy 
to find. 

In assembling this year’s edition the editors and 
contributors were faced with an entirely new and 
abnormal situation, a condition brought about chiefly 
by strict governmental control of packaging materials. 
Yet, despite this difficulty, those responsible for the 
preparation of the volume have done a remarkable 
job, no small part of the credit being due to the 62 
contributors, each an expert in his own field. 

Though a number of the book’s 634 pages deal with 
phases of the packaging problem which are purely 
temporary in scope, most of the new material pre- 
sented is permanent in value—as, for example, the 
discussions of new types of glass containers, new 
methods of heat sealing, new kinds of protective 
coatings and new forms of laminations. The catalog’s 
chief mission, then, becomes not one of recording the 
progress made in the field, but rather that of facili- 
tating the readjustment of the readers in what may 
well be called the most chaotic era in American 
history. 

Not the least important of the features of the 1943 
Packaging Catalog are more than a dozen charts and 
tables appearing at intervals throughout the book. 
Added to these are 15 important sections covering 
every phase of the packaging industry, each section 
broken down into divisions crammed with timely hints 
and modern aspects of containers, labeling, sealing, 
and packing. Thus the book, much more than a 
chronicle of progress, becomes a manual and a guide 
for the makers and users of packages. The 15 sections 
of the current edition of Packaging Catalog cover the 
following salient phases of the industry: Package 
Planning in Wartime; Packaging Law; Cartons and 
Boxes; Bags; Bottles and Jars; Closures; Cans, Tubes 
and Vials; Labels, Seals, Tags and Marking Pieces; 
Plastics; Adhesives; Wrappings—Coatings—Lamina- 
tions; Machinery and Equipment; Shipping; Dis- 
plays; Index-Directories. Scores of pages of colorful 
and timely advertising complete the all-round utility 
of the catalog. 

Packaging Catalog for 1943 has a page size of 834 
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Pile up Extra Sales 
WITH 


IL-KLATIER 


THE SCIENTIFIC TYPEWRITER PAD 
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With so many office sup- 
plies unavailable or hard- 
to-get . . . more and more 
wise dealers are learning it 
pays to push KIL-KLATTER 
Typewriter Pads. This scien- 
tific pad outsells all others, and 
you can replace stock promptly 
because it’s made of non-critical 
materials, 


KIL-KLATTER really deadens 
sound, cushions against ty ping finger- 
shock, reduces danger of typewriter 
sliding off desk. Made of famous 
OZITE ALL-HAIR Felt with treated top 
to prevent machine legs from digging 
in and non-skid bottom to prevent slip- 
ping. Size 11 x 13 in. fits all typewriters 
and many other business machines. 
Smartly packaged for counter display. 
Feature KIL-KLATTER Typewriter Pads 
constantly. Suggest them to every office 
buyer, and you'll cash in on the need for 
KIL-KLATTER with multiple sales in every 
office now. 






FREE 
DISPLAY CARDS SITS A 
With orders for a 


dozen or more pads 
we'll send you 
FREE a colorful 
display card and a 
quantity of 2-col- 
or mail enclosures 
imprinted with 
your name. 


TYPEWRITERS 


THIS TO YOUR 


DEALERS: PIN 
LETTERHEAD FOR FREE SAMPLE 





RETAILS J 
AMERICAN HAIR & FELT COMPANY, 


Dept. D9, Merchandise Mart, Chicago. 


Send FREE sample KIL-KLATTER Typewriter Pad and full infor- 


mation about prices and discounts. 
FIRM NAME 
ADDRESS 


CITY STATE 
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x 11% inches, and is printed on an excellent enamelled 
stock. Each volume comes complete with gummed 
labelled thumb tabs ready for application of the title 
page of each section. Domestic copies of the volume 
are priced at $2.50, and may be obtained from Pack- 
aging Catalog, Chanin Building, 122 East Forty-second 
Street, New York City. 
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Se 
SEARS EXECUTIVE INTRODUCES CACTUS THORN 
AS SUBSTITUTE FOR COMMON STEEL PIN 


P. J. Gilbert, stationery supply buyer for Sears, 
Roebuck & Company, Chicago, IIll., believes he may 
have hit upon an important means of contributing 
materially to the steel-saving drive, so important to 
the nation’s war effort. Gilbert’s idea revolves around 
finding a suitable substitute for the common pin, 
many tons of which are used annually by the Sears 
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TusBuLar Coin WRraPPERS 
Stationers! It's your Line—Exclusively! 


"Steel-Strong” Products are sold through 
Stationers and Office Supply Dealers only. 
We have no retail salesmen to pirate your 
customers and cash in on your missionary 
work, 


Write for liberal discounts and sales help on: 


Lead Seals 

Seal Presses 

Coin Bags Teller’s Moisteners 
Currency Bags Manual Coin Counters 
Draw String Bags Currency Racks 
Metal Clasp Bags Wrapper Cabinets 
Night 6 mwas, Aco Bags Sorting Trays 

Linen Shipping Coin Storage Trays 
— Change Trays 


HANNIBAL, MO. 


Coin Wrappers 
Bill Straps 








THE C. L. DOWNEY CO. 





NOW, HERE’S THE POINT.—P. J. Gilbert, stationery 

supply buyer of Sears, Roebuck & Company, dem- 

onstrates the effectiveness of the huisache tree needle 

as a pin substitute to Maureen Bell, also of the Sears 

organization. In the background is a part of the original 
shipment of 160,000 thorns. 


organization alone. In 1941, Sears used 331 million 
of this prosaic little item, but the steel tonnage rep- 
resented was 42 tons; in 1942, the demands of the 
organization were reduced to less than 160 million 
pins—approximately 20 tons of steel. This figure, Gil- 
bert believes, can be reduced still further. 

In casting about for an adequate substitute, he first 
considered the tooth pick manufacturers. Here he en- 
countered little success, for they were already facing 
a shortage of this type of wood. Golf tee and plastics 
manufacturers also were approached, but neither was 
able to offer any practical solution to his problem. He 
then contacted the agricultural authorities of Texas, 
New Mexico, Nevada and Arizona on the possibilities 
of using cactus needles. New Mexico and Texas sub- 
mitted dozens of samples and the Texas representa- 
tive referred Gilbert to another organization sponsor- 
ing the use of natural resources for industrial uses. 





Try a BUCKEYE Supreme 
TYPEWRITER RIBBON 


®@ For over fifty years we have built into this 





product everything that first quality materials and 
painstaking workmanship could produce. We 
offer it to you now with the assurance that you 
will find it to be equal to your most exacting 
requirements. 


The Buckeye Ribbon & Carbon Co.., 
Cleveland, Ohio 
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The recommendations of the latter group resulted in 
experimentations with the thorns of the huisache 
tree of Mexico, the blossoms of which were already 
being used in the manufacture of perfume. The 
huisache thorns performed so satisfactorily that or- 
ders were placed for an original shipment of 160,000 
of them. These have been distributed in the Chicago 
plant and the other ten mail order plants of the or- 
ganization for a therough test under regular office 
routine. 

They may cost slightly more than steel, Gilbert ex- 
plained, but additional quantities will be ordered if 
reports prove satisfactory, thus making possible a still 
further reduction of the company’s use of steel in 
regular pins. 
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We're all elated by the current reports of Allied victories. It makes us 
feel that the turning point of the war has been reached. This fact nat- 
urally turns our thoughts to more normal business relationships. In 
our business . . . this brings ever closer the possibility that office ma- 


chine dealers will have a chance to get back in the old selling groove 


again. 


While our present stock of type- 
writers is depleted, we still have some 
machines to offer the trade at regular 
wholesale prices. Write for our reg- 


ular price list. 





W. F. (Bill) Clausing “America’s Largest Independent Wholesaler” 








INTERNATIONAL TYPEWRITER EXCHANGE 


GENERAL OFFICE, WAREHOUSE AND FACTORY ... . 231 WEST MONROE ST. 


Southeast Corner Franklin & Monroe Sts. CHICAGO, U.S.A. 
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We seek : 


an individual or . 
an organization ~ 


possessing outlets for $50,000 upward in si 
carbon paper and typewriter ribbons, to But 
associate actively or silently. a. 
This company manufactures fine quality ver 
carbons and ribbons, is well-financed and = 
operating gainfully. 7 
; Son 

Here is opportunity to acquire a substan- hel 
tial interest without investment and a con- pe 
fidential interview might result in a per- st 
manent, profitable connection. pan 
“a 


BALDWIN = 
CARBON COMPANY a 


317 Halsey Street 
Newark, N. J. me 


® Arb 
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NEWS NOTES FROM DISTRICT NO. 8 





By Gene Mitchell 





A post card from Sgt. Peter C. Masterson from 
“Somewhere in North Africa” says he has appeared in 
several shows for the forces, putting on some of his 
acts which are familiar to many of the travelers. He 
reports he might remain where he is and run for the 
job of Sultan. 

~~ * * 

Announcement was received of the marriage July 
24 of Miss Martha Holland to Ensign Hal Cushman 
Castle, son of Mr. and Mrs. Karl E. Castle. The cere- 
mony took place at the Naval Air Station, Jackson- 
ville, Fla. 

” - * 

Seen writing orders and working hard during the 
heat wave of July around St. Louis territory were Lyle 
Heaps, Parker Pen Company; Austin Waterbury, Car- 


ter’s Ink Company and Bill Lashbrook, Esterbrook Pen 


Company. 
- * * 
National Cover Company, St. Louis, suffered an ex- 
pensive and most inconvenient fire early in July, but 


Bob Duebelbeis, head of the firm, is the kind of oper- | 
ator that even a fire cannot keep down. Operations | 


were resumed soon after the fire and orders were 
delayed only slightly. 

Bill Bohart, E. Faber Pencil Company, reported he 
and Mrs. Bohart spent a most enjoyable July vatation 
in Chicago and aboard ship between that city and 
Buffalo. 

* * * 

Frances K. Adams, S. G. Adams Company, St. Louis, 
and a group of friends spent the month of August at 
a camp on Lake of the Woods, Ontario. They reported 
very fine fishing. It will be recalled that “F. K.” was 
in the boat on the fishing trip with the late Jim 
Irving when the latter was drowned in the St. Croix 
River, Wis., several years ago. 

+ +. ” 

Private Paul S. Baird, formerly of Geo. E. Baird & 
Son, Kansas City, Mo., may now be reached by mail 
c/o 51st Battalion, MRTC, Camp Barkley, Texas, and 
he will be greatly pleased to receive mail from all his 
friends. 


* * * 


Added to the growing ranks of “Farmer-Travelers” 


is the name of our old friend, “Big Bill’ Pickering of | 


the Oklahoma Pickerings and E. Faber Pencil Com- 


pany. He is busy operating his gardens just outside of | 
Davis, Okla. Bill has taken time out to report on the | 


doings of the Oklahoma busymen: 
The Southwestern Stationery & Bank Supply Com- 


pany, of Amarillo, Tex., has appointed Mr. Julius | 


Banta manager, transferring him from their Ponca 


City store. The Amarillo store has added a real west- | 
ern atmosphere in setting up a new department called | 


“Ye Old Trading Post,” where Navajo blankets and 
Indian jewelry are sold. 


* ool * 


J. L. Wren, The House of Wren, Oklahoma City, re- 


cently returned from a Chicago buying trip and re- | 


ports having added two more sales people to his staff. 
* * * 


Sam Plant, Western Bank & Office Supply Company, 
and his family visited the Pickering Lodge in the 
Arbuckle Mountains, over the Fourth of July. Business 
is good at Western, so Sam says he will be seein’ you 
all at the Palmer House in October. 

- cd * 

L. H. “Wheezy” McDaniel, the famed Texas horse- 
raiser and manufacturers’ agent, found that collect 
long-distance phone calls are rather hard to get 
through, particularly to those hardened Oklahoma 
travelers who are on straight expense accounts. Inci- 
dentally, L. H. is reported to be leading one of his 
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Rand MNally’s Gagertp 


WITHHOLDING TAX 
CHART 


This new, ultra-simple, one-page chart permits figur- 
ing exact Withholding Taxes in 3 seconds or less! 
Fastest, most fool-proof device on the market. 

Sales tested by some of America’s largest station- 
ers. Performance tested by hundreds of payroll 
departments. Every employer with 10 or more em- 
ployees is a good prospect. Every large company will 
want many charts. Available for weekly, bimonthly 
and semimonthly payroll periods. 

Send for a copy today on approval. Rand McNally’s 
new Withholding Tax Chart retails at $3.50; liberal 
discount. 


RAND MCNALLY & COMPANY - 536 S. Clark St.+ Chicago 5- 











Saves Time and Postage 


This handy machine accepts a full coil of 500 stamps 
and protects them against loss and damage. It enables 
you to affix stamps to envelopes much more quickly and 
neatly. Write for folder describing this and other ma- 
chines in our Complete Mailroom Service—Metered Mail 
System, Postal and Parcel Post Scales, Letter Openers 


and Envelope Sealers. 





NATIONAL POSTAL METER CO., INC. 


Rochester, New York 


BRANCHES AND AGENCIES IN PRINCIPAL CITIES 
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PRIZE CONTEST 


for your customers — FREE 


Here is a unique folder in two colors with your 
imprint that offers a monthly prize to stenog- 
raphers for hints on office efficiency. 


This folder tells them how to use Cant-Slip for 
aging typewriters and Clarotype for neatly 
typed letters; and also how to win a prize. 

Your imprint tells them where to buy these 
proven products. Write for details on this 


merchandising aid to The Clarotype Company, 
Inc., 16-K Hudson St., New York 13, N. Y. 


CANT-SLIP 
Renews Rubber Rollers 
CLAR - 0 - TYPE 
Cleans Type Instantly 














GRAPHIC 
GELATINE) 
ROLLS) 





In over thirty years GRAPHIC Duplicator 
rolls have earned an enviable reputation 
for their outstanding quality, recuperative 
powers, uniformity and dependability. 
Made of fine materials they keep their fine 
copying qualities over a long period. For 
all makes of duplicators. 


HECTOGRAPHS AND REFILL 


composition in attractively lithographed 
containers. Two and four surface Oak 
Frame duplicators in five sizes. 


GRAPHIC DUPLICATOR CO. 


473 BROADWAY NEW YORK, N. Y. 














190 


thoroughbred lambs around on a string while calling 
on the dealers. 


* “ * 


H. Dorsey Douglas, Jr., is now sales manager, in 

charge of the store for his firm in Oklahoma City. 
7 * 7 

Changes reported in the sales staff of Koh-I-Noor 
Pencil Company; George Leonard has been transferred 
from the midwest territory to New England and east- 
tern seaboard territory, replacing Sam S. Clayton, 
who has been appointed assistant salesmanager and 
will be found at headquarters in Bloomsbury N. J. 
Best wishes to you, George and Sam. Our loss is the 
other fellow’s gain. 

~ a” * 

Izzy Voda, Wallace Pencil Company, and St. Louis 
secretary of Midwest Travelers, vacationed during 
August in California, where he has gone annually for 
the past several years. 

* - * 

Don Brown, formerly with Latsch Brothers, Lin- 
coln, Nebr., joined the sales force of Schooley Printing 
& Stationery Company, Kansas City, on July 26. He 
is aiding Roger Garver, manager of the office furniture 
department. Good luck to you, Don. 

* * * 

Your correspondent, with his wife and daughter, 
spent about ten days vacationing in and around Min- 
neapolis. While there, he took in the Twin City Golf 
Party and saw many old friends among the travelers 
and dealers. 

—-— 
JUNCTION CITY OFFICE SUPPLY OPENS DOORS 

Under the management of James E. Lang and Arnold 
E. Gfeller, the Junction City Office Supply Company, of 
Junction City, Kan., opened its doors for business at 
its new location on June 28. The new store, located at 
604 North Washington, will have four general depart- 
ments—office supplies, office furniture, artists’ supplies 
and greeting cards. The store has the latest type of 
new fixtures, including fluorescent-lighted display 
cases and Shelving. The wood fixtures are finished in 
a blonde shade, while the floor covering is entirely of 
red inlaid linoleum. 

In addition to the managers, the sales force of the 
new store will consist of Miss Virginia Swanson, for- 
merly of Office Supply, Miss Mary Erichsen and Jack 
Lang. 

The office supply stock has been moved from the 
old location on West Seventh Street, but the account- 
ing and insurance offices of Lang and Gfeller will 
remain there. 
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SPRINGFIELD STATIONERY COMPANY’S NEW HOME. 

—Since this enterprising organization was established 

five years ago, two moves have been made to larger 

quarters to care for expanding business. J. A. Peck, 

president of the company, was formerly a member of 
the sales staff of Horder’s, Inc., Chicago, III. 
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BY THE UNITED STATES GOVERNMENT 


and Production Experts, must be accurate and made on 





time. Accurate Figures produced in a Hurry by Fridén 
Full-Automatic Calculators speed up the preparation of 
reports. These high-speed, easy-to-operate Calculators 
are available when applications to obtain delivery 


have been approved by the War Production Board. 


Fridén Mechanical and Instructional Service is avail- 
able in approximately 250 Company controlled Sales 
Agencies throughout the United States and Canada. 


FRIDEN 


CALCULATING MACHINE CoO., INC. 
EXECUTIVE OFFICES AND PLANT + SAN LEANDRO, CALIFORNIA, U.S.A. 
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€ 
Apologize 


We are ready and willing to work all kinds of hours to pro- 





duce all the TRANSFILE Fiber Board Files you and your 


customers require— 


BUT there just isn't that much fiber board available to us. 
AND it humiliates us no end because we have always been 


extremely proud of our service to our dealers. 


Be assured, however, that this organization is as anxious 
now, as ever, to serve you. Should we be slower than usual 
it will be because we are having the devil's own time trying 


to get raw materials. We are doing the best we can. 


Your patient understanding will facilitate solution of our 


mutual difficulties. 


GUIDE SYSTEM & SUPPLY CO. 


335 CANAL STREET NEW YORK 13, N. Y. 
TRADEMARK 
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JANE EATON MAKES BOW FOR EATON PAPER 
CORPORATION 


Jane Eaton, letter-writing authority for the Eator 
Paper Corporation, makes her initial appearance be- 
fore the reading public this fall through the adver- 
tising columns. Jane Eaton is neither a fad-fuddled 
glamour girl nor whale-boned “etiquette expert.” She 
is friendly, direct, informal and believes it is fun to 
write letters. 

Her columns are of the helpful “Question-and- 
Answer type. In them she answers questions most fre- 
quently asked her about social letter-writing in gen- 
eral, and some requiring the mention of specific Eaton 
products. In each column this fall, she offers the 
wartime edition of her book “It’s Fun to Write Let- 
ters.” (Each dime received for this book goes into War 
Bonds, she assures her public.) 

For nearly ten years a department devoted to help- 
ing letter writers with their individual problems has 
been flourishing at Eaton’s, without any national pro- 
motion of this service to customers. It is expected that 
this fall, when Jane Eaton has been introduced to 
magazine readers, the volume of this correspondence 
will grow proportionately. 








THE ADVOCATE STORE GOES “ALL OUT” FOR 
“SHANGRI LA.”—The entire window display of the 
office supply division of The Advocate Printing Com- 
pany, Newark, O., was devoted exclusively to War 
Stamp promotion in July. Souvenirs of World War I 
and II were displayed along with signs promoting 
stamp sales, those of World War I being collected 


by John Duncan, division manager. The window de- 
served and received considerable favorable comment. 
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Mr. and Mrs. Herbert S. Fall of the Japs-Olson 
Company, Minneapolis, Minn., have announced the 
marriage of their daughter, Doris Mae, to Lieut. Wil- 
liam Robert Johnson of the United States Army. The 
wedding took place at the Fort Snelling Chapel, 
For Snelling, Minn., on Thursday, July 22. Both bride 
and bridegroom attended the University of Minnesota, 
where Lieut. Johnson was a member of Scabbard and 
Blade, military fraternity. The couple left immediately 
after the ceremony for Seattle. 

- ———_— - 2 

Word comes to OFFICE APPLIANCES of the marriage of 
Mal Dresser, Standard Diary Company, Cambridge, 
Mass., to Catherine Farmer Edgar at All Saints 
Church, Belmont, Mass., on Wednesday, July 28. The 
newlyweds will make their home, with Mal’s three 
children by a former marriage, at his Benvenue Street 
residence in Wellesley, Mass., where he has lived for 
a number of years. All Mal’s friends join in wishing 





~ 


mat GIN: 


Wer 


Mr. DEALER 


Yes, it's a fact that more and more ribbon and 


carbon dealers are featuring "U. S." products 
. and it's a fact that the liberal "U. S." price 
policy gives the dealer a higher-than-average 


profit margin. 


Why not get ALL THE FACTS? Write today, 


without obligation. 


U. S$. TYPEWRITER RIBBON MFG. CO. 


Filbert at Tenth Street, Philadelphia, Pa. 
Established 1895 


“A Ribbon For Every Machine” “A Carbon For Every Purpose” 








See - 
PER WORK 


A landslide of “paper work” confronts business men every- 
where. Important facts must be readily available. Cook’s File 
Signals on cards or ledger sheets provide this information at 
a glance. Twelve permanent colors—styles for all files. Show 
your customers how Cook’s signals make files “talk’’] 


COOK’S STEEL FILE SIGNALS 


The H. C. Cook Co., 14 Beaver St., Ansonia, Conn. 








him the utmost happiness in his new domestic venture. | 
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FREE SAMPLES 


. . « of this novel, Labor-Saving, Money- 
Making and Friend-Winning 
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LOOSE LEAF COVER 


sent promptly upon request. (Just tear out top half of this ad— 
pin to your letterhead—and mail. ) 


“Duo-Tang” Covers come complete with built-in double tongue fasteners 
and reinforced metal binding eyelets. Because metal is used, “‘Duo- 
Tang” Covers need A-1-J Priority Certification. Regular covers with 
non-critical material bindings, such as plastic screw posts, or tie cords, 
need no Priority rating. 


ELLINGSWORTH MFG. CO. 
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TELEPHONE @© HAYMARKET 1722 








«eee Attention Dealers 


SATIN FINISH 
EXECUTIVE rivtons 


Meet the maximum expectations 
of users of SILK RIBBONS 


SATIN FINISH EXECUTIVE Typewriter ribbons were 
introduced five years ago as successful competition to silk 
ribbons for sharpness of write as well as maximum 
durability. 

SATIN FINISH EXECUTIVE Ribbons have been success- 
fully sold by enterprising dealers in competition with silk 
on the basis of equal sharpness, equal wear, something 
unknown heretofore with cotton ribbons. 

SATIN FINISH EXECUTIVE will absolutely meet your 
and your customers’ fullest expectations. It is not uncom- 
mon for users to report that their typewriters consume no 
more than two or three SATIN FINISH EXECUTIVE rib- 
bons a year. So far as we know, there is no similar 
sharp writing, long wearing ribbon on the market. 

With the increasing difficulty in securing your require- 
ments on silk, SATIN FINISH EXECUTIVE is YOUR 
OPPORTUNITY to meet all the demands heretofore sup- 
plied by silk ribbons. 


“Oldest Exclusive Manufacturers of 
Typewriter Ribbons and Carbon Paper” 


ALT Pee. 


Factory, Rochester, N. Y. 1943 


1888 
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PACIFIC NORTHWEST NOTES 





By ©. M. Litteljohn 





Extending its patriotism this August, the Book Nook, 
stationery store of Walla Walla, Wash., has diversified 
its patriotic advertising with full-page newspaper ap- 
peals to the wheat farmers nearby to safeguard their 
vitally needed food crop. Beneath the banner “It Is 
Patriotic To Be Careful,” the need for greater care 
is emphasized by these stationers in their message ap- 
pealing to a large countryside of wheat farmers. Ex- 
treme care is urged during the forest fire season to 
prevent fires in the grain fields, warehouses and farm 
buildings, since wheat, so vital to Victory is exported 
from this section to a large part of the entire world. 

* * * 

Fully commissioned officers will be made of men who 
have experience on International Business Machines. 
The call went forth at Seattle, Wash. Moreover, such 
business machine operators, now being largely used in 
the U. S. Navy, will have all the rights, privileges and 
gold braid of commissioned personnel. The office of 
naval officer procurement in the Exchange Building, 
Seattle, was busy examining applicants on Interna- 
tional machines this August. Some will be made war- 
rant officers and others full Navy commissioned of- 
ficers for being able to operate and maintain key 
punch, sorting and tabulating machines, multiplying 
machines and collators, as well as alphabetical equip- 
ment. For men between 24 and 50 years of age with 
two years in college and three years supervisory 
experience on the machines, the gold braid and epau- 
lettes await. 

% * * 

Eddie Vine, the fountain pen and greeting card man 
of Union Street, Seattle, has been extending his aid 
to service men by arranging numerous fishing parties 
for them in the many fishing waters in and about 
Seattle, Wash. Mr. Vine, as chairman of a fishing 
club committee, has planned many Sunday parties 
where the sailors and soldiers in Seattle were treated 
to the time of their lives, and given much to write 
home about. 

ok * * 

Service stationery, specially engraved, has been fea- 
tured recently at the three establishments of Lowman 
& Hanford Company, pioneer stationery and printing 
house of Seattle, Wash. These stationers have made 
up a host of styles of genuinely engraved service sta- 
tionery, for men in the Army, Navy, and Marine Corps, 
as well as the Army air, Navy air and Coast Guard 
services. Such stationery has been most appealing to 
folks at home, to be presented as the “perfect gift for 
the boys in service.”’ 

oa * 

Wayne M. Haines, head of the office machine com- 
pany of that name and of the Wayne M. Haines Type- 
writer Service, as well as chairman of the smaller war 
plants committee, went this summer to New York, 
Washington, and other eastern points for an extended 
business trip and survey of conditions. At the national 
capital he painstakingly checked with authorities of 
the smaller war plants corporation of the War Pro- 
duction Board to see what could be done to expedite 
contracts in this area. 

* * * 

A new Student Union Center is planned for Wash- 
ington State College, Pullman, Wash. The new center, 
will occupy the present site of the Book Store as well 
as the adjacent building, and will provide a host of 
facilities for students and college guests. Preliminary 
plans for this post-war construction project have been 
approved by the student body of the state university. 

=: 
NOTES FROM NEW BRUNSWICK 

The Soulis Typewriter Company, Halifax, N. S., has 
been featuring factory rebuilt stencil duplicators. It 
was pointed out that one of the big buying and selling 
APPLIANCES, 
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iva. oa 
THE INFLUX OF LETTERS 
COMMENDING OUR THUMLOK 
*even users of pre-war models» 
WE FEEL FULLY JUSTIFIED 
IN SAYING THAT IT IS THE 
BEST REPEAT ITEM IN THIS 
FIELD ..... THINK IT OVER 


STATIONERS LOOSE LEAF 


MILWAUKEE 1, 524 N. Broadway 
NEW YORK 3, 114-116 E. 13th St. 
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H. M. STORMS CO. 


561 GRAND AVENUE 





BILLFORM “PROCESSED” 
CARBON PAPERS 


Each sheet of Storm’s “BILLFORM PROCESSED” 
carbon papers is specially processed to make it curl 
resistant. Each sheet is therefore easier to handle. 
Each sheet lasts longer. Each sheet will MAKE new 
friends, permanent friends for you. 















The “Complete Line” 


CARBON PAPERS: Cleangrip, Whitedge, Clean Pull, 
Cameo, American, Reliance, Storms Pen and Pencil 
Carbons, in all weights and finishes. CARBON ROLLS: 
Tailor’s Marking. Photo Offset, Billing Rolls for Elliott 
Fisher Machines, Billing Rolls for Burroughs Posting 
Machines, Register Rolls, Tally Rolls, Teletype Car- 
bonized Rolls, Rolls for Elliott-Addressing Machines, 
Special Rolls. INKED RIBBONS: Stormtex, Cameo, 
American Reliance, Ribbons for Addressograph Multi- 
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advantages of handling these is that they can be pur- 
chased without necessity of getting a priority from 
the powers that be. Complete satisfaction is guaran- 
teed with each machine. Special window displays, 
coupled with affiliated newspapers and window adver- 
tising, are serving to sell the rebuilt duplicators. 


* * * 


Major Vernon Cooper, who was manager of the St. 
John, N. B. branch of Underwood Elliott Fisher Com- 
pany when he was appointed full-time commanding 
officer of a company in the reserve army tank brigade 
of Canada, has been under treatment in a St. John 
civilian hospital. Before going on full-time army duty 
he was in command of a reserve army company, a 
part-time unit. Lieut. Ed Cole, who succeeded Cooper 
as manager for the UEF branch at St. John, is also 
on full-time duty, but is attached to a permanent 
army unit. 

~ 2 * 

J. & A. McMillan, St. John, N. B., are specializing in 
supplying units in the co-operative movement, in- 
cluding credit unions (membership banks), with type- 
writers, adding machines. mimeographing equipment, 
filing and record-keeping devices. When a credit union 
convention was held recently in St. John, the McMillan 
firm, now over 100 years old, was represented in a co- 
operative testimonial tendered the assembly.—WJM 


———— oo —_ 


SHEAFFER BACKS GOVERNMENT V-MAIL DRIVE 
- WITH APPEALING WINDOW DISPLAY 


The powerful, far-reaching publicity campaign 
sponsored by the War Department in conjunction with 
the Office of War Information, and stimulated further 
by the War Advertising Council, representing the ad- 
vertising industry of the United States, stresses the 
surety, safety and speed of V-Mail. 

Stationers, department stores, jewelers—all mer- 
chants interested in the sale of fountain pens, writing 
fluid, mechanical pencils and V-Mail stationery will 
be interested in co-operating with the government’s 
second great V-Mail drive, which started the middle 





THE NEW SHEAFFER V-MAIL WINDOW DISPLAY 


of August, 1943. The force of this drive is greater than 
anything heretofore attempted in this field, and em- 
braces promotion in newspapers, magazines, trade pub- 
lications, national radio programs, motion pictures, 
newspaper and magazine advertising, direct mail to 
families of service men, cartoon strips and other 
printed and display material. 

As a contribution to this drive, the W. A. Sheaffer 
Pen Company has designed the suggested attractive 
window display pictured herewith. All posters, stream- 
ers, cards, and other material, with the exception of 
actual merchandise, for such window displays can be 
secured by addressing Stanley K. Wessel, V-Mail Mer- 
chandising Committee, Office of War Information, 480 
Lexington Avenue, New York 17, N. Y. 
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GIVE YOUR STOCK A ‘‘LIFT’’ 


Nationally advertised, these new Amfile Albums sell 
on sight. Make attractive counter and window dis- 
plays. 

The smoothly woven binding, gayly colored, lends a 
country air to an otherwise sophisticated album. 
Black paper mounts, plastic binding rings. 

Scores of uses in offices, shops, homes—for presenta- 
tions, photographs, testimonials, prints, etc. 

Three convenient sizes: $1.75 retail, 8x 10” 
$2.50, 11x 14”, $3.50. 

Free Catalog of Amfiles for Reels, Slides, Negatives, 
ete. 


AMBERG FILE & INDEX CO. us giline Sarena 
POCKET SEALS oF QUALITY 
The “ALUMINUM” Pocket Seal 


UNCONDITIONALLY 
GUARANTEED 


~ ore 
oxX i 














“BEST SELLER” for 40 YEARS 





THE NOTARIES FAVORITE 





The “OFFICIAL” Pocket Seal 


REALLY EMBOSSES 
HEAVY PAPER 


A CORPORATE SEAL 
POCKET SIZE 





FURNISHED IN 3 SIZES 





FREE LEATHERETTE POCKET CASE with EACH SEAL 





MANUFACTURED BY 


MEYER & WENTHE, Inc. 
Established 1854 
Dependable Service for 87 Years 


30 SOUTH JEFFERSON STREET, CHICAGO, ILLINOIS 





PLACE YOUR ORDER WITH YOUR LOCAL 


MARKING DEVICE DEALER 
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Happy Days Will Come Again! 





In the meantime, we will con- 
form to government regulations 
and this means that priority rat- 
ings will expedite your orders of 
Dri-Kwik Stamp Pads, Ink, 
Daters and all other Fulton 


Products. 


Dutton SPECIALTY CO. 


200 Fifth Avenue, New York 10, N. Y. 


Factory at Elizabeth, N. J. 
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Louis H. Farber 


Mfr's. Rep. 
30 E. Congress St., Chicago, Ill. 


‘Brings the > em 
Choser to the Factory! 











CUCU Te 





Military 
Model No. 5700 





The Military Model 
DOPP-KIT 


Neat in appearance and strongly built for long service 

patented construction, opens wide and stays open 
tor easy use—closes snug and flat. Made of water 
repellant duck in khaki color or navy blue—has water 
proof lining and handy inside pocket—trimmings and 
frame covered with genuine leather. Turned in edges 
and fashioned in typical DOPP-KIT style. Size 


10” x6” x 34%”. 


CHARLES DOPPELT & CO. 


Fine Leather Goods 








412 N. Orleans St. Opposite Merchandise Mart Chicago 10, lil. 
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OFFICE FURNITURE 
SCHOOL EQUIPMENT 
PRi 


Ash for New 192 Page 
DARNELL MANUAL 


DARNELL CORP. LTD., 60 WALKER ST:,NEW YORK,NY. 
LONG BEACH, CALIFORNIA, 36 NW. CLINTON, CHICAGO, ILL 
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8 PASTEL 
COLORS 


BUFF 
GOLDENROD 
CHERRY 
SALMON 
GREEN 
MANILLA 
BLUE 
WHITE 
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Manpower shortages and inexperienced help 
make filing and record keeping much more diffi- 
cult. Using colored labels decreases the chances 
for errors and increases the speed of filing and 
finding. 

Suggest SUPERDEX Roll Labels to all your cus- 
tomers. Take time to show the advantages of 
using them. 

In 8 pastel colors SUPERDEX Roll Labels are of 
good quality made on fully automatic machinery. 
Scoring, perforating and gumming are always 
uniform. 


Sell SUPERDEX Roll Labels to all your customers. 


THE WARSHAW MFG. CO., INC. 


1 MAIN STREET, BROOKLYN, N. Y. 


GUIDES 


PROTEX STICKONS 


INDEX CARDS 
MENDING TAPE 


FOLDERS 
GUMMED INDEX TABS 













A, u locopy 
CLEANSING 


6 oz. tubes, 


Vz or | Ib. 


*the, 


g 4 


Removes Hectograph, Mimeo 
d other Duplicating Ink 
Stains, oil, grease, etc. 
THE CHOICE OF BUSINESS: Bethlehem Steel Co., Timken, 
R.C.A., Inland Steel, Crane Co., Ryerson, and many other well 
known firms use Autocopy cleansing cream. These large com- 
panies have means and facilities for testing all materials and 
supplies they buy. They put to use only those things which pass 
the test and prove satisfactory. 

AUTOCOPY cleansing cream acts effectively and instantly, 
is pleasantly scented—keeps the skin soft and smooth. ORDER 
12 TUBES TODAY: we'll enclose price list and quantity dis- 


counts, opening a channel of extra profitable business for you. 


AUTOCOPY 9ncorporated 


466 West Superior St. CHICAGO 
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IRQ THE C. E. SHEPPARD CO. 


4401-4429 TWENTY-FIRST STREET, 
LONG ISLAND CITY, N.Y. 


OFFICE 


Today more than ever, industry needs 
the utmost in speedy accurate records. 
They are part and parcel of the mighty 
war effort. 


Cesco offers a modernized, complete line 
of Record Keeping Equipment—a line 
that is continuously being improved and 
to meet 

Catalog on request. 
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FOR 43 YEARS! 


In good times and bad, in war and peace 
—year in and year out for almost half a 
century—Cesco has been the dealer’s de- 
pendable source of supply. 


FORMS 


changing conditions. 


September, 1943 


We Will Pay 
Yowards f $4 OO 


Jor an acceptable jdea for 7 


Id Ma SUL 


The manufacturing resources of PRESTO Products 
are now helping to shorten the war. When Victory 
comes, PRESTO Products will be back with the latest 
improvements for postwar Stationery Store Markets, 
We are planning new products for postwar selling 
to increase Stationery and Office Supply store sales 
and help to extend further the popularity of the 
famous PRESTO Stapler and other PRESTO 
Products. 

We prefer products that can be made of metal or 
plastic. Products must have universal consumer 
appeal and sell under $10.00. IF YOU have an idea 
for such a new product, or an improved feature for 
an old product, write describing the service it is 
designed to give. 

BUY MORE WAR BONDS AND HELP SHORTEN THE WAR 












METAL SPECIALTIES MFG. CO. 


CHICAGO, ILL. 


3200-08 CARROLL AVE. 
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BOGeser; | MEET EVERY NEED 


Every enlisted person in all branches of the service is required to 
mark his (or her) clothing. Already hundreds of thousands of soldiers, 
sailors, marines, coast guardsmen, WACs, WAVEs, and SPARs have 
marked their clothing one of the Justrite Ways. See which of these 





units best fit into your sales picture. 





TYPE KIT .. . suitable for making a 
stamp of any name, rank, and Army serial 
number. Equally popular with students 
and housekeepers who wish to mark linens 
to keep them from getting lost at the 





“POCKET SIZE” BLACK & WHITE STENCIL and PEN MARKING KITS 


May be tucked away in the uniform pocket—they are not much larger than a pack of cigarettes, hows d ond ~ they may check the if. of 
n ry 


yet contain all the basic needs for indelibly marking cloth. The Black & White Stencil Kit lists at 
50c, while the Pen Marking Set retails at about 25c. 


the apparel. Lists at 75c. 


Manufactured by 


LOUIS MELIND COMPANY 


NEW YOR K * CHICAGO . LOS ANGELES * SA-N FRANCISCO 





HIGGINS Pacem 

This is not a promoter’s “fly-by-night” 

THE WINNING HAND FOR | L E S art contest, but one internationally re- 

| spected, appealing to 10 million high- 

school children and requiring real time 
and money to sustain. 
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A post card will bring you these 5 snappy sales 
creators. Look them over; you can have them 
in quantities, free with your imprint. 


Do your part as final point 
of contact where Higgins sales 
[- in. Send for Higgins 
dealers helps — they're free 
and plentiful. 






HIGGINS INKS sell easily — but don’t take your sales 
for granted. Increase them with Higgins Dealers Helps. 

For 63 years.we have created your ever-growing de- 
mand for Higgins Products. One feature alone of our 





14x 22 8x13 





An es 
f 


complete sales promotional program is our 15 consecutive Ask for these colorful window 
years of sponsoring the Higgins-Scholastic awards. 


WigGins 


and counter display cards. 


HIGGINS LNb CO. LNG. oct NINTH STREET, BROOKLYN 15,4. Y. 
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MADE TYPEWRITER RENTALS HELP HIS SALES 


In the more normal times when typewriters could 
be sold as well as rented, Finos Phillips, owner of the 
Phillips Typewriter and Adding Machine Company of 
Little Rock, Ark., used his rental business to help his 
typewriter sales. While sales are out of the pieture 
at this time it must be remembersd that there will be 
other days in the future when both sales and rentals 
will be freely made. For that reason the idea of Mr. 
Phillips is worthy of consideration by typewriter 
dealers even under present conditions. 

Little Rock, Ark., is much like many other American 
cities in that there is keen competition among the 
typewriter people. Many, even before rental prices 
were fixed by the government, charged only three 
dollars a month, while others rented them for con- 
siderably less. In the face of competition like this, 
Phillips charged five dollars a month rental which, 
in an area like Little Rock, seemed to be high. In 
comparison it was, but he had very definite reasons 
for fixing his rental price at five dollars a month. 

In the first place, his idea in fixing the rental at 
this level was to enable him to furnish a renter a 
typewriter that would give excellent satisfaction in 
every sense of the word. No machine ever left the 
Phillips’ shop that wasn’t as perfect as good service 
men could make it. There were no breakdowns in 
the typewriters that he rented. To provide this kind 
of service required a considerable financial outlay, 
and that was one of the reasons why he charged 
enough for rental. 

But there was really another and bigger reason for 
fixing the rental price at five dollars a month. That 
reason was to boost the sale of machines. Mr. Phillips 
was in business chiefly not to rent typewriters, but 
to sell them. He had bigger ideas than having a num- 
ber of machines out that brought in so many dollars 
each per month. He is a business man and wanted 
to do business. For that reason he felt that if the 
rental price was put too low it would be difficult to 
send out machines that were in perfect condition to 
do the work that they were supposed to do, and that 
furthermore the cheap rental price would deter people 
from buying typewriters. 

With the five dollar per month rental fee it was 
different. When people spoke of the rate as being 
too high, it was an easy matter for Mr. Phillips to 
suggest that a machine be purchased. His sales terms 
were as low as five dollars a month so many, instead 
of simply renting a machine, decided to buy one on 
the easy payment plan. Mr. Phillips found that rent- 
ing and selling typewriters with the same monthly 
payments not only enabled him to give good service 
to those who only wanted to rent a machine, but in 
addition brought him plenty of sales business which, 
with cheap rentals, might not have materialized.— 
RRV 


re 


ETHEL PEYSER JOINS POLYCHROME STAFF 


Ethel Peyser has joined the staff of Polychrome 
Corporation, 99 University Place, New York City. She 
will direct the newly-formed educational department. 
She has served on the editorial staffs of the New York 
Tribune, New York Mail, House and Garden Magazine, 
Good Housekeeping and has worked with Edward L. 
Berneys on special assignments, as well as carrying 
on her own public relations work. She is the author 
of several books, one of which will be published this 
year. Miss Peyser has always resided in New York City. 


GLOBE-WERNICKE NAMES NEW BOARD MEMBER 

R. H. Hammer, secretary-treasurer of the Globe- 
Wernicke Company, Cincinnati, O., was elected a mem- 
ber of the board of directors at a meeting held re- 
cently. He succeeds Herbert Jackson, who resigned. 
Charles G. Lindeman was elected assistant secretary 
to succeed the late M. O. Dure. 
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“Tomorrow never comes” 
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ness of the future will be of mutual 


benefit. Let's get together. 


TYPEWRITER PAPERS 


PE La 


Booths G6—-G7, N.S.A.’s War 
Council, October 4th, 5th, 6th 


ghTON'G 
EATON PAPER CORP. Srvrewnrrer’ PITTSFIELD. MASS. 
papers * 
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Wise personnel and office 
managers are looking into 
the “little things” that help 
keep workers on the job. 


Old Dutch Line products 
—typewriter ribbons and car- 
bon papers—offer top quality 
advantages appreciated by 


—as suggested 
in OLD DUTCH 


national ads. 


secretaries and executives. 
Clean, sharp impressions, 
easy to handle, smudge-free, 
longer-lived ribbons and car- 
bons . . . Qualities that have 
become second nature to us 
in more than 43 years of su- 


perior product development. 


—ASK THE OLD DUTCH SALESMAN! 


WATERS & WATERS BRANCH 


Burlington, N 
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A New Line of Labels is here... 
and HERE & STICK! 














"DEALERS 1843 CATALOG 
susxAnOER BROWN 8 UL LLINOIS ST. CwCRG0 1 


























CATALOG Ready FOR MAILING 
White Jor Your Cony Nous! 


Here is important news for stationers and office outfitters. 
The BROWN line of labels is now ready for shipment. It 
contains all of the most widely used labels and seals. 
Our colorful 30 page catalog is yours for the asking. It 
carefully and simply identifies designs, sizes, packaging 
and list prices. 


.. +» Rederue Your Cony at Ounce. . 


ALEXANDER BROWN 


9 WEST ILLINOIS ST. CHICAGO, ILL. 














BASEBALL! 


The All-American Game! 





EXCITING! NEW! Pocket Edition 


in Genuine Leather Case. 


Also—Cribbage, Checkers, Backgammon, Goal, 15 Puzzle, 
Yap, Rolly-Bowly, Victory, Golf-Dice, Chin-O-Check and 
Solitaire. 


IMMEDIATE DELIVERY! 
A welcome gift for men and women in the service. 


Circular sent on request. 


The Evan Johnson Co. Division of 
Grand Rapids Loose Leaf Binder Co. 


10-16 Logan St., S.W., GRAND RAPIDS, MICHIGAN, U. S. A. 
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TAX FACTS 


PARTNERSHIPS 
AND YOUR INCOME TAX 


By FRED MERISH 
o 


O APPRAISE the possibility of reducing their in- 

come tax, many office appliance retailers have 
asked me about partnerships, so I offer this counsel 
to those who are mulling over the desirability of 
effecting partnerships to attain tax economies. 

Partnerships are not taxed as separate entities. Each 
member is taxable as an individual. Nevertheless, a 
partnership must file a return on Form 1065 showing 
gross income and net income, and filing is required 
whether there is a net income or not. A partnership 
may file on a calendar or fiscal year basis but the 
books must be kept accordingly. A partner must 
report his share of ordinary net income of the firm 
even though he uses a cash receipts and disbursements 
basis for filing and the partnership files on an accrual 
basis. Any partner may file a return but errors or 
fraud involve the other partners. 

You determine gross and net income the same as on 
an individual return. Capital gains and losses are 
separated from ordinary net income of the partnership 
and carried into the net income of the individual 
partners where they are treated as other capital gains 
and losses. Payments to a partner for services or in- 
terest on capital invested, and contributions are not 
deductible on a partnership return. Each partner 
makes such deductions on his individual return. A 
partnership cannot take advantage of the carry-back 
and carry-over loss provisions. Each partner handles 
this net operating loss deduction on his personal 
return. 

Tax Saving in Partnerships 


The formation of a partnership may bring the sur- 
tax income to a lower surtax bracket. This is where 
savings may be effected. Instead of the income being 
reported by one individual in a high surtax bracket, 
as with a proprietorship, it is reported by two or more 
persons in lower surtax brackets. Many taxpayers 
form partnerships with members of their families to 
effect this reduction. Some states permit wives to 
become partners with husbands upon oral agreement 
only. Consult the law in your state on this matter, but 
remember that you must always be in a position to 
prove that a partnership exists. This is done best by 
written agreement. Insofar as income tax matters are 
concerned, the Federal law prevails. In Texas, for ex- 
ample, a joint stock association is considered a part- 
nership but the Commissioner of Internal Revenue 
held it taxable as a corporation. 

Partnerships are generally defined as ventures be- 
tween two or more individuals who combine their 
ability, services and money for profit or loss. The 
characteristics of a true partnership are: 

1—Each member is personally liable for the debts of 
the group except in limited partnerships. 

2—Each member may act as an agent for others and 
bind them to his acts. 

3—Consent must be obtained from all partners to 
admit another. 

4—Death, retirement or legal incompetency of a 
partner dissolves the relationship. 

If these conditions are not present, the tax authori- 
ties will probably class the organization as an associa- 
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o : Vierline Duty oe 


To your Country and to yourself is to furnish the trade with the BEST: 
“M&V" Typewriter Ribbons and Carbon Papers 
“THAT STUBBORNLY REFUSE TO WEAR OUT” 
Utilizing both tracks of a single-color Ribbon, reversing Carbon 
Paper topside down when worn, “conserve without curtailing busi- 
ness procedure”. 
Ask “M&V" about other “conserve without curtailment” methods. 
We will be at the NATIONAL STATIONERS’ MEETING in Chicago. See us at Booth G-2, Palmer House 











Sate ean , nae tt OU Country ¥ alll 


One 4, ‘ Cealery and deslribuler? 7 
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CHICAGO BOSTON ST. LOUIS KANSAS CITY SAN FRANCISCO LOS ANGELES 











ESTERBROOK DEALERS 


RENEW POINTS NOW AVAILABLE 
ON QUARTERLY ALLOTMENT BASIS 


Present government regulations make it possible for us to 
provide Renew Points for replacement and repair use. Be- 


cause our production is still limited, shipments must be made 





on a quota basis. If you are an Esterbrook dealer and have 
not ordered your allotment for this quarter — send us your 


order now. Allotments are strictly on a quarterly basis. 


The Esterbrook Pen Co. + Camden, New Jersey 


_ bstertrvoR — 


WAR 
IS THE A BUSINESS PEN 
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Copy RIGH T CopyvHo.oer 


The TILTING, TWO LEVER 
Ball Bearing, Lifetime 
Copyholder with Unrivaled 
EQUI-PRESSURE Paper Grip 


FOR MODERN, FRONT-VISION 
Line for Line Copying 
A Necessary Adjunct to 
Every Typewriter 


SIX MODEL WIDTHS 
to Meet All Transcribing 
and Copying Needs 
e 


ASSURES MAXIMUM SPEED 


and Precision; Saves Eyes, *DEALERS— 


Backache, Time MONEY! 


If you tell your customers you can 
get front-vision line by line copy- 
holders for them at once, you have 
our assurance that shipments will be 
made as fast as orders are received. 


CopyRIGHTs are not available to 
buyers who want them only for the 
convenience of employees; but they 
are available promptly to active 
groups doing war work where time 


is important. a 


Current model tllustrated ahove 


COPY RIGHT MFG. CORPORATION. 


PARK PLACE ° Niawanael.y 











WE BUY-SELL 


A Service to Help Stationers 
Maintain Balanced Stocks 


° 
e Commercial Stationers are invited to submit lists of 
items they wish to sell. We in turn will offer it to other 
dealers and pay you promptly for merchandise sold. All 
merchandise remains property of the dealer until sold 


unless other arrangements are made. 


e Our terms on sales are net cash upon delivery of 
merchandise to your store for examination. Our close 
margin prohibits cash discount. All goods on hand 


available for examination in warehouse. 
e Sales to dealers only. 


e Let us help you to reduce items overstocked or build 
up on goods that are short. Investigate our service. It 


is used to definite advantage by many dealers. 


Elmer Krumwiede, Proprietor 


THE STATIONERS 
CLEARING HOUSE 


334 S. Jefferson St. e Chicago 6, Ill. 
Phone Monroe 8226 














INVESTIGATE 
THE MERITS OF 


ROBERTS 


The Quality five action, all steel 
and nickel, Numbering Ma- 
chine. 






% Capacity for ten wheels. 


% Priced competitive to ordinary ma- 
chines of four and less actions. 


%* UNCONDITIONALLY 
GUARANTEED. 


Your large discounts give you a 
real incentive to sell these units. 


The 
ROBERTS NUMBERING MACHINE CO. 


694-710 Jamaica Avenue Brooklyn, New York 


Western Distributor LOUIS MELIND COMPANY 
362 W. Chicago Ave., Chicago, Ill. 593 Market St., San Francisco 
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DUPLICATING INK 


Our 45 years’ experience in the 
peslosettt ic (ottttd- MMe) MMMEe LO) e)bColeqetete, 
inks enables us to offer you the 
obel =<) o) dole bb loi (Meo) oltestelede) (etek ee 
where. 


Our PREMIUM INK is a high 
feb de Col -Ms o) Co Col amb bel am dele ele (Mm tel 
properties of Quick Drying and 
Minimum Penetration into the 
paper. The finest ink made for 
} a) Mod Ce tM -1-) Lost Mo ADD o) bCore bbe let 
work. 


BULLETIN INK fills the need for 
a jet black ink where price is 
a factor. Excellent results at a 
pootbebbosttbee Me) Meleltm 


All inks manufactured under the personal 
supervision of Fred B. Canode. 


INA SPECIALTIES CO., INC. 


531-5. LAFLIN STREET . . . . CHICAGO, ILL. 


SATISFACTION GUARANTEED OR YOUR MONEY BACK 
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tion and tax it as a corporation, even if unincorpo- 
rated. 


Although the government is not overly keen about 
family partnerships and scrutinizes such arrange- 
ments closely, it admits that partnerships so organized 
are not necessarily subject to condemnation because 
of the close relationship of the interested parties. One 
office appliance dealer and his son were partners and 
agreed that each of the taxpayer’s daughters should 
have a 1/5 interest in future earnings of the firm, the 
daughters agreeing to share the losses and render 
services. The government recognized this partnership 
as bona-fide even though the daughters were not 
given an interest in the profits accumulated over past 
years or a share in the ownership of the assets. The 
government held that the agreement for sharing the 
profits and losses and the giving of the services was 
sufficient to establish a partnership. Office appliance 
dealers may be guided by this finding in determining 
whether the partnership they may contemplate will 
pass muster at the income tax office. 


Another method utilized is fur a partnership mem- 
ber to create a sub-partnership with one or more 
members of his family or to assign a part of his dis- 
tributive income to such. The Supreme Court refused 
recognition to a sub-partnership because the wife in 
the case did nothing that made her a partner. Thus, 
it seems that a partner must do something, invest 
money, give services, and so on, to be considered a part- 
ner in the eyes of the income tax office—but how much 
money or time so spent is not fixed. A partner cannot 
side-step tax liability by assigning his interest in the 
partnership to someone else. To get this relief, the 
recipient of his interest must become a member of the 
firm. Where a gift of such interest is made, the recipi- 
ent may become a member of the firm upon consent 
of the other partners. Then the donor is not taxable. 


Eo 


SIZEMORE ACTING REGIONAL VICE-PRESIDENT 


President Fucci of the NOMDA, acting on the sug- 
gestion of the Kansas City dealers, has appointed 
Director John B. Sizemore as acting regional vice- 
president until the return of Bob Randazzo, who has 
entered the armed services. President Fucci wrote a 
warm letter of congratulations to Vice-President Ran- 
dazzo wishing him every success in the service of his 
country. 

=> —_ 





CRAM’S BUSINESS-BUILDING WINDOW DISPLAY.— 
Pictured above is Cram’s latest traffic-stopping display 
designed to bring in the crowds and boost profits in 
maps and globes. The poster in the background, printed 
in color on heavy stock, showing the Axis struggling 
with the world, is by the well-known cartoonist, Dave 
Girard. The display cards on heavy board may be used 
for window or counter promotions. The complete display 
numbers 15 pieces and may be obtained from The 
George F. Cram Company, Inc., 730 East Washington 
Street, Indianapolis 7, Ind. 
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CARBON 
PAPERS 
TYPEWRITER RIBBONS 


Made right — Priced right — 
Sold right. Here’s a ribbou 
and carbon proposition you 





can turn into real profit. You 
can always count on our co- 


operation. 


EXCLUSIVELY for 
DEALERS “~ STATIONERS 


Complete details on request 


ALLEN & COMPANY 
Sart. = 
11-18-15 Vandewater 5St., 
New York, N. Y. 




















A TRIBUTE TO 


PREMIER 


CUTTING BOARDS 





v’rotected by 
U. S. Patent 
No. 2,256,606 


Many of America's leading war industries give unqualified 
endorsement to Premier Cutting Boards. With this evidence 
of customer satisfaction, we believe it is to every stationer's 
advantage to investigate the profit possibilities of the 
Premier line. 


Please Note: Premier Cutters sold on priorities only. 


PHOTO MATERIALS CO. 


1323 S Michigan Ave. CHICAGO, ILL. 
Representatives 


Fred Deutsch, 3525 Southwestern NN. L. & K. W. Zeagler, 1709 W. 
Bivd., Dalias, Texas—Texas and Okla. Righth St., Los Angeies, Cal. 
Milton Stone, 30 Church St., New a. &. Horter. Ind.. lil., Mich., Ohio, 
York City, covering New York. 2523 W. 109th Pi. Wie 
Harry Henkel, 62 Castle Dr., S. Lichtenstein. 1228 
Oakiand, Cal. Philadelphia, Pa. 


Locust Ave., 
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‘ 
Jor PERFECT ”, | 
RITE-RITE MFG. CO. * DOWNERS GROVE, ILL. 


Rare technical skill co- SUBSIDIARY OF JOSEPH DIXON CRUCIBLE COMPANY 


ordinated with perfect 











grooving and bell-like 
clarity combine to make 
Standard tested cylinders essential for your 
needs at this critical time. 

Perfect NOW and AFTER the War. 

Write for “The Voice of the Dictating Ma- 
chine.” 


STANDARD 
RECORD COMPANY 


104-114 South Fourth Street, Brooklyn, N. Y. 
Cable Address: Stanrecord 


We can make immediate 
shipment of 


NUTYPE 


TYPEWRITER 
TYPE CLEANSER 
4 Always a large stock on 


“ hand. ... No priority neces- 
sary. Order some today. 


Walter G. Gies Company 


Manufacturers 
Crownsville, Maryland 























Make More 
Money 


Lawyers, banks, manu- 
facturers and others in 
your city use engraved 
letterheads. This busi- 
ness is yours if you want 
it. Our prices are the 
lowest in America. 


iY Millie 


= 5° = 


DAYTON STENCIL 
WORKS CO. *oris™ 


Letterhead Engraving Sample Book mailed for deposit of $1.00 whieh is 
refunded after receiving $10.00 net of engraving or return of sample book. 


NATIONAL ENGRAVING COMPANY 


BIRMINGHAM, ALABAMA 























A Manufacturer 
Patented card index system incorporating standard 
filling supply items. On market only 5 years. 
Annual sales to Government in six figures, with 
minimum of sales effort. Ideal for company with 


national sales organization covering stationery 
trade. 





| Have You 


| a Friend—<: business acquaint- | 
| ance who might like to keep in touch | 
| with office equipment by reading 
Office Appliances? If so, send us the 
name, address and business and we will 
send a sample copy with our com- 
pliments. 
THE OFFICE APPLIANCE COMPANY 


600 WEST JACKSON BOULEVARD, CHICAGO, JU. S. A. 


Write Box X-287 
care Office Appliances, Chicago 6 


A ab > As AD Se er Y 
$6004 PODODDODOGDSGOOOOOOOOOOOOOS 




















>>> > A — . smmeneciatiainti 
pwr v y oo@ > © DOOD 
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NEATYPE 


TYPEWRITER 
TYPE CLEANER 


The FINEST cleaner with 
the RIGHT cleaning brush 
attached. Easy sales—sure 
repeats — excellent profit. 
For full information and 
samples, write 


STARKEY PAPER 
& SUPPLY CO. 


720 Delaware St., Kansas City, Mo. 








NEATYPE 


PA Oe eects 
v 
roe Tree 
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FOR PLATEN axD 
FRED OKLS 














KEEP ‘EM TYPING 


The War Production Board has greatly restricted the sale of typewriters 
and other indispensable office machines. Every means must be taken to 
keep existing machines, especially the type and platens, in the best possi- 
ble condition. 





You can help your custom- 
ers in protecting their 
machines by selling them 
the SPEED-MO TYPE 
CLEANER with the auto- 
matic finger tip control 
which saves fluid and pre- 
vents evaporation. There 
is no dirt; no daubing or 
spattering. Fluid is al- 
ways clean. 



















WRITE TODAY FOR CATALOG 
NO. 141 AND FULL DETAILS: 


RIVET-O MFG. CO. 
96 Jason Street 
ORANGE, MASS. 














THE NAME IMPLIES! 


“Nuff — Sed” 
INKED RIBBONS 
CARBON PAPERS 


Write For Samples and Prices 


INTER-STATE 


CARBON CORP. 


THAT 









RIBBON & 
Manufacturers 


2202-2210 SUPERIOR AVENUE, CLEVELAND, OHIO 
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A NEW ([fecunyorarn] QUALITY PRODUCT 


Be Sat 
Wins tu 
FILE STENCILS 


/ 2 
Ker fiz 


& + oe 




















Be sure to look in- 
to this systematic 
and protective fil- 
ing method ; insures 
utmost safety for 


stencils, at low cost 


2 SIZES 


for 50 and 
100 STENCILS v 


20” long, 10” wide; 
index page standard 
on both sizes; produc- 
tion record page for 
each stencil allows 
space for com- 
plete informa- 
tion. 


Covers are 
of heavy blue 
leatherette stock; 
pages numbered; 
spiral binding en- 
ables book to lie 
flat at all times. 


Send today for 
descriptive folder. 


Technygraph Co. 


TECHNY, ILLINOIS 











Stop Petty Thefts 


No. 10 


WONDER [OCK does everything the or- 
dinary lock can do—plus many things 
no other lock has ever done before. 
Instantly applied and will securely lock 
every kind of a drawer, file or door, 
(See Illustration). Also made to pro- 
tect the contents of show cases. No 
holes to drill—no nails or screws, no 
tools required. Two drawers may be 
3 ps secured with one WONDER [ocK by the 
List Price $2.50 use of brace plate furnished. 
Every store, office, factory and home a prospect. Used by U. S. govern- 
ment. Write at once for price and full particulars. 
Prompt Shipments 


WONDER OCA 53 W. JACKSON BLVD., CHICAGO, ILL. 




















NON-RUBBER 


Typewriter 
Keys 


& 
The SPRING’S 
the THING! 


MASTER 
SPEED KEYS 


Guaranteed for three 


Speed Key Mfg. Co. z22se=ss 


330 Columbus Place 
Brooklyn 33, New York 
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MY W Uy 
AR 
CELLULOID PRODUCTS 


Loose-ieat envelopes, punched; card-cases, any 
size; menu covers; factory record protectors; tag 
\ holders; bill-fold envelopes; stamp containers, etc. 
Made of acetate (flame resistant) transparent cel- 
ulose. We build to fit your particular need. Write 
us for details 


Markile Company. Mfrs. 


3633 S. Racine Ave. Chicago, U. 8. A. 



















MAGIC FLOW 


An Excellent 
Duplicating Ink 
Duplicating Stencils 
Correction Fluid 


Samples and prices upon request. 


CONTINENTAL 
INK COMPANY 


569 W. Van Buren St., Chicago 














TROLLING STORE LADDERS 


“A” Type Ladders * Library Ladders 


For use with Filing Cabi- 
nets and Shelving, in Of- 
fices, Vaults and Store- 
rooms. 


Made of Oak and Birch, 
in a variety of heights 
and styles, with wheels 
and utomatic Safety 
Brakes. 


Defense plants use 
Rolling Ladders. 
Send for Folder and 


prices and go after 
some of this business 








Manufactured by 


I. D. COTTERMA 4535 N. ee Ave. 




















ay © 7. 


Try our Type Cleaner in Your Office 
and See How It Compares. 


Sample Sent Upon Request 


Martens Type Cleaner 
7 West 29th St. New York City 


THE PERFECT FLUID AND PATENT APPLICATOR 
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EXPORTER 


@ Published in Great 


BRITISH STATIONERY 


Britain every three 
months this popular 
Journal contains up- 
to-date news of the 
activities of British 
Manufacturers of 
stationery and allied 
lines. A number of 
lines advertised in 
this journal, how- 
ever, are not neces- 
sarily available for 
export at the present 
time. 


Scores of American 
dealers are on our 
regular mailing lists 
and we shall be 
pleased to send you 
a copy FREE each 
quarter if you will 
complete and return 
the form below. 


SEND US THIS COUPON 














Date 








Name . 


Address .. 


To F. W. BRIDGES LTD. 

Proprietors THE BRITISH STATIONERY EXPORTER. 
34, Bridge Street, HEREFORD, ENGLAND 

(Late of Grand Buildings, Trafalgar Square, London, W. C. 2.) 


Please send to the address below Free Copy each quarter of 
the BRITISH STATIONERY EXPORTER. 


(Please attach your business card or letter-head) as 
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Specity — 


Waldon Rotetls Gnanonr 


WoORLD’S QUALITY STANDARD 


They Correct Mistakes in Any TL A 


— lasting CY ha k-pe- Pond lel Man gel a your Customers 


"4 = ool ma Gol -1-8-b at _-mae - 20) - 0-0 at - Oto : ce < NEwaRK, New Jersey, U. 


BANK PASSBOOKS 
and Pocket Check Covers al 2 AVY D UTY 


New methods of manufacturing 
make Low Prices and Easy 











did you say? Then your 





Sales. Super Finish and An- answer is the sturdy 
tique Moorish Passbooks. N.C.R. 
and Burroughs Window Ma- ACME N ae. 2 
chine Passbooks and all other wRAVY GUTT tend eee 
style Passbooks and Check ane stapler 
Cases. BIG OPPORTUNITY Ideal for ‘astening voluminous correspondence, 
Hy sample swatches of paper. leather and fabric, for 

oa! Bank Supply and Stationery stapling of catalogs, ooearente,. - Adjustable Full details 
Salesmen. guide for accuracy. ACME No. 1 can handle three in our 

: ‘ leg lengtha: %, 5/16 and %” without mechanical Silverstreak 
Write for samples and prices. change and can be especially equipped to take %’’. Folder. 


Full particulars on request. 





AMERICAN PASSBOOK CO. ACME STAPLE CO. 


AKERS BLDG. CLEVELAND, OHIO ALSO MFR. ACME NO. 2—SURESHOT—SIMPLEX—MIDGET 





























WORKING FOR 
MORE OUTPUT 


PER TYPIST Be | HEADQUARTERS 


for fine leather 





Busy with War work, we still 
supply parts and service, to 


speed your typing. { > Se) U P H O 3 S T E R Y 











THE DAWN MFG. CORP. he as 
DIVISION OF THE te EHRLICH UPHOLSTERY WORKS 
HALL-WELTER CO., in ROCHESTER, N. Y. 520 West 42nd St. © New York, N. Y. 


ELL MEILICKE CALCULATORS 
The Modern Met ae sring SELL LIBERTY 
WAR TAX RECORDS 


AND MANY OTHER CALCULATIONS 
Provides for all legally required tax records under one cover, 


Federal and State Income Tax, Sales Tax, etc., plus complete 
simplified business record. The original genuine Income Tax 
Record on the market 26 years. Hundreds of thousands of 
users. Retails $5.00, Generous Dealer Discounts provide sub- 
stantial margin. Order through your jobber or direct. 





























No levers to pull. No 
keys to punch. No tedi- 
ous figuring. No errors. 
Just copy the answers 
tabulated in convenient 
form. Sold on 10 day 
free trial basis. Nation- 
ally advertised| Write 
for details nowl 





Commonwealth Publishing Company 
542 South Dearborn St. 6 Chicago 5, Ill. 







Simply tip 
the card 
and copy 





3468 N. Clark St. 


Meilicke. Systems, Inc. citsso, me 
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Bond Selling Responsibilities Double! 





increased Pay Roll percentages are the best warranty of sufh- 
cient post war purchasing power to keep the nation’s plants 
(and yours) busy. 


Starting September 9th, your Government will conduct the 
greatest drive for dollars from individuals in the history of the 


world—the 3rd War Loan. 


This money, to finance the invasion phase of the war, must 
come in large part from individuals on payrolls. 


Right here's where YOUR bond selling responsibilities 
DOUBLE! 


For this extra money must be raised in addition to keeping the 
already established Pay Roll Allotment Plan steadily climbing. 
At the same time, every individual on Pay Roll Allotment 
must be urged to dig deep into his pocket to buy extra bonds, 
in order to play his full part in the 3rd War Loan. 


2. In the 3rd War Loan, every individual on the Pay Roll 
Plan will be asked to put an extra two weeks salary into War 
Bonds—over and above his regular allotment. Appoint your- 
self as one of the salesmen—and see that this sales force has 
every opportunity to do a real selling job. The sale of these 
extra bonds cuts the inflationary gap and builds added post- 
war purchasing power. 


Financing this war is a tremendous task—but 130,000,000 
Americans are going to see it through 100%! This is their own 
best individual opportunity to share in winning the war. The 
more frequently and more intelligently this sales story is told, 
the better the average citizen can be made to understand the 
wisdom of turning every available loose dollar into the finest 
and safest investment in the world—United States War Bonds. 


Your now doubled duties call for these two steps: 


1. If you are in charge of your Pay Roll Plan, check up on 
it at once—or see that whoever is in charge, does so. See 
that it is hitting on all cylinders—and keep it climbing! Sharply 


* 
* * 
1 / 
BACK THE ATTACK # With War Bonds! 
This space is a contribution to victory today and sound business tomorrow by OFFICE APPLIANCES. 
210 OFFICE APPLIANCES, September, 1943 





nn 


a 


2 


If y 
blac 
pric 
mor 


gooc 





in wa 
to se 
thing: 
war 1 
and 
every 


This adv 
by this r 


OFF 








7 things you should do 
to keep prices down! 


If prices soar, this war will last longer, and we could all go 
broke when it’s over. Uncle Sam is fighting hard to keep 
prices down. But he can’t do it alone. It’s up to you to 
battle against any and every rising price! To help win the 
war and keep it from being a hollow victory afterward— 
you must keep prices down. And here’s how you can do it: 





ma PAY NO MORE THAN 
CEILING PRICES 


If you do pay more, you’re party to a 
black market that boosts prices. And if 
prices go up through the ceiling, your 


money will be worth less. Buy rationed 
goods only with stamps. 


5, DON’T ASK MORE MONEY 


in wages, orin prices for goods you have 
to sell. That puts prices up for the 
things all of us buy. We’re all in this 
war together— business men, farmers 
and workers. Increases come out of 
everybody’s pocket —including yours. 


oS. SUPPORT HIGHER TAXES 

It’s easier and cheaper to pay for the 
war as you go. And it’s better to pay 
big taxes now—while you have the 
extra money to do it. Every dollar put 
into taxes means a dollar less to bid for 
scarce goods and boost prices. 





6. SAVE FOR THE FUTURE 


Money} in the savings bank will come 
in handy for emergencies. And money 
in life insurance protects your family, 
protects you in old age. See that you’re 
ready to meet any situation. 





jo BUY ONLY WHAT YOU NEED 


Don’t buy a thing unless you cannot get 
along without it. Spending can’t create 
more goods. It makes them scarce and 
prices go up. So make everything you 
own last longer. ‘‘Use it up, wear it out, 
make it do, or do without.” 


4. PAY OFF OLD DEBTS 


Paid-off debts make you independent 
now ... and make your position a 
whale of a lot safer against the day you 
may be earning less. So pay off every 
cent you owe—and avoid making new 
debts as you’d avoid heiling Hitler! 





pa BUY WAR BONDS 


and hold them. Buy as many as you can. 
Then cut corners to buy more. Bonds 
put money to work fighting the war in- 
stead of letting it shove up prices. They 
mean safety for you tomorrow. And 
they’ll help keep prices down today. 


KEEP PRICES DOWN... 


Use itup... Wear it out... 


This advertisement, prepared by the War Advertising Counc 


contributed 


by this magazine in cooperation with the Magazine Publishers f America 
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Make it do.. 


. Or do without. 
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He’s no magician. But this Royal engi- Film 
neer has plenty of new and sales-rousing duc 
ideas up his sleeve for the metal office Sup 
furniture and equipment of “tomorrow.” refit 


And while Royal is devoting its facili- 
ties exclusively to war work, he is devel- 
oping new concepts in this field that will 
mean bigger profits for you. The Royal 
Line of Tomorrow will be designed to 
fit the needs of postwar business . . 
combining true functional utility with 
new, fresh beauty. Yet, it will embody 
ONE old-fashioned feature—the tradi- 
tional quality for which Royal Metal has 
long been famous. The Royal Metal Mfg. 
Co., 175 N. Michigan Ave., Chicago, III. 

Metal Furniture since ’97 


CZ 
LINE OF TOMORROW ? 


Makers of Royalchrome Furniture « Ro yal Steel Folding Chairs Royal Housemates 
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Many Wonderful Improvements in 2000 Years 


In ancient times, scribes recorded important messages on scrolls or parchments, which had to be 
read to the people. But science has brought to an educated world, HEYER Quality Gelatin Rolls and 
Films which not only record masterpieces for announcements, menus, sales and school work, but repro- 
duce the maximum number of clear copies for wider distribution. HEYER Quality Duplicators and 
Supplies have brought to mankind many modern, efficient and economical methods of duplication plus 
refined qualities which always make—good impressions. 





ALWAYS 








Where Office Machines 
can’t be coddled 


Underwood's 
the choice... 


From Remote African Base Pan American World 


Airu ays reports Hardihood of l nderu ood Equipment 


Underwood Sundstrand Underwood Elliott Fisher Accounting 


Underwood Typewriters 
Adding-Figuring Machines Machines 


Underwood 
Elliott Fisher Company 


ONE PARK AVENUE, NEW YORK 16, N. Y. 


We are now in war production on—U. S. Carbines, 

Caliber .30 M-1—Airplane Instruments—Gun Parts 
{mmunition Components—Fuses—Primers and 

Miscellaneous Items. 

Enlist Your Dollars ... Buy War Bonds... To 


Shorten the Duration 


Copyright 1943, Underwood Elliott Fisher Company 














1. Secret Airport —Jn the African wilds a Pan 
American World Airways plane floats at its 
dock. Before the war, Pan American foresight 
blazed many air trails now vital to the United 
Nations’ war effort. Among the machines that 
contribute to Pan American’s efficient operation 
are those which help organize its thousands of 
essential details—office machines! In Pan Amer- 
ican’s accounting, traffic, clerical and executive 
offices, there you'll find the name Underwood 


Elliott Fisher. 


2. No Casualties Permitted —Uniike the 407 U. S. 
cities where service facilities on UEF machines 
are, even in wartime, as near as your telephone, 
such remote outposts as this airport must rely 
completely on the unfailing durability of its 
office machines. Here, Pan American installed 
Underwood typewriters. Many of these machines 
are veterans in service, yet Pan American reports 
that all are on top of their jobs—that working 
without vacations, they have required remark- 
ably little special attention. 


3. Service in War —Air crossroads of the world 
today is neutral Lisbon, Portugal. Here top pri- 
ority passengers are shown leaving a Pan Amer- 
ican Clipper after a 4-continent, on schedule, 
flight. Also serving you in wartime UEF can 
supply adding and accounting machines under 
WPB regulations. We have been able to assist 
many companies with their wartime accounting 
problems. Ribbons, carbon papers, and complete 
maintenance service on all products are avail- 
able from coast to coast. 


N MiRWAYS SYSTEM 
— - 








